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Dealers Hold Down Cleanup Loss; 
~ Outlook Better for Final Quarter 


By Robert M. Lienert 
Associate Editor 
| VERAGE losses of the nation’s 
new-car dealers remained un- 
| changed through the third quarter, 
|according to figures detailed last 
| week by NADA’s Business Manage- 
ment Survey. 
The outlook for the fourth 


4-Year Low in Stockpile 
Brings Dealer Shortages 


By Maynard M. Gordon 
News Editor 
Y 264,760 unsold 59 and ’58 
cars were in dealer stockpiles 
of Nov. 1, according to AuToMo- 


4 
3 


ie a scanty 25%-day supply and 
a the second lowest level 
"which inventories have fallen at a 
"month-end since the Korean war. 


Stocks fell slightly below 200,- 
988 in mid-October. A_ gradual 
buildup of '59 models began then 
and is continuing, but normalcy 
in the supply situation is unlikely 
te return before the first of the 
year, at least. 
’ Meanwhile, dealers in every cor- 
of the land are long on cus- 
ners and short on cars. The Nov. 
float of ‘59s included in dealer 
ntories was approximately 110,- 
D, less than a week’s supply at 
the selling rate indicated by the 


‘wate of 59 orders. 
> = > 


egy have not been as low as 
the current level since Nov. 1, 
9954, when the alltime nadir of 157,- 


News estimates. This amounted | 


to | 


| had been an orderly cleanup of ’58s 
brought dryups in both model 
groups for many dealers last 
month. The Oct. 1 inventory, in- 
cluding but a handful of ‘59s, to- 
talled 312,897 units. This aggregate 
was reduced 15 percent by Nov. 1. 

The November stockpile was 
held back by the post-contract- 
settlement strikes at General Mo- 
tors plants over local issues. Vol- 
ume production began to get 
under way at GM assembly plants 


as a result Ford division and 
Chrysler Corp. dealers found 
themselves in a much superior 
position inventory-wise at the 
beginning of November. 

The squeeze put upon dealers by 
inadequate stocks of '59 or ’58 mer- 


|chandise at new-model time is not| 


jone to their liking, as AUTomoTive 
|News has learned in a national 
| Spot survey. 

“We're bound to lose customers,” 
a New Jersey Chevrolet dealer said. 
|“But I think the new styling will 
keep us from losing very many.” 

<< > > 


in the last days of October, and | 


hed. Even the depth 
a tened at the end of the 1956 | LOS ANGELES Oldsmobile 


Model year — 277,975 units exactly | dealer, noting that the auto 
“two years ago—has been outdone. |show was opening there with his 
™ Lack of ’59 cars to replace what! (Continued on Page 61, Col. 4) 


quarter, however, is considerably 
brighter, NADA said. 
Collectively, dealers averaged a 


|loss of 0.1 percent of sales for the} 


| first nine months. The first six 
months had shown an identical av- 


erage loss. 
* = + 


—— fourth-quarter gains 
will be sizable enough to put 
the average dealer in the black for 
the year-as-a-whole remains to be 
seen. 
A year ago, when dealers closed 
| out the first nine months with a 
profit of 1.5 percent of sales, they 
fell to 0.7 percent for the full 12 
months. 
Holding the loss at 0.1 percent 


| to take full advantage of more fav- | 
|orable conditions during the final 
| quarter.” 
* ia = | 
EPORTED losses accrued de- 
spite an increase in gross profit | 
for 1958 over 1957. Failure to keep 
expenses under control apparently 
was the downfall for dealers. 
Gross profit averaged 14.7 per- 
cent of sales for all dealers in the 





for the nine-month period, NADA| 
said, “should be considered as some- | 


thing of an accomplishment,” in 
view of the “very sizable job” that 
confronted dealers in July. 


“It is now history,” NADA said, | 


“that during the third quarter, al- 
ways a hazardous transition period, 
the entire industry joined together 


to bring about one of the most suc- | 
cessful inventory reductions in re-| 


cent years.” 
= 


* 
MONG individual 


profit position during the third 
quarter. While only 54 percent of 
dealers in the first half showed 


black ink on the books, 58 percent} 


showed a profit for the nine-month 
period. 


As in the first half, however, | 


collective losses by those dealers 
who used red ink cancelled out 
gains of the greater number who 
turned a profit. 

“Entering the new-model year,” 
NADA said, “. . . the picture looks 
considerably brighter. 

“In football parlance, if the deal- 
ers were in the position of making 
a goal-line stand at midyear, it 
might now be said that the line 
held and they have the ball, ready 


Output Pace Rises at GM, Ford | 


By Martin L. Whitmyer 
Staff Writer 

SAS A result of heavy overtime 
™ schedules at General Motors 
d Ford Motor last week, U. S. 
output held just below the high- 
1958 level despite a strike at 
ysler Corp. An estimated 121,305 
ts were built last week, compared 
the previous week’s 125,279 cars. 

' In addition to the Chrysler 
Strike of salaried workers, a 
| walkout at Budd Co.’s Gary (Ind.) 
_ Plant caused American Motors to 
‘tancel Saturday assembly of 
Ramblers. The strike also could 


mper Rambler production this | 


k if it continues, officials said. 
The Budd unit supplies under- 


bodies for all AMC lines except the 


American. 
Tse Chrysler strike disrupted 
the corporation’s assembly ma- 
chinery and forced the shutdown of 
production Wednesday in Detroit, 
Evansville and Los Angeles. The 
Newark (Del.) plant closed on 
Thursday. 

Chrysler Corp. was hopeful the 
walkout would be short-lived and 
assembly lines would be able to 
resume operations late in the 
week, but at press time Thursday 
all plants were still down and a 
date had not been set for re- 
sumption of negotiations. 

The strike cut corporation pro- 
duction from 18,542 units a week 


Inside Automotive News... 


Ford unveils Galaxie. Page 2. 
Dealers miss boat on fast services. Page 24. 


Alabama has a “profit 


day.” Page 3. 


Analysis of Kefauver and Dirksen reports on GM. 


Page 2. 


Finance men see higher car sales. Page 61. 


earlier to an estimated 6,905 units 
last week. 

Elsewhere, though, Pontiac sched- 
uled two-shift operations beginning 
today (Nov. 17), and Ford and 
Chevrolet continued to boost output 


on ’59 models. 
- x = 


AMBLER was forced to work 

only five days last week due to 
the shortage of underbodies. A total 
of 6,090 cars was built, compared 
with 7,277 units a week before. 

Ford Motor Co. assembly op- 
erations moved to their highest 
level of the year last week. The 
total of 40,320 cars marked a 2,- 
657-unit increase over the pre- 
vious week’s output of 37,663 cars. 

Ford division for the third con- 
secutive week worked all 13 of its 
car-assembly units six days. Mer- 
cury, Edsel and Lincoln also worked 
Saturday. 

The 40,320 units built last week 
brought Ford Motor’s calendar-year 
output to an estimated 969,632, and 
put it in a position to cross the 
one-million mark this week. A year 
ago, the company produced its one- 
millionth car during the week 
ended June 29. 

This week will see Ford’s new 
Galaxie model enter production. 

of *x ok 


ENERAL MOTORS, with its 


Buick, Cadillac, Chevrolet and 
(Continued on Page 61, Col, 1) 


* ' 
dealers, there | 
was some improvement in the 


3 Mos. 6 Mos. 9 Mos, 12 Mos. 3 Mos, 6 Mos. 9 Mos, 12 Mos. 


1957 period, but it had risen to 
15.2 percent of sales in the first 
nine months this year. 

Expenses, however, rose even 
faster—from 13.2 percent last year 
to 15.3 percent this year. 

In reporting on expenses and 
profits, NADA divides dealers into 


| volume groups, as follows: Group I, 
|}one to 149 new vehicles retailed in 


(Continued on Page 4, Col. 1) 


What’s Happening to Dealer Profits 


1957 


1.7 
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Slow Buildup Under Way... 


Used-Car Inventories Up 


GTOCKS ‘of unsold used cars held| age stock was good for 36.4 days 
by franchised dealers were good | of selling. Of reporting dealers, 22.2 
for 24.5 days of selling as of Nov.| percent had supplies good for 15 


1, according to Automotive News’ 
estimates. 

The Nov. 1 count represented | 
an increase of 12.9 percent over 





the previous month’s 21.7-day | 
supply. 
According to dealers reporting on | 


days or less, 27.8 percent had 15- 
to-30-day stocks and exactly 50 per- 
cent reported inventories exceeding 
30 days. 

Range of stocks reported Nov. 1 


‘was three to- 60 days, compared 


their used-car supply, increased ac-| With 10 to 40 days a month earlier 


tivity 
started a slow buildup of tradeins 
on the lots. 
* + 7 

paces and profits on used units 

have been fluctuating, although 
most dealers expect the market to 
settle down before the ‘'59-model 
selling season grows much older. 

As compared with a month ago, 
Nov. 1 inventories showed more 
dealers had stocks inside the 15- 
day limit, but that there were 
fewer who managed to keep 
within 30 days. 

Of dealers reporting for Nov. 1, 
some 33.8 percent said they could 
clean out their lot in 15 days or 
less. A month earlier, 32.1 percent 
were in this category. 

* * * 


ves month found only 38.9 per- 
cent in the 16-to-30-day classi- 
fication, compared with a whopping 
61.2 percent a month earlier. 

Stocks exceeding a 30-day sup- 
ply were reported by 27.3 percent 
of reporting dealers. While this 
is far in excess of the 6.7 percent 
of such dealers in October, it is 
still far below the 30 to 40 per- 
cent usually placing themselves in 
that category. 

A year ago on Nov. 1, the aver- 


in new-car trading has|and 13 to 75 days a year ago. 


Top Cars 


New-car registrations for nine 
months, plus one state for Octo- 
ber: 
1958 
Pos. 


l— 


1957 

Pos. 
1,094,750— 2 
Ford  1,142,428— 1 
Plym, 478,747— 3 
Olds. 285,903— 5 
Buick 306,906— 4 
Pontiac 249,102— 6 


Make 
Chev. 
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Dirksen’s View of Kefauver Study... 


Report Laid to ‘Confused Economist’ 


By William Ullman 

Washington Bureau Chief 
ASHINGTON. — The controver- 
sial report on “Administered 
Prices, Automobiles” was written 
by a man who doesn’t understand 
the term, Senator Everett Dirksen, 
Illinois Republican, charged in his 
dissent against the Kefauver report. 
Dirksen charged that the ma- 
jority report was written by and 
reflected the views of the anti- 
trust and monopoly subcommittee 
economist, John M. Blair. Dirk- 
sen said Blair had confused “ad- 
ministered prices” with monopoly. 
The man who invented the term, 


Dirksen said, was Dr. Gardiner C.| 


Means, who provided this defini- 
tion: 

“.. An ‘administered’ price is a 
price set by someone, usually a pro- 
ducer or seller, and kept constant 
for a period of time and for a 
series of transactions. The opposite 
of an administered price is a mar- 
ket price, a price that fluctuates on 
the basis of supply and demand as 
these forces are felt in the mar- 
ket.” 

= + > 
IRKSEN said Means was ex- 
plicit in stating that “the pres- 


ence of administered prices does 
not indicate the presence of mon- 
LOG...” 

Dirksen said testimony pre- 
sented by economists during the 
first phase of the auto hearings 
“clearly showed” that adminis- 





$1 for Report 


Copies of the 314-page report 
“Study of Administered Prices in 
the Automobile Industry” are 
available at $1 each from Super- 
intendent of Documents, U. S. 
Government -Printing Office, 
Washington, D. C. 





tered prices are essential in a 
modern economy. 

Means testified, he said, that “ad- 
ministered prices represent a way 
of doing business that leads to 
greater efficiency and higher stand- 
ards of living . . Without this 
method of pricing, big efficient in- 
dustry would find it almost impos- 
sible to operate .. .” 


Nourse, former chairman of the 
| President’s Council of Economic 
| Advisors, told the subcommittee “he 
could not see how an industry like 








Industry ‘Psychoanalyzed’ 
By Committee Critics 


ASHINGTON.—The auto indus- 
try’s linen—some dirty and 


some clean—was washed in public) 


last week by the Senate Judiciary 
subcommittee on an antitrust and 
monopoly. 

Four reports were filed by sub- 
committee members after hear- 
ings on pricing practices of the 
industry held during the last 
session of Congress. 

The majority report, filed by 
Senator Estes Kefauver, Tennessee 
Democrat and subcommittee chair- 
man, was highly critical of the in- 
dustry and singled out General 
Motors as its main target. 


* cs > 


DISSENT by Senator Everett 

Dirksen, Illinois Republican, de- 
nied many of the majority's charges 
and accused Democrats on the com- 
mittee of harrassing the industry 
and hunting headlines. 

The two other minority mem- 
bers, Senator William Langer, 
North Dakota Republican, and 
Senator Alexander Wiley, Wis- 
consin Republican, also issued re- 
ports. They did not dissent from 
the majority view, but did not 
fully concur, either. 

Hearings on which the report 
was based started Jan. 28, 1958, and 
continued intermittently, ending 
Feb. 20. They were resumed Apr. 
29 and concluded May 6. 


In his letter of transmittal, Ke- 
fauver said the “Study of Adminis- 





A Pagoda in Phoenix— 


Elsie Yee, Japanese model, and Ray Tan- 
ner, president, Ray Tanner Motors, distrib- 
vtor for the Japanese-built Toyopet, look 
over some of the sales material in front 
of the attractive pagoda display that has 
attracted hundreds of visitors to the new 
Toyopet dealership in Phoenix, Ariz. Jap- 
anese lanterns carried out the proper ef- 
fect for this new import entry. 


tered Prices in the Automobile 
Industry” is continuing. 
= : * 


N SNIPING at GM, the report 


said, “The subcommittee believes | 


| that the record of its recent hear- 
; ings and those held in 1955 leaves 

little doubt that the hard core of 
the monopoly problem in the auto- 
|mobile industry is in the concen- 
| (Continued on Page 58, Col. 3) 


‘Kefauver Report 
Blasted by Donner 
As ‘Speculative’ 


ETROIT.—The Senate subcom- 
mittee which called for an anti- 
trust investiga- 
tion of General 
Motors appears to 
have lost sight of 
its announced 
goal and given 





tive, conjectural 
and partisan opin- 
ions,” 
G. Donner, GM 
chairman, charged 
last week. 

His comment 
was in answer to the report of 
the Senate antitrust and mon- 
opoly subcommittee headed by 
Senator Estes Kefauver, Tennes- 
see Democrat. 
American Motors 
George Romney disagreed with 
some of the views of the subcom- 
mittee but restated his view that 
the power of large corporations and 





FP. G. Donner 


unions must be reduced for the| 


good of the nation as a whole. 
Other auto makers declined com- 
ment. 

The pricing structure of the auto 
industry and a number of other 
industries was probed by the sub- 
committee early this year. 

The majority report called on 
the Justice Department to investi- 
gate “the pattern of concentration 
in the auto industry” to determine 
whether court action is necessary 
to break up GM. 

* ” * 
DONNER noted that Kefauver 
had listed the purpose of the 
hearings as “an attempt to come 
to grips with what is probably the 
nation’s number one domestic prob- 
lem—the problem of inflation.” 

The GM chairman commented: 

“It is unfortunate that the sub- 
committee’s original objective of 
coming to grips with the problem 
of inflation appears to have been 
sidetracked. 

“We submitted detailed data con- 
cerning the problem of inflation as 
it has affected our own business. 
Representatives of other companies 
in the auto industry likewise fur- 

(Continued on Page 6, Col. 5) 


Dirksen said that Dr. Edwin G.| 


voice to “specula- | 


Frederic) 


President 
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the automobile industry could be 
operated without administered 
prices.” 

* * * 

Oo. YNTEMA, finance vice- 

* president of Ford Motor Co., 

was quoted by Dirksen as having 
told the investigators: 


“The term ‘administered price’ 
has been used before this sub- 
committee to mean a price that 
does not change frequently. In 
this sense, most retail and whole- 
sale prices are administered; they 
do not change from transaction 
to transaction. 


“In most lines of business, prices 
are administered because any other 
method of pricing would be in- 
efficient, wasteful and often vir- 
tually impossible .. . 


“In the sale of automobiles by 
the manufacturer to the dealer, it 
is inconceivable that prices should 
change from transaction to trans- 
action .. .” 


* * + 


HIS vigorous dissent from the 
majority report, Dirksen charged 
the subcommittee staff with being 





| prise system and he accused the 
subcommittee’s four Democrats 
with sniping at General Motors 

“merely because of its success and 
| good earnings.” 
| Said Dirksen, “It is common 
| knowledge that for many years 
| the structure and practices of the 
| automobile industry have been 
| scrutinized by the Department of 
| Justice and the Federal Trade 
Commission under both Demo- 
cratic and Republican adminis- 
trations. 

“Yet, they have made no broad 
sweeping charges against the in- 
dustry such as are implied in the 
majority's report.” 
| = * > 
| | ees pointed out that one 
| original purpose of the “admin- 
istered pricing” hearings was to 
|determine whether U. S. antitrust 
laws are adequate to preserve com- 
| petition. 

“The majority's report has de- 
| parted completely from this or- 
| iginal purpose,” he declared. “It 
| is primarily a critique of the suc- 
| cess and position of the General 

Motors Corp. in the automotive 

industry ... 
| “The staff has clearly demon- 
strated its prejudice toward the 
free-enterprise system, and hence 
it is quite logical that a firm which 
jis big and which has consistently 
j}earned high profits should be 
selected as a special target.” 

Dirksen recalled that Senator 
| Estes Kefauver, Tennessee Demo- 
crat and subcommittee chairman, 
had said his group was going to 

(Continued on Page 6, Col. 1) 
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| will be merchandised as Galaxies. 


prejudiced against the free-enter- | 


1958 

















Ford Unveils Galaxie Series— 


A Thunderbird roof is a distinctive feature of the new Galaxie models which Ford 
dealers will place on display early in December. Two sedans and two harditops will 
be offered in the new series, and Ford's convertible and retractable hardtop also 


The cars are priced $52 above Fairlane 500; 


and $10 below Chevrolet Impalas. (See story below.) 


Ohio, Louisiana Declare 


Warranty Is Insurance 


DETROIT.—The attack on parts 
warranty policies continued last 
week as the attorney-generals of 
Ohio and Louisiana issued opinions 
declaring that firms which sell 
these policies are insurance com- 
panies and must comply with state 
regulations governing insurance 


| companies. 


In Louisiana, Attorney-General 
Jack Gremillion ordered warranty 
companies to stop doing business 
in violation of state laws or face 
court action. 

Rufus Hayes, Louisiana insurance 
commissioner, blasted used-car war- 


ranties and asserted that they) 


really give the buyer no protection. 
He added that he was not referring 
to new-car warranties given by 
new-car dealers or legal guarantees 
given by any new or used-car 
dealer. 

In such instances, he said, the 
buyer has the individual guarantee 
and backing of the firm. 





He declared that companies sell- 
ing parts or labor warranty policies 
are illegal unless they qualify as 
insurance companies and put up 
the necessary deposits and safe- 


Voters Send Verschoor 


To S. Dakota Legislature 
MITCHELL, S. D.—John J. Ver- 


schoor, operator of a Chevrolet 
dealership, has been elected a rep- 
resentative from Davison County to 
| the State Legislature. He is a Dem- 
| ocrat. 
Verschoor 
director. 


is a former NADA 


Business Barometer 


Automotive News Economic Index — 


104.5 Percent of 
101.3 Percent of 


Auto Production 

Truck Production 

Auto Registrations— Year to date. 

Truck Registrations—Year to date. 

Steel Production—Tons 

Lumber Production—Board feet... 

Paperboard Production—tons ... 

Soft Coal Output—tons 

Oil Refinery Output—Borrels .... 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 


Savings Deposits 
Used-Car Prices—Average 
Business Failures............. - 


Common 
Stocks Nov. 12 Nov.5 
34% 
53% 
47% 


50% 


1958 Range 
36%- 8 
59-44 
50% -37% 
52 -33% 


- 52% 





$32,813,142,000 
Commercial and Industrial Loans $29,835,000,000 
$28,150,000,000 


Last Week 


Like Week Last Year 


Percent of 
Percent of Like Week 
Last Week Last Year 


917 
109.9 
75.4 
82.0 
100.8 
109.4 
108.1 
87.0 
102.8 
94.1 
105.4 
129.4 


125,279 
24,831 
3,457,615 
536,011 
2,011,000 
252,903,000 
311,196 
*8,585,000 
49,706,000 
383,043 
137 

385.4 


128.1 
129.3 


99.4 
95.5 
97.9 
101.4 
100.7 
99.9 
97.9 
102.0 


111.2 

95.3 
117.6 
114.3 
124.4 


100.3 

99.7 
101.5 
110.7 


$881 
331 


Common 


Stocks Nov. 12 


40%, 
14% 
34 Vy 
13% 
604%, 


Nov. 5. 1958 Range 
40% 41%4%-27 

13% 15%- 7% 
29% 34%5-21% 
144% 16 - 2% 
60% 61 -40% 


Kaiser*.... 


*Kaiser Industries, parent firm of Willys Motors. 


(Nov, 17, 1958) 








guards for protection of policy- 
holders. 

In Ohio, Attorney-General Wil- 
liam A. Saxbe ruled that warranty 
policies issued through dealers 
are actually insurance contracts. 
Saxbe rendered his opinion in 
reply to a request from Arthur L 
Vorys, Ohio insurance commis- 
sioner. 

Vorys was expected to issue an 
order that will prohibit any war- 
ranty company from operating in 
Ohio unless it complies with all in- 


| surance requirements. 


The Ohio Automobile Dealers 
Assn. reported that one national 
warranty company had ceased op- 
erations in Ohio. OADA said other 
firms intend to meet the State re 
quirements. 

One of the latter is Consoli- 
dated Warranty System, Spring- 
field, N. J. OADA said it had 
been told by David L. Pavsner, 
Consolidated vice-president, th at 
his firm is in the process of quali- 
fying in Ohio to comply with the 
attorney-general’s opinion. 

Consolidated Warranty is the 
merged name of four warranty 
companies—Registered Tested Cars, 
Inc., East Orange, N. J.; National 
Bonded Cars, Inc., Springfield, N. J., 
and Auto Warranty Co. and Auto 
Life Plan, both of Augusta, Ga. 


Ford Galaxie 
Priced $10 Below 
Chevrolet Impala 


DETROIT. — Ford division has 
priced its new Galaxie series $10 
below comparable Chevrolet Impala 
models. The Galaxie line, which 
features a Fairlane 500 body and 
a Thunderbird roof, is scheduled to 
appear in dealer showrooms early 
in December. 

The new series consists of two- 
door and four-door sedans and two- 
door and four-door hardtops. In 
addition, the convertible and the 
retractable hardtop will be mer- 
chandised as Galaxies. 

Galaxie prices are $52 above those 
of Fairlane 500 models. There are 
reports that either the Fairlane or 
the Fairlane 500 series will be dis- 
continued after the new entries 
appear, but Ford division has made 
no announcement of any such 
plans. 

Galaxie six-cylinder prices, in- 
cluding excise tax and dealer prep, 
are: Four-door sedan, $2,582; two- 
door sedan, $2,528; four-door hard- 
top, $2,654, and two-door hardtop, 
$2,589. The convertible, announced 
earlier, is $2,839. 

V-8 models are $118 more. The 
retractable hardtop, which is avail- 
able only as a V-8, is $3,346. 

The Galaxies have more luxuri- 
ous interiors than Fairlane 500s, 
with quilted and pleated fabrics 
over tailored seats. They also have 
different fender ornaments, a two- 
tone steering wheel, added chrome 
interior-trim inserts and seat side 
shields. Galaxie production started 
today (Nov. 17). 
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_a@e Dealer Forum 


by Robert M. Finlay 





Ww WERE discussing ways of | 
getting more service business. 
John E. Wolf, the veteran service 
jalist, pointed out that the for- 
mula for this in the service field is 
relatively simple. 
Anyone who has ever read the 


employe points it out to him, in 
nearly every case he will get it 
fixed. 

And any trained service man 
who lifts a hood, or pulls a 
wheel or puts a car on a hoist 
will find service work if he looks 


safety inspection reports and 
weighed these against the mil- 
lions of cars and trucks on the 
road knows that the business is 
waiting for the dealers who will 
seek it. 

There is one key point in this, 
though, that in most cases is not 
done. 

For example, there are tested 
methods for getting more people 
into a dealer’s shop. Once the cars 
are in the shop, there are tested 
methods of finding the service busi- 
ness (incentive programs for em- 
ployes that will make it worthwhile 
for them to look for things that 
need attention.) 

And, finally, once the business is 
found, the selling is easy. 

° = * 


Can’t Resist 


OR example, 

resist getting a new muffler 
when you show him that his 
rusted out and that this creates a 
threat to the lives of his wife and 
children ? 

If he doesn’t see it, he won't 
worry about it. But once a service 


R.I. License Unit 
May Be Shuffled 
By GOP Governor 


PROVIDENCE.—The election of 
the State’s first Republican gover- 
nor (Christopher Del Sesto) in 20 
years may affect the personnel of 
the Rhode Island Automobile Deal- 
ers’ Licensing Commission. 


what owner can, 


is | 


Although their terms expired | 


some time ago, the seven members 
of the commission have continued 
to hold office at the pleasure of 
Gov. Dennis J. Roberts, Democrat. 


The commission members are Leo 
B. Carey, chairman, whose term 
expired in 1954; Alfred J. Ratier 
and Louis E. Baker, whose terms 
also expired in 1954; George M. 
Westlake and David F. Fitzgerald, 
whose terms expired in 1952; Dom- 
enic A. Madonna, whose term ex- 
pired in 1955, and Frank L. Hurd, 
whose term expired in 1957. 

Commission membership is lim- 
ited to automobile dealers. They are 
paid $20 a day when the commis- 
sion meets. Meetings sometimes are 
held as often as once a week. 


Burlingame-San Mateo 


SAN MATEO, Calif.—New officers 
of the Burlingame-San Mateo Auto 
Dealers Assn. are Jerry Bromberg 
(Pontiac-M e rc ed es-Studebaker), 
president; Dave Rasmussen (Volks- 
wagen), vice-president, and Gaston 
Periat (DeSoto-Plymouth), treas- 
urer. Arch Carey is secretary. 
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for it. 

This is not theory but fact. There 
are tried methods all down the 
line. What is missing, then, in 
shops which are not doing a good 
business in service? 

A dealer put his finger on it when 
he told Wolf: 

“I don’t think your letters are 
so hot. I could write better ones 
myself. The only thing, though, 

is that I don’t write them and I 
can count on you to write them.” 

And so the ultimate in tested 
methods is to do the work. This 
applies to so many things in any 
business. There are tested methods 
of cultivating prospects, tested 
methods of giving demonstrations, 
tested methods of cutting expenses, 
j}using daily operating figures and 
| keeping used-car lots clear. 

: Where many fall down is in us- 
ing the tools available on a regular 





responsibility to see that someone 

follows through on the job. 
Trouble is that often our idea of 

success is to take things easier 


the work to be done automatically 
somehow. 
> > > 


The Joys of Work 

PEAKING of work, we are re- 

minded of the remark quoted 
here of a competitive auto execu- 
tive to the effect that George Rom- 
ney had better not sit around 
admiring his success with the Ram- 
bler. 

The executive was voicing his 
opinion that George couldn’t ride 
the styling-stability boat forever, 
although there may be some argu- 
ment there, too. But, taking the 
statement at face value, Howard 
Hallas, public-relations director of 
American Motors, sent along Rom- 





ney’s schedule for the month ahead, 
showing speaking engagements 
back and forth across the country, 
to say nothing of his other respon- 
sibilities. 

Incidentally, many in the auto 
industry got a look at another 
side of Romney last Sunday when 
the Mormon Tabernacle Choir 
was in town. At a radio broad- 
east that morning in Detroit's 
Henry and Edsel Ford Audito- 
rium, we saw men from all the 
competitive companies as well as | 
suppliers. 
Elder Richard Evans. who sits | 

high in the councils of the Church | 
of the Latter-Day Saints and who 
has narrated the broadcast for| 
nearly 30 years, introduced Romney 
as president of the Detroit stake 
of the church. 

He mentioned that Romney had 
a sideline—that of being president 
of American Motors. And as busy 
as he is at AMC, I have a hunch 
that Elder Evans was not kidding 
about the sideline, for the Church 
of the Latter-Day Saints has a 
great tradition of service and its 
members are frank proselyters. 
They joyously invite others to share 
the way in which they believe. 

> * = 


Speaking of Service 

HE 330 members of the choir 

were just completing an ex- 

hausting three-week tour of the 
nation. 

They had given of their own 
time and had spent their own 
money and here they were lift- 
ing up the spirits of those who 
listened to them as they sang of 
the beauties of the mountains and 
of the days marching across the 
plains but most of all of the joys 
of serving God. 

They believe in their work and 
so it is something uplifting rather 


basis, in delegating authority and | 


rather than to enjoy the fun of| 
| working. And so we may hang on 
}to the authority while expecting 





than something which tires them. 
How much do you believe in the 
work you are doing? 


Used-Car Notes 
Washington Column 
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Monroney Is Confident . . . 








Stickers Aid Profits 


By Stuart Riddle 

Staff Correspondent 
BIRMINGHAM, Ala.— “There is 
definitely a more optimistic climate 


Senator A. S. Mike Monroney, Ok- 
lahoma Democrat, told Alabama’s 
franchised dealers attending a 
“Rally Day for Profits” meeting 
here. 

The featured speaker at the 
meeting, sponsored by the Auto- 
mobile Dealers Assn. of Alabama, 
Monroney said there are signs 
that the industry is climbing out 
of the “wheel and deal” era and 
that there is a tendency to estab- 
lish a fixed value and price for 
automobiles as a result of the 
new price labelling law. 
Monroney said he found a major- 
|ity of the country’s dealers are in 
| favor of the law which he spon- 
| 
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Speakers at Alabama Rally— 


Speakers at the “Rally Day for Profits,” 


ahead for the automobile dealer,” | 


sored in the Senate. Most dealers 
think it is a step in the right direc- 
tion, he said. 
| Monroney said he believed the 
law will eliminate the bootlegging 
|that has plagued the franchised 
dealer, since it designates what 
dealer bought the car and where 
it is shipped. 

He predicted that the new law| 








would bring back the three “R’s”— 
responsibility, reliability and re- 
spectability—to the dealer. 

Monroney also called for the 
elimination of the 10 percent Fed- 
eral excise tax on automobiles. 
He told the meeting that the tax 
was placed on cars with the idea 
that they were luxuries. 


“They are not luxuries anymore,” 


|he said. “Transportation to and 


Dunmire DeSoto Marks |from work is almost as important 


Its 30th Anniversary 


OREGON CITY, Ore.—Dunmire 
Motor Co., an original DeSoto 


sary with a party attended by some 





ecutives. 

Dallas Dunmire, head of the 
dealership, was presented with a 
plaque commemorating the anni- 
versary event. 








sponsored by the Automobile Deolers Assn. 


of Alabama, included, from left, Senator A. S. Mike Monroney, Okichoma Democrat; 
Senator John J. Sparkman, Alaboma Democrat; and Mel B. Casler, association presi- 
dent. The rally was designed to help declers make o better profit. 


Justice Orders 


Crackdown 


On Price-Label Violations 


WASHINGTON. — A crackdown 
on intentional violators of the price- 
sticker law is coming up. 

An interoffice communication 
calling specific attention to the 
provisions of the Automobile Infor- 
mation Disclosure Act, analyzing 


| them and pointing out possible new 
areas of criminal conduct, has been | 


forwarded to all U. S. district at- 
torneys by the Department of Jus- 
tice, Automotive News was told by 
an official spokesman last week. 

The Justice Department moved 
into action, it was said, as the 

result of “a number of complaints 
of alleged violations received 

both in the field and in Washing- 
ton since the auto label law be- 
came effective. 

It appears that thus far there has 
not been a large volume of com- 
plaints, but enough to call for 
action. 

In addition, NADA, following a 
conference on the subject by its 
Industry Relations committee and 
heads of factory dealer councils, 
went on record against any Federal 
laxity in the matter of enforcing 
the terms of the law. 

While the Justice Department 


communication — being an inter- 
office document — was not made 
available to Automotive News, it 


was learned that the district at- 
torneys were asked to watch the 
situation closely, prosecute where 
necessary and file an “experience 
log” with Washington headquarters. 

It is understood that whether to 
prosecute will, in the main, be up 
to the district attorneys, each 
handling the complaints in his 
own district. 

There may be instances, of 
course, where the violation would 
not call for harsh punishment, such 


as, for example, the case of the 
few dealers who have been putting 
their demonstrator stickers in the 
glove compartment to avoid deface- 
ment in the course of use and 
washing the car. 

Such procedure is unquestionably 
illegal, but it might not be consid- 
ered a serious illegality. 

Where charges have a serious 

aspect, and show it, investigation 
will be in the hands of the FBL 


dealer, celebrated its 30th anniver- | 


60 DeSoto dealers and factory ex-| 


| 
| McDonald, of Palmer Auto Sales, 











| 


| 


as the home. What would happen 
if you placed a 10 percent tax on 
homes?” 

Monroney said that, if the tax 
was removed, auto dealers in the 
U. S. would sell a million more 
cars in 1959. 


Another speaker at the meeting 


jwas Senator John J. Sparkman, 


Alabama Democrat, who pointed 
out that dealer operating profits 
have dropped from 3.6 percent in 
1922 to a low of 0.1 percent in the 
first nine months of 1958. 


“It is not too much to expect 
that car dealers and manufactur- 
ers may make a satisfactory re- 
covery in 1959,” Sparkman de- 
clared. 

Sparkman, who is chairman of 
the Senate Small Business commit- 
tee, told the meeting that Congress 
recently passed several bills de- 
signed to aid dealerships and other 
small businesses. He also pointed 
to several changes in the tax struc- 
ture which would help dealers. 


Dealers Complain 
Of Stickerless °59s 
On Tulsa Lots 


TULSA, Okla.—U. S. District At- 
torney Robert S. Rizley said last 
week that his office has received 
several complaints concerning al- 
leged violations of the price-sticker 
law. 

He said new-car dealers have 
charged that three used-car dealers 
in the Tulsa area are offering stick- 
erless ‘59 models for sale. He de- 
clined to name the alleged violators. 

“This will be a difficult law to 
enforce,” Rizley said. “It is pos- 
sible that some used car dealers 
have purchased ‘59 models that 
have been driven only a few miles 
after the price label has been re- 
moved. They are not to be consid- 
ered as violating the law.” 

If the used-car dealers purchased 


|the cars from new-car dealers for 


resale or had a third party make 
the purchases for them, there would 
be a violation. Under the law, the 
sticker must remain on the car 
until it is delivered to the ultimate 
purchaser—one who buys it for pur- 
poses other than resale. 


Rambler Dealers Elect 
SPRINGFIELD, Mass.—Curtis 


Meanwhile, Washington wants a|Inc., Palmer, Mass., has been 


complete file on what is going on 
jin the new-car showrooms and 
used-car-dealer lots with respect to 
the sticker law and has asked its 
field men to supply periodic reports. 


On the House... 





Wemhoft 


elected president of the Western 
Massachusetts Rambler Dealers 
Assn. James F. Cahillane, of Ca- 
hillane Rambler, Northampton, was 
elected secretary. 


Some Chicago dealers report their new-car gross 
now is double that of a year ago. How’s yours? ... 
U. S. dealers, just recovering from a bad year, can 
sympathize with dealers Down Under who are just 
starting to feel the recession, says S. J. Cornick, 
director of W. H. Lober & Co., Holden distributor 
in Sydney, who dropped into my office the other day. 
Cornick says Australian dealers’ problems parallel 
their American counterparts .. . 

Missouri dealers honored Bob Armacost, past 
president of NADA, the Missouri and Kansas 
City groups, at a dinner last week . . . Oklahoma 
dealers will stage a “Senator Monroney Appre- 


ciation Day” in mid-February. . . . Chicago dealers, in Detroit last 
week to hold a show luncheon, cast a wary eye at Detroit’s new 
Cobo Hall where a National Auto Show may be staged after the 
huge building is completed in 1960. But Chicagoans claim their 
show will always be the biggest. .. . 


T. D. Peffley of Dayton heads Ohio dealers legislative committee 
for 1959. .. . The Toledo association urges this motto for its members: 


“No Profit, No Sale.” i 


—Perte Wemuorr, Editor, 
Automotive News 
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Year-End Upturn Due .. . 








Dealer Losses Hold 
Steady at 0.1 Pet. 


(Continued from Page 1) 


1957; Group II, 150 to 399 units; 
Group III, 400 to 749 units, and 
Group IV, 750 units and more. 

« + = 
ig IS interesting to note that 

Group IV, which showed the 

smallest average profit of any of 
the volume groups in 1957, was the 
only volume group to show a profit 
—0.3 percent—for the first nine 
months this year. 

As might be expected, dealers 
in Group IV managed a profit by 
doing a better job of expense con- 
trol than dealers in other groups. 
Fixed overhead for Group IV 
dealers went up only 1.1 percent- 
age points over last year. 

For the industry as a whole, the 
increase was 1.9 percentage points. 
It was increased 2.2 points in 
Group I, 2.2 points in Group II 
and 1.3 points in Group III. 

- * > 


a expense was actually 
reduced 0.1 percentage points by 
Group IV dealers in the 1958 period, 
although the industry average 
showed an increase of 0.2 points. 

Selling expense was up 02 
points for Group I and 0.3 points 
for Group II, while Group ITI 
dealers held the line. 

The NADA report showed a 
sharp reduction in new-car inven- 
tory, with the average dealer hold- 
ing eight units at the end of Sep- 
tember this year, compared with 


Sales Soaring, 
Ford Reports 


DEARBORN. -- Daily sales since 
the 1959 Fords were introduced 
have increased 43 percent over the 
average daily rate for the first 
three quarters of this year, Walter 
J. Cooper, Ford division general 
sales manager, announced. 

For the equivalent period after 
introduction of the 1957 models, 
when Ford went on to outsell the 
industry, the increase was 8 per- 
cent, Cooper said. Last year the 
increase after introduction of the 
1958 models was only 11 percent 
over the rate for the first 10 months 
of that year, he added. 

Deliveries of ‘59s during the first 
14 selling days have averaged about 
4,500 a day, Cooper said, with the 
number of unfilled orders approxi- 
mating total deliveries. This means 
Ford dealers have delivered or 
taken orders for about 9,000 cars 
each day since introduction, he said. 


Hamilton to Aid 
Cooper at Ford 


DEARBORN. — Appointment of | 


Guy Hamilton jr. as executive as- 
sistant to the general sales man- 
ager of Ford division has been 
announced by Walter J. Cooper, di- 
vision general sales manager. 
Hamilton, formerly Ford divi- 
‘sion’s marketing services manager, 
succeeds R. P. Harman, who has 
been named Ford district sales 
manager at Houston. Mr. Hamilton 
will be succeeded as marketing 
services manager by W. K. Barclay, 


manager of Ford division’s market | 


representation department. 


13% units on the same date a year 
earlier. 

While the average selling price 
of used vehicles was $9 lower in 
the 1958 period than it was a year 
earlier, the average washout gross 
on new and used units combined 
was down only $5 this year. 

= * + 


[DEPALERS were turning their| 


parts inventory slightly faster 
this year, and at an increased profit 
percentage. 

Although customer labor sales 
amounted to a greater number of 
dollars per new unit sold this 
year (due in part to reduced sales 
volume) the percentage of profit 
was trimmed a bit. 

Total service sales, the profit 
margin on these sales and service 
absorption all showed an improve- 
ment in 1958 over 1957. 


MEMA Names 
Four to Board 


For 3-Year Terms 


NEW YORK.— Four men have 
| been elected directors of the Motor 
jand Equipment Manufacturers 
Assn, for 1959-61. They are: C. H. 


N. Y.; F. L. Bredimus, Globe Hoist 
Co., Philadelphia; S. S. Gordon, Re- 
public Gear Co., Detroit, and Ross 
Dunn, Hastings Mfg. Co., Hastings, 
Mich. 

Other board members for 1959 
are: C. P. Brewster, K-D Mfg. Co., 
Lancaster, Pa.; A. C. Bryan, Na- 
tional Carbon Co., New York; V. B. 
Day, Bear Mfg. Co., Rock Island, 
Ill, and K. W. Foust, Bonney Forge 
& Tool Works, Alliance, O. 

Also, T. S. Rose. Sealed Power 


man III, Associated Producers, Inc., 
Ypsilanti, Mich.; C. F. Stuhlreyer, 
Grote Mfg. Co., Bellevue, Ky., and 
R. H. Wilbur, Kendall Co, New 
York. 

Fred Lanning, MEMA general 
manager, said the association has 
added 50 members this year and 
now has 409. There also are 391 
eredit service subscribers and 400 
Affiliated Automotive Representa- 
tives associate members. 








Reeveses Celebrate 
60th Anniversary 


LARCHMONT, N. Y.—Mr. and 
Mrs. Alfred Reeves celebrated their 
60th wedding anniversary Nov. 8 
at a dinner given 
for them by their 
family at the New 
York Athletic 
Club. 

Reeves, 83, was 


manager for more 
than 25 years. He 
retired only last 
year as advisory 
vice-president 
after43 years 
| Alfred Reeves with that organi- 
zation. He also managed the Na- 
tional Automobile Shows in New 
York and Chicago for many years, 
and was honored by the automo- 
bile industry in 1956 as “Mr. Auto 
Show.” 








Breakdown of Dealer Expense 
FIRST NINE MONTHS, 1958-1957 


Warranty, policy, delivery 

Salaries, commissions, other 
compensation to salesmen 

All other salaries, wages 
(except mechanics’) 

Employes’ bonuses 

Shop tools and supplies 

Rent and expense in lieu of rent 

*Advertising, local 

Insurance, other than building 

Interest paid 

All other expense ...... 
*TOTAL EXPENSE 


9 Mos, 





Group I 
9 Mos. 
1957 


92 


1958 
1.08 
L777 2.29 
4.88 
-09 
38 
1.05 
-60 
37 
** 
3.23 
13.29 


5.64 
10 
40 

1.25 
83 
39 
44 

3.22 
15.64 


Group II 
9 Mos. 


9 Mos. 
1957 


1.02 
2.07 


14 
34 
96 
77 
-30 


2.99 
13.11 


(PERCENTAGE OF TOTAL SALES) 


Group Ill 


9 Mos. 9 Mos. 
1957 


1.01 
2.33 


98 
2.22 


4.89 
18 
28 


1. 


05 
92 


27 
38 
2.58 
13.75 12.83 


* Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 
** Included in ‘‘all other expense’’ for 1957 breakdown. 


t Includes all owners’ 


AMC Absorbing 


Seibert, Behr-Manning Co., Troy,| 


| Corp.. Muskegon, Mich.; C. O. Spill-| 


AMA general! 


Cost Increases 


In UAW Contract 


DETROIT.—George Romney, 
president of American Motors said 
| Thursday ‘59 Rambler volume po- 
tential is rising so rapidly that the) 
;}company has decided to absorb 
cost increases resulting from its 
new labor agreement reached with 
the UAW. 


The statement was made follow- 
ing official notification by the UAW 
that the agreements have been rati- 
fied by the membership of the vari- 
ous local unions. 


The Rambler price increase made 
at announcement time covered only 
increased material and procurement 
|} costs, Romney said. 

“Present Rambler orders indicate 
a sales volume this year far in ad- 
vance of our estimates of only 60 
days ago,” he said. “While our new 
wage and benefit agreements with 
the UAW will increase our labor 
costs, we now believe that these 
added costs can be met by the rec- 
ord production volume we see 
| ahead of us. This will not only give 
Rambler buyers more for their 
money but help in the fight against 
the serious wage-price spiral. 

“In light of the continuing up-| 
ward trend in costs, we naturally 
do not know what new costs may 
be in the picture during the coming 
year, but we believe our volume 
potential justifies this effort to 
share gains with the customer. Such 
sharing between customers, work- 
ers and stockholders is essential to 
balanced economic growth.” 


| Only Ford Deal 
In Reading Folds 


READING, Pa—Closing of 
Golden Bros., Inc., has left this| 
city of 110,000 residents without a 
Ford dealership for the first time 
in 19 years. 

The firm’s new and used cars, 
tools and equipment have been sold 
at auction. Charles R. Golden sr., 
president and treasurer, said he 
plans to retire from the auto busi- 
ness. 

It was reported that the Ford 
division and Golden were at odds 
over the firm’s downtown location. 
It was said that Golden went out 
of business rather than erect a new 
and modern showroom. 








How Dealers Fared on Expenses, Profits 


Eprror’s Nore: The following figures are taken from the NADA bulletin, “Operating Averages for 
the Automobile Retailing Industry.” 


FIRST NINE MONTHS, 1958-1957 


OPERATING PROFIT 
Including Finance Reserve .... 


*Group I Group II 
Pet. Total Sales Pct. Total Sales 
9 Mos. 9 Mos. 9 Mos. 9 Mus. 

1957 1958 1957 
100.0 100.0 100.0 
14.9 15.6 14.6 
3.3 4.3 4.0 
10.0 1L3 9.1 
13.3 15.6 13.1 


1958 
100.0 
14.8 
4.1 
10.7 
14.8 
— 3 1.6 0 


15 0 


100.0 


OPERATING PROFIT BEFORE TAXES 


Group Ill 
Pet. Total Sales Pct. Total Sales 
9 Mos. 9 Mos. 


Group IV Industry Average 


9 Mos. 9 Mos. 
1958 1957 


100.0 100.0 
14.1 13.9 
4.1 4.2 
9.7 8.6 
138 128 


1957 


14,7 
4.1 
9.4 

13.5 
12 


3 11 


* Groups are based on the volume of 1957 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; 
Group II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units and more. 


salaries, employes’ 


bonuses and interest 


paid, 


-96 
2.29 


441 
19 
26 
97 
-93 
24 


2.58 


Ind. Average 
9 Mos. 9 Mos, 


1958 


1957 


3.01 


15.32 13.23 


—From NADA Survey 





How Dealers Are Faring 
On Sales, Profits 


(Taken from report by NADA Business Management Committee) 


New Cars and Trucks 


Cars 


Sept. 

30 

1958 
GrouplI...... 54 
Group [1 .... 12.2 
Group III .. 19.7 
Group IV .. 38.9 
Industry 


Average . 8.0 


Sept. 


30 
1957 


78 
21.7 
40.7 
89.1 


13.5 


Selling Price 
Per Unit 


9 Mos. 

1958 

Group I ......$752 

Group [1 .... 810 

Group III .. 834 

Group IV .. 812 
Industry 


Average .. 785 


Group | ......$545 
Group [IL .... 483 
Group III .. 417 
Group IV .. 336 
Industry 


Average .. 476 


Group II 


Industry Average 


Industry Average.. 1,050 


9 Mos. 
1957 


$774 
820 
841 
755 


794 


Trucks 


Inventory Per Dealer 


Days’ Supply 


(Per Truck Dealer) Cars and Trucks 


Sept. 
30 
1958 
1.6 
2.3 
3.6 
5.4 


Sept. 
30 
1967 


1.9 


Used Vehicles 


Ratio Used-Unit No. Days’ Supply 
in Inventory 

9 Mos. Sept. 30 Sept. 30 Sept. 30 Sept. 30 
1958 
37.0 
26.6 
19.2 
16.3 


Sales to New 
9 Mos. 
1958 
2.32 
2.02 
1.60 
1.27 


1957 


1.96 


Sept. 
30 
1958 
33.6 
25.8 
18.0 
17.3 


26.4 


29.6 


Sept. 
30 


1957 
37.7 
35.4 
31.6 
32.3 


35.3 


1957 
38.1 
31.1 
25.1 
20.8 


32.8 


(Accessories Not Included) 


Average Sales 
Per New Unit 
Sold 


9 Mos. 


1957 
$401 
335 
317 
292 


354 


Pereentage of 
Gross Profit 
to Sales 


9 Mos. 9 Mos. 
1958 1967 
31.4 31.0 
30.5 30.1 
30.5 28.6 
27.7 28.7 


30.7 30.1 


Number Months’ 


Supply in 
Inventory 


9 Mos. 
1958 


5.7 
4.3 
4.0 
3.5 


4.9 


1957 
6.0 
4.2 
3.9 
3.3 


4.9 


Customer Labor Sales 


Average Sales 
Per New Unit Sold 


9 Mos. 9 Mos. 
1958 1957 


$377 $290 
245 
235 
200 
256 


Washout Gross 
on New, Used 
Units Combined 


Sept. 30 Sept. 30 


1958 
$435 
439 
374 
301 


406 


1957 

$460 
427 
371 
274 


411 


Average Cost 


Per Used Unit 


in Inventory 


1958 
$706 
804 
878 
952 


759 


1967 


Annual 
Turnover of 
Investment 


9 Mos. 


9 Mos. 


Percentage of Gross 
Profit to Sales 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 


1958 


Average Sales 
Per New Unit 
Retalled 


9 Mos. 


9 Mos. 
1957 
$949 
752 
695 
586 
803 


9 Mos. 
1958 
32.4 
34.9 
36.1 
35.5 
34.0 


Percent of 
Gross Profit 
to Sales 


Mos. 


1957 


31.7 
34.3 
36.0 
34.2 
33.3 


Mos. 
19538 


39.4 
44.3 
47.3 
48.3 
43.0 


9 Mos. 
1957 


40.2 
46.2 
47.0 
46.8 
43.5 


*Percentage of 


* The percentage of operating (or fixed or semifixed) expense covered by gross profit 
from all service and parts operations. Officers’ or owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


Total Service 
and Parts 





New Cars 
and Trucks 


9 Mos. 


9 Mos. 
1957 
52.5 
56.5 
59.0 
61.6 
55.7 


9 Mos. 
1958 
30.0 
29.4 
26.5 
24.1 
28.6 


Used Cars 
and Trucks 


Mos. 
1957 


29.0 
27.0 
24.6 
22.3 
27.0 


9 Mos. 


1958 
21.5 
19.0 
17.4 
16.1 
19.5 


9 Mos. 
1957 
18.5 
16.5 
16.4 
16.1 
17.3 





















Helping you to more car sales and to keep present customers in your dealer- 
ship—is one of our main objectives. Associates is a service organization .. . 
our very existence is linked with the welfare of each dealer we serve. From 
the time your customer is a “prospect” until he makes his final payment as a 
“satisfied and happy car owner,”’ you can count on Associates service. 

Granting delay-free approvals ... gearing our service to your business... 
treating your customer fairly throughout repayment months. . . courte- 
ously handling any collection problem ...sending you prospect notices 
when your customers are ready to repurchase . . . retaining your customer’s 
goodwill for that next sale—all are part of Associates Pleasant Purchase 
Program—that pays off in plus sales and profits for you! 





ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO, 
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View of Kefauver Report... 





‘Confused Economist’ 


Blamed by 


Dirksen 


(Continued from Page 2) 


look into inflation, but Dirksen 
said he had never conceded that 
this was a proper domain for a 
judiciary committee, anyway. He 
pointed out that finance and bank- 
ing and currency committees were 


better equipped to handle such| 


probes. 


* * * | 


‘Handicapped by Errors’ 


i BLASTING the report, Dirk- 
sen said, “It resorts to infer-| 
ences, generalizations, assumptions 
and convenient omissions of the 
facts contained in the record. 

“It is so handicapped by errors, 
both as to facts and conclusions, 
as to impeach its credibility and 
eliminate its usefulness. It is of 


| udice or from incompetence and 
error. 

“It is based on a preconceived, 
| theoretical, biased, economic and 
legal analysis which attempts to de- 
pict the automobile industry as a 
monopoly. 

“The three leading producers are 
supposedly unmindful of the desires 
of their customers. They are ac- 
cused of attempting to force the 
American people to purchase cars 
which they do not want, as they are 
too big, are poorly styled and are 
exorbitantly priced. 

“I vigorously dissent from any 
such conclusions.” 

* a > 
ee main points, how- 
ever, had to do with competition 
in the U. S. automotive industry. 





little importance whether this re- 
sults from an underlying prej- 


First, he denied that any auto 


maker has an invulnerable position. 
Pointing out that the Ford Motor 
Co. once enjoyed almost 62 percent 
of the market, he stated that “the 
dominant producer in the auto- 
mobile industry, or in any other 
industry, can readily lose his posi- 
tion if he fails to provide his cus- 
tomers with the product they de- 
sire.” 

Second, he insisted that there 
is plenty of price competition in 
the U. S. auto industry. What the 
majority failed to realize, he said, 
is that “competition in the auto- 
mobile industry includes price 
competition but is not limited to 
this one single factor.” 


Makers use every possible com- 


lincluding product improvement, 
| better value for the same price, 
better service, and more attractive 

optional features, he explained. 
“Price competition does not nec- 
essarily call for reductions in 
price,” summarized the Illinois sen- 
ator. “Consumers are attracted by 
values. This concept includes price, 
quality and style.” 
= + 





Size No Advantage 


HIRD, Dirksen denied that GM’s 
size gives it an unfair advantage 


UNDER-CAR SEALER AND SILENCER 


not only silences squeaks and rattles... 


IT SILENCES COMPLAINTS! 
ec-amd it gives 50% more profit, too! 


Undercoat each new car with Nokorode. That’s a 
sure way to keep your service shop relatively free 


of customers who 


tie up expensive personnel on 


non-profit body complaints. 

And when you use Nokorode Under-Car Sealer 
and Silencer you get nine perfect jobs at the cost 
of six! That’s because Nokorode’s patented proc- 
ess results in a coating of greater density...a 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2.393.774 


SEND FOR COMPLETE DETAILS NOW! 


LION OIL COMPANY 


A Division of Monsanto Chemical Company 


Dept. AN-K, El Dorado, 


Arkansas 


Please send me complete information about Lion 


Nokorode, and how it can increase underbod 
profits. No obligation, of course. 


icicle sislbldscerecetaaniealansiddibyinaneeemstsipyiimnintiidtiaiieiaemiiie 
I ae i etl iinet mamma 


ly coating 


A Division 


Cty —__Sttate. 





LION OIL 


Chemical Company 


petitive incentive to win customers, | 








Tax Savings Possible, 


Oregon Dealers Told 


PORTLAND, Ore.—The Oregon 
Automobile Dealers Assn. has re- 
minded members of possible sav- 
ings as a result of changes in 
the Federal tax laws. 


Certain corporations now can 
be taxed as partnerships if they 
meet basic requirements, OADA 
said, while some partnerships 
may find it advantageous to in- 
corporate. Forms indicating deal- 
ers’ intentions must be filed with 
the Internal Revenue Service by 
Dec. 1, OADA added. 





over its competitors and prevents | 


the growth of competition. 

He pointed to the fact that 
Ford in 1940 accounted for only 
18.9 percent of total new-car 
registrations, but had moved this 
percentage up to 30.8 percent in 
1954. 


—— 


American people desire,” Dirksen 
added. 
+ * * 

N HIS two-fisted attack on the 

majority report, Dirksen said, “It 
is unwarranted effrontery for any 
Senate committee to undertake to 
advise the automobile industry how 
to design its cars, how to secure 
public appeal for its products and 
how best to conduct its business. 

“Yet, throughout the course of 
the hearings, no hesitancy was 
shown in suggesting how the in- 
dustry should be run, how much 
should be spent for advertising, 
the types and variety of models 
that should be produced and how 
they should be priced and 
financed. 


“These are questions which 


|should clearly be left to men of 


“The marked success of the| 


American Motors’ line in 1958 pro- 
vides a further demonstration that 
a small company can compete when 


it produces a product which the 





coating uniquely tough. Consequently, heavy appli- 
cations, such as are recommended for other 
nationally advertised brands, are absolutely un- 
necessary with Nokorode. The thinner coat rec- 
ommended for Nokorode gives added protection 
and better sound deadening; yet its very thinness 
gives you nine undercoating jobs at_the cost of 
six—50% more cars coated from every Nokorode 
drum—50% to 100% more profit! 


INCREASE YOUR PROFITS ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car 
comfort and quiet— increases re-sale value. 


of Monsanto 





COMPANY 


EL DORADO, ARKANSAS 


*TRADEMARK OF 
MONSANTO CHEMICAL COMPANY 


competence, skill, experience and 
special training, who have de- 
voted a lifetime exclusively to these 
matters. 


In the hard competitive struggle 


| to meet the demands of the Amer- 


ican consumer, executives have 
risen in their respective companies 
to positions of responsibility. 

“I take exception to the unwar- 
ranted attempts by the subcommit- 
tee to interfere in the internal oper- 
ations of an industry which has 
played a leading part in the dy- 
namic expansion of the American 


|economy over the past 60 years. It 


has met the tests of both peace and 
war satisfactorily.” 


K clauver Report 
Blasted by Donner 
As ‘Speculative’ 


(Continued from Page 2) 





nished information bearing on this 
and related issues. 

“News accounts of the report (by 
the subcommittee) convey the def- 
inite impression that its principal 
emphasis is not on the problem of 
inflation but rather that it reflects 
speculative, conjectural and parti- 
san opinions on a variety of sub- 
jects concerning the automobile 
industry.” 

o > > 

THILE Donner was answering 
the subcommittee report, there 
was no other comment on the issue 
from the other auto producers, the 
Automobile Manufacturers Assn. 
and NADA. All apparently were 
taking the view that they do not 
want to enter a dispute between 

GM and the Federal Government. 

The request for the Justice De- 
partment probe for grounds for 
an antitrust suit against GM re- 
ealls the suggestions George 
Romney, American Motors pres- 
ident, when he appeared before 
the Kefauver subcommittee last 
February. 

He called for action to reduce 
concentrations of power in large 
corporations and large unions. Pres- 
ent laws are inadequate to deal 
with the matter, he said. 

Romney said breaking up large 
companies and unions would in- 
crease competition, lower prices, in- 
crease employment and improve 
products. He proposed that com- 
panies be allowed to suggest terms 
of their own splitups. 

Romney renewed his stand for 
provision for the creation of new 
competitors in industry and disper- 
sal of union power in a talk be- 
fore the American Petroleum In- 


|stitute meeting in Chicago last 


week. 

He added that GM “is big and 
highly profitable because it has ex- 
celled in the past in its ability to 


| build cars customers preferred. It 


did this through competitive meth- 
ods that, in the main, are not sub- 
ject to criticism.” 

The big question is not GM’s past 
success but “whether there is ade- 
quate competition in the automo- 
bile industry,” he said. 





Simpson Named to Head 


Orlando (Fla.) Dealers 


ORLANDO, Fla.—R. W. Simpson, 
Simpson Motors (DeSoto-Plym- 
outh), has been elected president 
of the Orlando Automobile & Truck 
Dealers Assn. Other new officers 
are: 

R. R. Reed sr., Reed Motors, Inc. 
(Willys-Rambler-Isetta), vice-pres- 
ident; R. D. Paquette, Paquette 
Motors (British Ford-Volvo), treas- 
urer, and L. W. Zoller, attorney, 
executive secretary. 
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What America wants .. . America gets at America’s No.1 dealers! 
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WINNING AMERICA’S WARMEST WELCOME 


... THE ’59 CHEVROLET! 


| The turnout’s been terrific! All across the § The ’59 Chevy is shaped to the new American 
country Chevrolet dealers are acclaiming the _—‘ taste for design that reflects function as well as 
‘59 announcement the biggest and best yet. 2004 form, and today’s more practical-minded 
People are flocking in to see the new Chevy 2" Duvets recognize that right away. 





‘eo Liki I As the months go by, as more and more new 
and they're liking what they see! Chevrolets are seen on the road, it will become 
People are just naturally taking to Chevrolet’s apparent to an ever-increasing number of new-car 
fresh Slimline design, its new and roomier Body prospects that what America wants, America gets, 
by Fisher, its deep-down engineering advances at America’s No. 1 dealers. . . . Chevrolet Divi- 


and traditional economy. sion of General Motors, Detroit 2, Michigan. 
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Growth Cited at Conn. Meeting Tr 


Car Leasing to Top 
Sales, Dealers Told 


HARTFORD.—Connecticut auto 
dealers last week were told that 
“some day half of our cars will be 
leased, not sold.” 

The statement was made by P. 
James Deasy, R and H Manage- 
ment Co., Merchantville, N. J., at 
the 37th annual meeting of the 
Connecticut Automotive Trades 
Assn. 

“We need law and order in the 
leasing business,” he warned. 
“We're afraid it'll get in the same 
chaotic state as the automotive 
business. The face of our busi- 
ness is changing. If you can’t 
recognize these changes, it’ll cost 
you money.” 

Deasy said “everyone is getting 
into the act, including factories, bus 
companies, finance companies and 
chain promoters who'll promote 
anything.” 

He cautioned that “money alone 
is not enough to make a success of 
the leasing business. You must put 





Delinquencies Dip 
On Auto Loans 
Of Nation’s Banks 


NEW YORK. — Delinquencies on 
auto loans from banks fell off in 
September, the American Bankers 
Assn. reported. 

Of all loans obtained directly 
from banks, .81 percent were de- 
linquent on Sept. 30. The figure 
equalled the .81 percent that were 
delinquent a year earlier and was 
below the .85 percent delinquent 
on Aug. 30 of this year. 

Of all loans obtained through 
dealers, 1.46 percent were delin- 

quent on Sept. 30. The total was 
well below the 1.58 percent for Aug. 
30 but above the 1.25 percent for 
Sept. 30, 1957. 

Loans obtained directly from 
banks presented this pattern: .54 
percent delinquent 30 to 59 days; 
14 percent for 60 to 89 days, and 
13 percent for more than 89 days. 

Loans obtained through dealers 
gave this picture: .99 percent be- 
hind 30 to 59 days; .29 percent for 
60 to 89 days, and .18 percent for 
more than 89 days. 

Delinquencies on other types of 
bank loans to consumers covered 
in the survey fell during September. 
However, the delinquency rates for 
the other types—two classes of 
home repair loans, personal loans 
and home appliance loans—remain 
above the rates for the two classes 
of auto loans. 


Two Milestones 
At Chevy School 


DETROIT.—The Chevrolet Deal- 
ers’ Sons School officially ended its 
20th year by graduating 60 students, 
its largest class. 

Graduation day ceremonies in- 
cluded morning, noon and evening 
sessions attended by top Chevrolet 
executives. W. E. Fish, general 
sales manager, spoke at the morn- 
ing session. K. E. Staley, executive 
assistant general sales manager, 
gave the commencement address at 
the graduation banquet. 

T. O. McLaughlin, a former 
Rhodes scholar and holder of five 
college degrees, has directed the 
school since 1938. Alumni total more 
than 2,000. 


Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last 
It 





up your name, credit, time and 
experience. When you make one 
bum deal, you’re tied to it—you 
can’t wiggle out.” 

He criticized dealers who sell at 
“$35 over tissue’—over the whole- 
sale price—just “to have a big turn- 
over or to favor friends.” He said 
“you cannot do anything but strew 
yourself with red ink.” 

Del Spitzer, an Elyria (0O.) 
Dodge dealer, said prospective 
buyers now have a selling tech- 
nique of their own. “They study 
prices by candlelight to save elec- 
tricity and hold us up,” he said. 
“They come in with a chip on 

their shoulder,” he added. “They 
can’t dicker about~-the list price 
because the Government controls 
that, so their chief concern is the 
tradein.” 

The way to handle this, Spitzer 
advised, is to “let him think he’s 
the aggressor. Instead of trying to 
sell him extra gadgets like wind- 
shield squirters, show interest in 
his old car. He'll tell you everything 
because he’ll figure it'll increase the 
appraisal. 

Ross K. Doughty, GMAC general 
counsel, called Connecticut’s new 
certificate-of-title law, which goes 
into effect next July, “the best in 
the entire world.” 

He said it will make auto trading 
more secure—“you won't have to 
have your fingers and toes crossed 
when you make a deal.” 

Recent GM moves to “preserve 
and strengthen” the franchise 
system were described by Patrick 
J. Crowley, GM dealer relations 
director. 

He cited GM’s “leadership” in 
eliminating subsidies on dealer 
sales to state and municipal gov- 
ernments, a new sales-training pro- 
gram, a new owner-protection plan 
and support of the price-sticker bill 
and revised legislation on territory 
security. 

The delegates adopted a resolu- 
tion calling on the Legislature to 
provide for compulsory periodic in- 
spection of cars more than a year 
old. The association was told the 
present system of spot inspections 
isn’t adequate. 

The convention unanimously 
adopted resolutions calling for 
compulsory liability auto insur- 
ance and a stepped-up state high- 
way building program. 

It reelected Frank P. Fitzpatrick, 
Ansonia, as president and Richard 
H. Burkhart, Waterbury, as first 

vice-president. 

Named second vice-presidents 
were Arthur J. Roy, Willimantic; 
Floyd E. Magee, Waterbury; Joseph 
J. Glynn, Hartford; Mario D’Ad- 
dario, Bridgeport; Michael R. Byrb, 
New Haven, and Theodore C. Mal- 
lon, Norwich. 


English Ford Prices 
Rise $22; Taunus Up $12 


DETROIT. — Port-of-entry prices 
of English Ford have been boosted 
$22, and Taunus prices have been 
increased $12. The hikes are the 
same at all U. S. ports of entry. 

M-E-L division said $10 of the 
English Ford increase is a POE 
prep charge for cleaning the cars 
and tightening loose parts before 
shipment to U. S. dealers. This item 
previously was in addition to the 
list price. The other $12 of the Ford 
hike and all of the Taunus rise was 
attributed to increased distribution 
costs. 


week rose $13 to $881, according to Automotive News’ index. 
was the first time prices had turned upward since mid-October. 


53s, which fell $2 to a new low, failed to share in the general 
movement. Gains amounted to $48 on ’56s, $19 on ’55s, $13 

: $12 on ’58s, $9 on ’57s, $9 on ’51s and $3 on ’52s. 
t a group of representative auctions last week, the average con- 
nt was 209.4 units, the lowest number since the week of Sept. 
sales ratio was 68.8 percent, lowest since the week of Oct. 27. 
previous week, the sales ratio was 75.5 percent on average con- 


signments of 256.6 units. 


Auction reports start on Page 34. 
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Dealers Discuss Finance— 





Taking part in a dealer panel discussion at the American Finance Conference 
convention in Chicago, James Downing, Downing Motors, Inc. (Imports), Atlanta, tells 


his views on markets and financing of imported and used cars. 


Waiting their turn 


to talk about other aspects of dealer operations in 1959 are, from left, Joseph Bartell, 
Bartell Motor Co. (Pontiac), Cicero, Ill.; Irving B. Rosenberg, Milwaukee Rambler, Mil- 
waukee; and John Lander, Lander Motors (Dodge-Plymouth), Atlanta. A participant not 
shown was Elson G. Sims, Elson G. Sims, Inc. (Ford), Vincennes, Ind. Moderator was 
A. M. Pivirotto, partly visible behind the podium. Pivirotto, president of Continental 
Commercial Corp., Pittsburgh, is chairman of AFC's dealer liaison subcommittee. 


Texas Independents View 
Stickers with Alarm 


By William Stone 
Staff Correspondent 

FORT WORTH.—Fears that the 
price-sticker law might dry up the 
independent’s source of supply be- 
cause of manufacturer “heat” were 
expressed at the three-day, 14th 
annual convention of the Texas 
Independent Automobile Dealers 
Assn. 

But it was the consensus of the 
more than 275 in attendance that 
the sticker’s impact will not be 
felt until the franchised dealers’ 
inventories reach capacity levels. 

These dealers in Texas now are 
receiving only token shipments be- 
cause of low production due to 
strikes. 

Many of the independents felt 
that price disclosure constitutes re- 
straint of trade, and predicted court 
tests on its constitutionality. 

Speaking on used-car practices, 
H. E. Cardoze jr., national used- 
car manager for American Motors 
Corp., blamed executive weakness 
for many bankruptcies in the 
auto industry. 

“Too many dealers refuse to face 
up to their mistakes, such as fail- 
ure to delegate authority, appraisal 
errors, untimely promotions and no 
salesman-training program,” he 
said. 

“Associations such as this can 
provide valuable assistance to its 
membership by suggesting promo- 
tional themes, cooperative used-car 
advertising, preparing training pro- 
grams for salesmen and assisting 
locals in the solution of their prob- 
lems.” 

Thomas H. Cougill, industry 
relations director, Pacific Finance 
Corp., Muncie, Ind., said “apathy 
in the automotive industry dur- 
ing the past 12 years has resulted 
in the constant trend towards 
controls. 

“If we don’t want to surrender 


Mass. Dealer 
Says Sticker Will 
Hinder Transfers 


SPRINGFIELD, Mass.—A sam- 
pling of auto dealers here shows 
they are very much in favor of the 
new price-disclosure law. 

Dealers agree the stickers will 
halt price packing, will boost public 
confidence in the trade and prob- 
ably will lead to a better relation- 
ship between the auto men them- 
selves. 

A single complaint was voiced 
against the law. One dealer said 
that having his name posted on 
the car will impair the normal 
practice of trading models between 
dealerships carrying the same 
make. 

Charles L. Frank, of Young Mo- 
tor Co. said: “If I find myself 
short of, say, a convertible, it is 
ethical to transfer one from an- 
other dealership, but I'll hesitate 
to do it now because I don’t want 
another dealer’s name on my lot or 
on my showroom floor. 

“This is supposed to be a price- 
information bill, not a bill to hurt 
the legitimate dealer.” 





to governmental bureaucracy, we'll 
have to intensify the ‘minding of 
our own business.’” 

On customer-dealer relationship, 
he said: 

“There has been so much nega- 
tive publicity regarding new and 
used car sales, service, financing 
abuses, blank contracts, unrealistic 
pricing and insurance packing, that 
many prospects hesitate to contact 
a dealer because they feel they are 
to be a plucked pigeon. 

“While the minority has dam- 
aged the industry, the public sus- 
pects all dealers. To recover 
public confidence, they will have 
to get their houses in order.” 

Ed L. Boyle, special agent in 
charge of the FBI office in Dallas, 
said used-car dealers can be of 
invaluable assistance in the appre- 
hension of criminals. 

He urged that all car titles be 
checked against the motor and 
serial numbers on the vehicle. 
Many major crimes are solved 
when an attempt is made to sell a 
stolen car, he reported. 

Some of the members wondered 
whether the manufacturers again 
had what could be a 
cold car for 1959. They cited price 
increases and wider and longer 
vehicles which they said seem to 
be contradictory to what the pub- 
lic wants. 

It was thought that only about 
five million cars will be sold in 
1959, a figure under most estimates. 

It was reported that used-car 
prices are firm, and that until sup- 
ply reaches demand, the used car 

will be the bread-and-butter of the 
independent dealer. The majority 
were optimistic about 1959 pros- 
pects and look for a profitable year. 

Elected president for 1959 was 
Joe Fralin, Lubbock. Other offi- 
cers are: O. W. Conditt, Fort 
Worth; S. A. Meazell, Dallas, and 
Pat Willingham, Pasadena, vice- 
presidents; Doyle Renfro, Odessa, 
secretary, and Wesley A. Terry, 
Waco, treasurer. 

George Swain, San Antonio; J. 
O. Woodard, Dallas; Rayford Gil- 
lihan, Big Spring, and Thurman 
Smith, Fort Worth, were elected 


regional vice-presidents. 
. 1 
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Veteran Dealer Cited— 


A Dodge dealer for a quarter-century, 
Chet Rodgers, center, San Pedro, Calif., 
receives Dodge's silver anniversary plaque. 
The presentation is made by R. B. McCurry, 
right, Dodge western area sales manager, 
while Joe Martin, Dodge San Pedro city 
manager, looks on. 





Okla. Parley OK’s 
Sunday Closing 


Finance Regulation 


Also Is Advocated 


OKLAHOMA CITY.—At their 
25th annual convention, members 
of the Oklahoma Automobile Deal. 
ers Assn. voted unanimously to 
endorse a legislative campaign for 
a Sunday closing law and a regu- 
latory finance law. 


Judson Bryan (Oldsmobile. 
Cadillac), Stillwater, was elected 
OADA president. Other officers are 
Guy Belt sr. (Buick), Bartlesville, 
first vice-president, and Jack Clark 
(Dodge-Plymouth), Oklahoma City, 
secretary-treasurer. 


New zone vice-presidents are: 
Central—W. G. Horton, Oklahoma 
City, and Otto Resler, Purcell. 
Northeast—R. W. White, Tulsa, and 
Paul Rowsey, Muskogee. Northwest 
—W. H. Cobb, Ponca City, and Joe 
Edwards, Alva. Southeast—Riley 
Smith, Poteau, and L. J. Gregg, 
Durant. Southwest—Jim Gunter, 
Duncan, and Dan Rudder, Elk City. 


Officers of the Automobile Deal- 
ers Mutual Insurance Co. are Joe 
Bradley (Oldsmobile), Tulsa, 
president; Cal Newport (Chevrolet- 
Oldsmobile), Hominy, vice-pres- 
ident; Jack Clark (Dodge-Plym- 
outh), Oklahoma City, secretary, 
and Harvey Cobb (Pontiac-Cadil- 
lac), Ponca City, treasurer. 


New-Title Lists 
Are Issued by 
State of Oregon 


DETROIT.—The Oregon Depart- 
ment of Motor Vehicles last week 
made public a breakdown of orig- 
inal vehicle titles issued in the state 
during September and for the first 
nine months. 


Oregon reports to R. L. Polk & 
Co., statistical agency, have been 
interrupted since the June count 


The new-car totals (with nine 
month figures in parentheses) 
were: Chevrolet, 1,017 (10,944); 
Ford, 716 (8,079); Plymouth, 333 
(3,021); Rambler, 283 (2,614); Pon- 
tiac, 191 (1,965); Buick, 166 (1,637); 
Oldsmobile, 161 (1,895); Mercury, 
116 (1,332); Renault, 97 (627); 
Volkswagen, 88 (1,465); Studebaker, 
67 (539); Fiat, 63 (367); Dodge, 62 
(955); Cadillac, 60 (696); Triumph, 
59 (644); Simca, 58 (644), and De- 
Soto, 48 (391). 


Vauxhall, 45 (283): Volvo, 41 
(287); English Ford, 37 (347); Hill- 
man, 35 (375); Chrysler, 34 (340); 
Opel, 33 (196); Edsel, 27 (442); Go- 
liath, 24 (107); MG, 22 (190); Borg- 
ward, 19 (225); Morris, 15 (124); 
Metropolitan, 14 (133); Isetta, 13 
(72); Austin-Healey, 12 (77); DKW, 
12 (141); Imperial, 10 (134); Mer- 
cedes-Benz, 9 (125); Lincoln, 7 
(189); Lloyd, 6 (132), and miscel- 
laneous, 27 (230). 


Total registrations amounted to 
4,036 in September and 41,719 for 
the nine months. 


New-truck registrations (with 
nine-month figures in parentheses) 
were: Chevrolet, 305 (2,369); Ford, 
211 (1,695); International, 130 (1,- 
226); GMC, 90 (827); Willys, 67 
(384); Volkswagen, 64 (343); Dodge, 
33 (347); Kenworth, 14 (52); Stude- 
baker, 13 (70); White, 8 (69); Mack, 
7 (128); Diveo, 4 (14); Peterbilt, 3 
(32); Reo, 3 (9); Autocar, 2 (20); 
Diamond T, 1 (8), and miscel- 
laneous, 19 (278). 


Total registrations were 974 for 


September and 7,871 for the first 
nine months. 


Farrand in New Office; 


McLaughlin Joins Staff 


DETROIT.—Farrand Publications 
has moved to 103 W. Fifth in Royal 
Oak, a Detroit suburb. The firm 
services auto dealer clients with a 
direct-mail program, advertising 
counsel and salesman selection and 
training facilities. 

Herman Farrand, president, also 
announced the appointment of 
Frank McLaughlin as _ vice-presi- 
dent in charge of salesman selec- 
tion and training. McLaughlin 
formerly headed Chief Pontiac, De- 
troit. 
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OVER A MILLION CARS NOW IN LUCITE® 
Use Du Pont LUCITE... the original “Magic-Mirror’™ 


For several years increasing numbers of 
cars have come off production lines fin- 
ished in Du Pont Lucite Acrylic Lac- 
quer. Now 1959 models are swelling the 
total many times, to give more millions of 
new car buyers beauty, durability, and 


ease Of maintenance not possible before 
the introduction of LUCITE. 

The result for refinishers is much more 
repair work in Lucite. And thanks to 
the simplified procedures and complete 
range of colors offered by Du Pont, it’s 


finish for all acrylic lacquer repair work 


easy for any refinisher to duplicate all the 
characteristics of the factory finish known 
as “Magic-Mirror.”* So for repair of all 
cars in original acrylic lacquer, use the 
original Du Pont Lucite Acrylic Lac- 


quer. See your Du Pont refinish jobber. 
*General Motors’ name for Acrylic Lacquer. 


Now all General Motors cars are being finished in exciting acrylic lacquer. Original Du Pont LUCITE is available in matching colors for all years, all models 


GU PONT 


REG. U.S. Pat. OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


LUCITE ACRYLIC LACQUER 


the finish with a future. 
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Black & Decker Cited— 


In the final ratings in the 18th annual 
survey of Financial World, Black & Decker 
Mfg. Co., Townson, Md., was judged for 
the third consecutive year as having the 
best annual report in the portable tool 
industry. A bronze “Oscar-of-industry” is 
presented to Robert D. Black, left, chair- 
man, Black & Decker Mfg. Co., by Richard 
J. Anderson, editor and publisher, Finan- 
cial World. 


Miss. Dealers 
Meeting Today 


JACKSON, Miss.—Birkett Wil- 
liams, Cleveland, NADA first vice- 
president, will be the principal 
speaker at the opening business 
session of the Mississippi Automo- 
bile Dealers Assn.’s 17th annual 
convention today (Nov. 17). 

At the afternoon meeting dealers 
will hear Patrick J. Crowley, di- 
rector of GM dealer relations, and 
Tom O'Neil, member of the Ford 
Motor Co. dealer policy board. 

Byron J. Nichols, Chrysler Corp. 
general manager of group market- 
ing, will be one of the speakers at 
the morning session tomorrow 
(Nov. 18). 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? | 
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What's New... 


In Parts and Accessory Distribution 





Harvey & Associates Opens 


Sales, Warehouse Facilities 

BOSTON.—New and larger sales 
and warehouse facilities here have 
been opened by Earle B. Harvey & 
Associates, manufacturers’ repre- 
sentatives in the New England 
states. 

Partners of Harvey & Associates 
are Earle B. Harvey and Draper M. 
Harvey. Associated with the agency 
are Z. O. Egan, Jack Fenton, C. T. 
Harvey, Charles Daugherty, Ralph 
Daley, D. S. Miller, Joseph Miller 
and Ralph Goodwin. 


Kraver Heads Charity Drive 


For Auto-Accessory Group 

NEW YORK.—Samuel Kraver of 
Kravex Mfg. Co. will lead the 1958- 
59 campaign of the auto accessories 
industry on behalf of the Federa- 
tion of Jewish Philanthropies, ac- 
cording to Lawrence A. Wien, gen- 
eral chairman of the philanthropic 
campaign. 

As head of his industry’s partici- 
pation in the federation’s forty-first 
annual drive in support of 116 hos- 
pitals and other institutions, Kraver 
will guide a committee of auto ac- 





New Orleans to Be Site 


Of ’59 APRA Parley 


CHICAGO. — New Orleans will 
play host to the Automotive Parts 
Rebuilders Assn.’s 12th annual 
convention and trade show Oct. 
28-30, 1959. 

The Roosevelt Hotel, located 
close to the city’s famous French 
Quarter, has been chosen as con- 
vention headquarters. 





cessories division leaders in plan- 
ning their campaign and annual 
dinner to be held at the Belmont- 
Plaza Hotel, Thursday, Dec. 4. 

* - > 


MEWA Offers °58 Edition 
Of Profit-Planning Guide 
CHICAGO.—The Motor and 
Equipment Wholesalers Assn. has 
issued the 1958 edition of its profit 
guide titled, “New Management 


Approach to Planning for More 
Profits.” 
The manual is being distributed 
| free to MEWA members. Non- 
members may obtain it for $10 by 
writing Department 1880, MEWA, 
| 308 W. Jackson Blvd., Chicago 6, 
im. 





* > * 


Tool Firm Names Manager 


NEW YORK.—The automctive di- 
vision, Chicago Pneumatic Tool Co., 


Bulletin Board 


Spacemaster Catalog 

Spacemaster catalog listing ideas 
for building, remodelling or mod- 
ernizing a department or an entire 
store—132 pages free, Catalog 59-S. 
Reflector Hardware Corp., Depart- 
ment FP-9, 1400 N. Twenty-fifth 
Ave., Melrose Park, Ill. 


> * * 


Aluminum Anodizing 


Description of the Poracc process 
for hard-coat anodizing of alumi- 
num—free. Accurate Anodizing 
Corp., 4506 Roosevelt Rd., Chicago 
24, Til. 


Automotive Equipment 


Four folders and catalog inserts 
covering wheel-aligning and balanc- 
ing accessories and supplies, steam- 
cleaning equipment, steam-cleaning 
detergents and compounds and a 
cushion roll hammer—free. John 
Bean Division, Food Machinery & 
Chemical Corp., Lansing 4, Mich. 

oe 


Color Anodizing 





colors— four pages, free. Hanson- 


| Van Winkle-Munning Co., Church 


St., Matawan, N. J. 
- ca * 


Fluid for Transmissions 


An illustrated folder on D-A tor- 
que fluid for use in automatic trans- 
missions and torque converters — 
free. D-A Lubricant Co., Inc., 1331 
W. Twenty-ninth St., Indianapolis 
23, Ind. 

* > = 


Cotter Data 


A data sheet describing 15 stand- 
ard external cotters—free. Hunter 


| Spring Co., 1 Spring Ave., Lans- 


dale, Pa. 


Photo Materials Index 
An index of photographic mate- 
rials for the reproduction field—48 
pages, $1. Association of Photo Sen- 
sitizers, Inc., 
St., New York 22, N. Y. 
© * = 


Muffler Guide 
A booklet presenting market, 
profit, product and merchandising 





A Leafiet telling how one machine 


information—12 pages, free. Merit 


51 E. Fifty-seventh 


has named Max Williams regiona] 
sales manager for metropolitan 
New York, New Jersey, Delaware, 
Maryland, West Virginia, Ohio, In. 
diana and Washington. 

. * + 


Nylok Names Mich. Rep 
PARAMUS, N. J.—Nylok Corp, 
manufacturer of self-locking fasgt- 
eners, has named Gehringer & For. 
syth, 16151 James Couzens High. 
way, Detroit, sales and service 
representatives for the Michigan 


area. 
* * * 


Automotive Representatives 


Unveil Portrait of Founder 

NEW YORK.—An oil portrait of 
Ben Asch, founder and board chair. 
man of Automotive Affiliated Rep- 
resentatives, was unveiled at a spe- 
cial luncheon meeting in tribute to 
Asch, 

Asch, who could not attend be- 
cause of recent surgery, was repre- 
sented by his son and daughter-in- 
law, Mr. and Mrs. Edward Asch. 
Charles Spivack, former AAR pres- 
ident, was master of ceremonies. 

o 7 7. 


Jobbers Plan Convention 

HOLLYWOOD, Fila.—The Florida 
Automotive Assn. will hold its 
fourth annual convention and trade 
conference at the Hollywood Beach 
Hotel here, Nov. 14-16. 


x * x 


Wheel & Rim Is Building 

TORONTO.—Wheel & Rim Co. 
of Canada, Ltd., is building a $102,- 
000 office, warehouse and service 
center in the metropolitan area. 


Trigon Named Sales Rep 

DETROIT.—Trigon Sales Co. has 
been appointed automotive sales 
representative for N ylok-Detroit 
Corp. 
| ee OS 

Hayes Sells Out 

SPRINGFIELD, Mo.—Hayes 


| Wholesale Automotive Supply Co. 
sold its $80,000 stock of auto parts 





anodizes parts in many different Mufflers, 619 Smith St., Toledo 1, O.' at auction. 













Because ... 
COOLER DAYS 
mean BATTERY 
FAILURES 
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February, 2nd - Sth 


MAGNAFLO COMPANY, INC. 










5] 69 


See us at the AAMA Show 
Coliseum, New York City 












LIKE-NEW power-produ 





Cold Weather is SALES WEATHER 
for LIFETIME~CHARGE! 


But . .. you're 
SET for SALES 
with APPROVED 
LIFETIME-CHARGE 











cing condition . 


Order NOW! 
It’s America’s 
FASTEST SELLING 
Battery Additive! 
















Thats Right... when you stock famous, approved 


LIFETIME-~ CHARGE... you’ve got the Battery Additive 


that SELLS FASTER BECAUSE IT'S BEST BY TEST! 


KNOW THE TRUTH ABOUT BATTERY ADDITIVES: LIFETIME-CHARGE is the ONLY 
Battery Additive that really works... LIFETIME-CHARGE restores batteries to 
.. ONE treatment lasts ALL season. Only 
LIFETIME-CHARGE offers-GUARANTEED WINTER STARTING. 

LIFETIME-CHARGE CONTAINS NO CADMIUM; Electrochemical Engineers will tell 
you that Cadmium will ruin a lead-acid battery ...so, DON’T LET CADMIUM 
CLAIMS FOOL YOU! Stock and SELL the only ADDITIVE that backs up its claims 
with PROOF OF SATISFACTION — over 1,000,000 motorists use LIFETIME-CHARGE! 


LIFETIME~CHARGE 


THE ONLY BATTERY ADDITIVE THAT’S PROVED IT REALLY WORKS! 


























ORDINARY 


Rear View 
Mirror 







E-Z-I® 
3-Way Mirror 





SAFEST, NIGHT and DAY 


...your customers will go for E-Z=-I mirrors 














with not just one or two positions, but THREE! 


Look at the bright, dazzling headlight Look at the E-Z-I Mirror with the same 
reflections in the top mirror. That’s the headlights pinpointed. There’s real reduc- 
kind of half-blinding reflections you get _—'tion of glare. E-Z-I gives three-way control 
with ordinary mirrors. to meet three conditions better: 


I Flick the lever to the left for daytime driving and 
you get a clear, soothing yellow-green image. 
BS Center the lever for night driving in city traffic and 
ee it filters out the glare of low-beam lights. 
Push the lever to the right and even the brightest 
Daag 12-volt lights on the open highway are de-glared. 
And, because it is a front-surface mir- E-Z-I is an accessory you can sell with pride 
: ror, there’s only oneimage...no ghosts and profit. 


...no doubts about the location of the Ask your car manufacturer’s accessory 
car coming up behind you. department about stocking them. 


HEi-Z-I S-WAY MIRROR 


DEMONSTRABLY THE BEST OUTSIDE MIRROR MADE 


LIBBEY: OWENS: FORD @ Gneat Name in Glaso 


GLASS LIBERTY MIRROR DIVISION °- BRACKENRIDGE, PENNSYLVANIA 
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TONIGHT! - 
- ALCOA THEATRE, | | 
NBC-TV, 


SHOWS 25 MILLION VIEWERS THE STORY OF ALCOA’S GLEAM AND GO ON NEW 


BUICK, DODGE, MERCURY 
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Gleaming Alcoa® Aluminum 


gives all auto brightwork 
lasting beauty. Alcoa’s way 
of making aluminum im- 
pervious to corrosive road 
salts, pitting or peeling 
keeps it lustrous for the life 


of the car. 


Tough mechanical parts of 
Alcoa Aluminum meet 
every demand for rugged 
dependability and give you 
more ‘“‘go”’ to match the 
gleam. For example: New 
Buick brake drums of alu- 
minum g smoother riding 
and longer lasting brake 


linings. 


Check the aluminum sales 
features when you shop for 
your new car. Alcoa Alumi- 
num gives new cars lasting 


gleam and go. 


ALCOA ALUMINUM 
FOR LASTING 
GLEAM AND GO! 


Don’t miss the exciting 
story on Alcoa Theatre, 


tonight! 


MICKEY 
ROONEY 


STARS IN 


“EDDIE” 


A tense tale of a man with 
two hours to raise $1000 

or else. The right-hand col- 
umn gives your local time 


and channel. 


ALCOA 
THEATRE 


SEE ALCOA THEATRE 
ON THESE STATIONS 


State Station 
ALABAMA 

Birmingham WAPI-TV 
Mobile WALA-TV 
Montgomery WSFA-TV 
ARIZONA 

Phoenix KVAR 
Tucson KVOA-TV 
ARKANSAS 

Little Rock KARK-TV 
CALIFORNIA 

Fresno KMJ-TV 
Los Angeles KRCA 
Sacrament KCRA-TV 
San Dieg KFSD-TV 
San Francisco KRON-TV 
COLORADO 

Denver KOA-TV 
CONNECTICUT 

Hartford-New Britain WNBC-TV 
DISTRICT OF COLUMBIA 
Washingto WRC-TV 


WFGA.-TV 
wCKT 
WFLA-TV 


ampa 
GEORGIA 
Atlanta WSB-TV 
Columbus wTVM 
savannah WSAV-TV 
ILLINOIS 
Ch WwNBQ 
) WEEK-TV 
wTvo 
INDIANA 
Evansville WFIE-TV 
Fort Wayne WKJG-TV 
Indianapol WFBM-TV 
afayette WFAM.TV 


Wed 


WLBC-TV 
WNDU-TV 


woc 
wWHO-T 
KTIV 
Water KWwwl 
Cedar Rapid 
KANSAS 
sreat Bend KCKI.-T 
Wichita KARE 
KENTUCKY 
sville WAVE 
LOUISIANA 
Baton Rouge wBRZ 
New Orleans wDSuU 
hreveport KSLA-T 


MAINE 

Portiand 
MARYLAND 
Baltimore 
MASSACHUSETTS 
Bostor 

springteld 
MICHIGAN 

stand Rapeds 
Lansing 


MINNESOTA 
Duluth 
Rochester 

t Pa M ; 
MISSISSIPP! 
aces 
MISSOURI 
Kansas City 

| 5 
priagheld 
NEBRASKA 
maha 

NEW MEXICO 
Alt . 


e e 
1 iu 


NEW YORK 
Binghampt 
Butta 


WKRi¥V 
NORTH CAROLINA 
a ti ale 
NORTH DAKOTA 
f 


Rale WRAL v 


OHIO 


y tow 


OKLAHOMA 


$a 


OREGON 
Portland 
PENNSYLVANIA 
Erve wit 
WIAC.TV 
WGAL-TV 
wRCV.TV¥ 
wiiC TV 
WBRE 
RHODE ISLAND 
Providence WIAR TV 
SOUTH CAROLINA 
ee . wWFBC IV 
TENNESSEE 
Chatta ga WRGP- TV 
WATE.-TV 
wMcl 


El Pas KISM-TV 
Fort Worth WBAP.TV 
Housto KPRC. FV 


Lubbock KDUB-TV 


San Antom WOAI-TV 
UTAH 
Salt Lake City KIVvI 
VIRGINIA 
Norfolk WVEC-TV 
Richmond 

Petersburg WXEX-TV 
Roanoke WSLS-TV 
WASHINGTON 
Seattle KOMO.-TV 
Spokane KHQ-TV 
WEST VIRGINIA 
Huntington WSAZ-TV 
Wheeling WTRF-TV 
WISCONSIN 
Madison wMIV 
Marinette WMBV.-TV 
Milwaukee WIM)-TV 





i 
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Channel Local Time 


8 30-9 PM 


30-10 PM 
30-10 PM 
30-10 PM 
30-10 PM 
30-10 PM 


) 30-8 PM 
30-10 PM 
30-10 PM 


30-10 PM 
930-10 PM 
30-10 PM 


30-10 PM 
30-10 PM 
30-10 PM 


30-9 PM 
30-9 PM 
30-9 PM 


8 30-9 PM 
830-9 PM 
830-9 PM 
8-8:30 PM 
9 days 

8 30-9 PM 
1 days 

8 30-9 PM 


9 PM 
0-9 PM 
9PM 
0-9 PM 





8 30-9 PM 
9 PM 


130-10 PM 


8-830 PM 
days 
Tues 

30-8 PM 

8 30-9 PM 

8 30-9 PM 

9 30-10 PM 
Sat 

8 30-9 PM 


30-8 PM 
9 30-10 PM 


9 30-10 PM 
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Capsule Comment | 


Car production is setting records for the year, with many | 
makers working overtime. 
A welcome feast after a long famine. | 


Dealer associations have warned members to take no 
liberties with new price stickers. 


Or they may get stuck. 


The auto show season has been kicked off with 59s draw- 
ing crowds and prospects. 
That old new-car fever is here again. 
* * > 
Renault lacked only 444 units in September in its drive 
to replace Volkswagen as the best-selling import. 


Achtung, Wolfsburg! The beetle must battle! 





The five most popular options in the Ford-Chevrolet- 
Plymouth class cost approximately $450. 


The Model T once sold for less. 
* * * 
“Break up General Motors,” cry Senate investigators. 
GM—the New York Yankees of the auto world. 


An industrial designer says a special-bodied show car is 
so beautiful it would not sell. 


Are you listening, Detroit? 
7” a * 
Another decline has been noted in unpaid auto credit. 
A man who has paid is ready to trade. 


Coming 
Events 


Dealer Conventions 


Nov. 16-I8—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Dec. 3—Utah Automobile Dealers Assn., 

Newhouse Hotel, Salt Lake City. 

Dec, 9%—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—National!l Automobile 
Dealers Assn., Conrad Hilton, Chicago. 
Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Automobile Dealers Assn. 

of North Dakota, Bismarck. 

March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust. Yuma, 

March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 

May “oy Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 17—20th Annual Convention, South 
Carolina Automobile Dealers Ass n., 
Cruise to Nassau, Port of Embarkation, 
Charleston. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 21-22—Oregon Automobile Dealers 
Assn, Salem. 

June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
ee Whiteface Inn, Whiteface, 


Aug. 7-86— Montana Automobile Dealers 
Assn., Butte. 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 20-22—34th Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

* * * 


Auto Shows 


Nov. 13-22—Burlingame-San Mateo Auto 
Show, Hillsdale Shopping Center, San 
Mateo, Calif. 

Nov. 1416—South St. Paul Auto Show, 
Flemin Field, South St. Paul. 

Nov. 14 Los Angeles Auto Show, Pan 
Pacific Auditorium, Los Angeles, 

Nov. 21-30—St. Louis Auto Show, St, Louis. 

Nov. 22-29 — Philadelphia Auto Show, 
Philadelphia. 

Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 

Nov. 25-30—Phoenix International Automo- 
bile Show, Phoenix, Ariz. 

Nov. 25-30—Spokane Auto Show, Spokane 
Coliseum, Spokane. 

Nov. 26-30—St. Paul Auto Show, Municipal 
Auditorium, St. Paul. 

Nov. 26-Dec. !—Sioux Falls Auto Show, 
Coliseum, Sioux Falls, S. D. 

Nov. 29-Dec. 7—Houston Auto Show, Sam 
Houston Coliseum, Houston, 

Dec. 10-14—Omaha Auto Show, Omaha 
Municipal Auditorium, Omaha. 

Jan. |-Feb. 1—Sth Annual American Legion 
Auto Show, Augusta State Armory, Au- 
gusta, Maine 

Jan. &ii— Memphis Automobile Show, 
Ellis Auditorium, Memphis. 

Jan. 9-18—Midwest Auto Show, Municipal 
Auditorium, Minneapolis. 

Jan. 10-17—Pittsburah Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 10-18—30th Annual Auto Show of the 
National Capital Area, National Guard 

Armory, Washington. 

Jan. 17-25—Chicago Auto Show, 
national Amphitheatre, Chicago. 

Jan. 22-24— Brockton Auto Show, State 
Armory. Brockton, Mass. 

Jan. 22-27—-Tampea Auto Show, Fort 
Hesterly Armory Tampe 

Jan. 23-25—Birmingham Auto Show, Birm- 
ingham, Ala. 

Jan. 24-31—Baltimore Auto Show, Balti- 


Inter- 


more. 

Jan. 24-Feb. I—Toledo Auto Show, Sports 
Arena, Toledo. 

Jan. 25-Feb. !—International Foreign and 
Sports Car Show, Dinner Key Audi- 
torium. Miami. 

Jan. 31-Feb. 7—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 7-14—Milwaukee Automobile Show, 
Arena and Auditorium. Milwaukee. 

Feb. 19-23—Albuaquerque Auto Show, State 
Fair Coliseum Bidg.. Albuquerque. 

Feb. 27-March 8—!959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

March 48—9th Annual National Autorama, 
Connecticut State Armory, Hartford. 
Apr. 6I!—Denver Auto Show, Denver 

Auditorium, Denver. 
April 17-19—Cheyenne Automobile Show, 


Cheyenne. 
* * 7 


General 

Nov. 16-2i—American Trucking Assn. An- 
nual Convention, Miami Beach, Fla. 

Jan. 25-28—T ruck Trailer Manufacturers 
Assn., Hollywood Beach Hotel, Holly- 
wood, Fla. 

Jan. 29-30— Private Truck Council of 
America, 20th Annual Convention, Sher- 
man Hotel, Chicago. 

Jan. 31-Feb. 4—National Automobile Deal- 
ers Assn., Equipment Show, Chicago. 
Feb. 2-5 — 32nd Automotive Accessories 
Mfgrs. of America Exposition, New York 

Coliseum, N. Y. 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn., National Convention, Con- 
rad Hilton Hotel, Chicago. 


20 Years Ago... 


The Big Stories 


More than 12,000 miles of modern roads were added to the nation’s 
highway system during the construction period in 1938. 

Completion of New Jersey’s first “cement-stabilized” road, an 
experiment in farm-to-market highway construction, was announced 
this week in 1938 by the State Highway Commission. It differed from 
regular concrete paving in that cement was mixed with the dirt or 
Other materials already on the roadway, thus saving the expense of 
obtaining special sand and crushed stone or gravel. 

K. T. Keller, president, Chrysler Corp., predicted production of 
automobiles in the U. S. and Canada during the 1939 model year 
would range from 2,750,000 to 3,500,000 vehicles, as compared with 


1938’s estimated 2,255,000 units. 








Automotive Cartoon 


Of the Week 


~ FREE // 
CAR GIVEN Aw 
WITH EVERY TurKEY” 


"Get me Walter's Sign Shop, FAST!" 





Letterbox 


IE Os ee eee a 


This is an open forum for the discussion of any subject of interest to our 








readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


| been informed to this effect, the 

27 issue, I information was incorrect.—J. 
orrection of Wrer, Director, Aston Martin La- 
| gonda, Ltd., Hanworth Park, Felt- 


ham, Middlesex, England. 
* > . 


Price Facts 
In reading the Oct. 
would appreciate a c 
| the following statement: 
“For example, a Chevrolet Impala | 
V-8 four-door sedan costs more} 


than a Pontiac Catalina four-door.” |Sought by FBI 
According to Automobile Invoice; Leslie Bryant Rhoades jr. is 
Service Co., the cost of each car is: | being sought by the FBI for un- 
Pontiac Catalina four-door..$2796.00 | lawful flight to avoid confinement 
Chevrolet Impala four-door.. 2740.50 | for the crime of robbery. 
————-| He has in the past worked for a 
Net difference $ 55.50| service station and has evidenced a 
> * . 


Chevrolet therefore is still in the) 
low-priced category and I would, 
as a long time subscriber, appre- | 
ciate seeing this correction in the 
next issue.—J. G. Thompson, vice- 
president, McClure Motors, Inc. 
| (Chevrolet-Cadillac), Bristol, Tenn. 

Editor’s Note: In a recent mail- 
ing to its shareholders, General 
Motors enclosed a folder titled 
“General Motors 1959 Passenger 
Car Suggested Retail Price List.” 
It included these figures: Chev- 
rolet Impala V-8 four-door sedan, 
$2,710. Pontiac Catalina four-door 








Lesuz Bryant Ruoapes Jr. 


sedan, $2,704. 2 ¢ @ 
* 


> strong interest in automobiles and 


Wrong Name auto engines, being adept at work- 
In the Sept. 22 issue, Jay Cham-/ing on auto engines and particu- 
berlain Automotive, Inc., 4110| larly the transfer of engines from 
Lankershim Blvd., North Holly-| one vehicle to another. 
wood, Calif. appears as Aston Rhoades is reported to have es- 
Martin distributor. caped from the London Prison 
I would like to point out that Jay | Farm, London, O., on Sept. 26, 1955, 
Chamberlain Automotive, Inc., is| while serving 10 to 25 years for 
not and has never been Aston Mar-/| armed robbery... 
tin distributor and if you have Rhoades may be armed and 
should be considered dangerous. He 
has been convicted for armed rob- 
bery and for shooting with intent 
to kill. 


Description: Born March 30, 1928, 
Chillicothe, O. Height six feet. 
Weight, 170 to 184 pounds. Build, 
medium. Race, white. Complexion, 
medium. Hair, brown. Eyes, blue. 
Nationality, American. Occupations, 
farmer and truck driver. Scar on 
left side of forehead. 


Any person having information 
which might assist in locating this 
fugitive is requested to notify the 
Director of the FBI, United States 
Department of Justice, Washington 
25, D. C., or the special agent in 
charge of the nearest FBI division 
—FeperaAL Bureau or INVESTIGATION. 


—F¥rom the files of Automotive News. 














ye | 


& 
ze 



















The man who selis 
OL DSmMmobility\in'se 


has the features with new sales appeal! 














PRs ed? ng APY, 


NEW TWO-STAGE AUTOMATIC CHOKE 
MAKES FUEL ECONOMY NEWS... 


Another sales exclusive 
from Olds engineering! 





Good news for Olds salesmen, as Oldsmobile continues its leadership in the 
field of big-car fuel economy! Starting with the Econ-O-Way Carburetor, 
Oldsmobile has set the industry pace in fuel economy. For 1959, Olds 
introduces a new two-stage automatic choke that cuts choke operation by 
75% ... provides a more efficient gas-air ratio during engine warm-up! 
The new choke gives gas savings of up to 25% in cold-weather, short-haul 
driving (where most of the driving is done before the engine is fully warmed 
up). Teamed with the thrifty Econ-O-Way Carburetor, it makes the 
Dynamic 88 the economy leader of the medium price class! A fact that’s 


going to make plenty of sales sense to Olds prospects . . . just one more 





reason why it’s great to be an Oldsmobile Quality Dealer. 


OLDSNMOB ILE 


DIVISION OF GENERAL MOTORS CORPORATION « LANSING, MICHIGAN 








16 





TURNINGS ... 
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Idea to Curb Crashes: 


Rear-End Beacons 


By Joseph M. Callahan 


Engineering Editor 

MODERN Joan of Arc has ridden into Detroit to save 
the auto industry from the foreign invaders. 

The “hero” in this case is Guy B. DeVall, a California 

sculptor and inventor who has developed an automobile 

safety signal system which he feels will practically eliminate 


rear-end crashes on express- 
ways. 
While no one yet concedes 


that DeVall’s idea is the key to the 
restoration of the six-million-car 


year, his idea has sufficient timeli- |’ 


ness and freshness to get him hear- 
ings with some top officials of each 
of the Big Three. The auto makers | 
are interested in anything that hes | 
a chance of making driving safer. 
DeVall’s device basically con- | 
sists of two posts — about two | 
inches in diameter and about 2% | 


checkup 





feet long—which lie flat on or 


next to the rear 
fenders, as long 
as the car is 
making 40 miles 
an hour or 
more. 


When the car 
speed drops below 
40, these spots 
slowly begin to 
rise, showing one 
to four lights in 
all directions, par- 


ticularly toward the rear. A possible 
light arrangement would be to have 
one additional light on the post be- 
come visible for every five miles the 


car travels below 40 miles an hour. 
* * * 


Can Be Switched Off 
aa for saying that the two 
posts will be activated by two 
electric motors which presumably 
will react to the car’s engine, De- 
Vall declined to comment further 
on the inner workings of his inven- 
tion. 

He said it would be most useful 
for expressway or country driving, 
although many people might like 
to use it in the city. If the motorist 
decided not to use it in the city, he 
could switch it off. 

Noting that the human eye is 
very sensitive to any quick mo- 
tion, DeVall said one of the most 
important features of his safety 
signal is that it moves. 

His next move is to persuade 
some company to put up $25,000 to 
build a- dozen prototypes of the 
device. He refused to estimate how 
much it might eventually cost the 
car buyer, although he feels it will 





Aluminum Pour— 


A slivery stream of molten aluminum 
pours from a crucible into a 1,000-pound 
mold at the Reynolds’ Listerhill reduction 
plant near Muscle Shoals, Ala. 

. 8.8 


be required by law in five to six 
years. 

Explaining how he happened 
to come to Detroit, DeVall said 
he first built a small model of the 
safety signal, “and I took it around 
to the dealers who would have to 
sell it. I deliberately tried it out on 


Of every 100 persons who get cancer 25 
will be saved, 75 will die. Of these, 
many will die needlessly, because with 

present knowledge they could be saved by 


have that cancer checkup soon. 


early detection and prompt treatment. Play 
fair with yourself and your family . . . 





a check 


an 


There has never been enough money to 
carry on all the research that needs to 


be done. Can you afford to remain 
indifferent to the enemy that strikes 


1 out of every 4 Americans? 


Your donation—large or small—can help 
save lives. Someday, perhaps your own. 








—~ 


the hardboiled Los Angeles dezlers, 
They were so enthusiastic about it 
that they told me to take it to 


Detroit.” 
ue: % 


Ford-Reynolds Deal 


Promises Savings 


OTES taken on the first pregs 

tour made through Ford Motor 
Co.’s new Sheffield (Ala.) aluminum 
casting plant and Reynolds Meta] 
Co.’s Listerhill plant—the two coop- 
erating plants in the “hot metal” 
contract between the two firms 


Principal significance of the con- 
tract, in which Ford agreed to buy 
640 million pounds of molten alu- 
minum from Reynolds in the next 
10 years, is that the savings made 
will permit Ford to bring out auto 
components at a faster rate. 


Ford officials declined to say how 
much money per pound of alumi- 
num is saved with this system, but 
savings are being made in the 
three following ways: 

1. The aluminum is purchased 
for one cent a pound less because 
Reynolds is saved the trouble of 
casting Ford’s metal into ingots 
and of cooling it. 

2. Ford is saved the expense of 
remelting the aluminum, which 
melts at 800 degrees Fahrenheit. 
After being sucked out of the re- 
duction pots, the aluminum has a 
temperature of about 1,700 to 1,800 
degrees and it won’t “freeze” for at 
least an hour. Generally, after the 
crucibles carrying the molten alu- 
minum are trucked over to the 
Ford foundry the hot metal is 
placed in holding tanks which keep 
it at a temperature of 1,400 to 
1,450 degrees. 

3. There is no wastage of alumi- 
num which usually results when 
the metal is frozen into ingots and 
then remelted. 

*” = = 


Third Trucked Over 


= purchases about 15 percent 
of the aluminum made at Rey- 
nold’s Listerhill works—the com- 
pany’s largest. About a third of the 
capacity is trucked in molten form 
over to Reynolds’ adjacent Alloy 
Plant which fabricates aluminum 
sheets, rods, bars, foil, wire, tubing, 
stampings and other items. 

It is widely accepted that when 
the aluminum engine comes along 
it will be cast at the hot-metal 
plants such as this one. As a conse- 
quence newsmen were hopeful of 
getting some indication of Ford's 
progress in this field. 

However, C. H. Patterson, 

Ford’s~-vice-president of the 
power train group, said he had 
nothing to say on the matter ex- 
cept that Ford is keeping up with 
the competition. 

When Ford opened its aluminum 
casting plant at Sheffield in the 
Muscle Shoals area last year, many 
people saw an ironical twist in the 
story. 

Thirty-seven years ago Henry 
Ford wanted to build an aluminum 
reduction plant in approximately 
the same area. 

Ford proposed that the U.S. lease 
Wilson Dam and its hydro-electric 
facilities and purchase the contro- 
versial Muscle Shoals nitrate plant, 
but the Government said “no.” This 
installation later became a key part 
in the Tennessee Valley Authority. 

an * * 


Close to Source 


ORD said, “If the Government 

will let me go to work at Muscle 
Shoals, I will establish a great alu- 
minum plant in which it will not 
only be extracted, but manufac- 
tured into machinery parts. I be- 
lieve in developing the industry 
close to the raw product—we would 
make our castings there, too.” 

Ford had a number of early sup- 
pliers in the Muscle Shoals area. A 
story is told concerning Charles 
Sorensen, Ford’s right-hand man, 
who visited the Reynolds plant 
there in the early forties. 

While travelling to the Rey- 
nolds plant, Sorensen reportedly 
said, “Hey, wait a minute. There’s 

_——$_____. He used 
to make wooden wheels for us.” 

Sorensen then introduced himself 
to the aged and lonely-looking man 
who, when he realized who was 
addressing him, launched an ex- 
tremely bitter attack against Sor- 
ensen and Ford. 

The theme of the attack was that 
Sorensen has a lot of nerve coming 
back there after he had practically 
destroyed the man’s business by 
switching from wood to steel 
wheels when he knew that the steel 
wheel’s weren’t half as good. 
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New Yorkers do everything other people do. Only more 
So. For example, they buy more cars than the people in 
any other market. And you can sell them more cars by 
using more space more often in The New York Times 
...first in New York in automotive advertising 
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Roundup from State Capitals... 





AUTOMOTIVE NEWS, NOVEMBER 


Legislation Affecting Auto Industry 


By Bethune Jones 

Legislative Correspondent 
ag secenpenren state revenues to finance expanded high- 
way construction programs will be widely sought next 
year, when legislatures are scheduled to convene in regular 
session in all but three states, with the prospect in many 
states of another round of increased gasoline and other 
highway-user taxes. 2 





A 
© - 


States in which such tax | Highway Commission. Proposals for 


levy boosts may be sought | additional road ‘bond issues, especi- 
include Arizona, Delaware, Florida, | ly to meet rural road needs, also 
Maine, Maryland, Massachusetts, | May be revived in the 1959 Dela- 
Missouri, Montana, New York,| ware Legislature. 
North Carolina, Ohio, Oregon, Gov. Collins has indicated he 
South Carolina, Washington, West| may ask the 1959 Florida Legisla- 
Virginia and Wisconsin. | ture to impose special taxes to 
New or broadened bonding au- finance highway construction. He 
thority for highway financing suggested the possibility of an 
also will be sought in a number | additional penny tax on gasoline 
of states, with such proposals al- | to be spent for roads only in the 
ready having been suggested or counties comprising a special 
regarded as likely in Alabama, | road or bridge district in which it 
Connecti- = 
cut, Delaware, | 
Maryland, Ohio, 
Oklahoma, Ver- 
mont and West 
Virginia, 

Adding to the 
highway financing | 
problem during 
next year’s legis- | 
lative sessions 
will be pressure 
from municipal | 
and county gov- 
ernments for a larger share in the 
receipts from state highway-user | 
taxes to aid in financing local gov-| 
ernmental street, road and other) 
requirements. States in which such | 
proposals have been indicated in-| 
clude Arkansas, California, Georgia, 
Kansas, Massachusetts, Montana 
and North Dakota. 


Alabama Bond Issue 


NCOMING Alabama Gov. Pat- 
terson is expected to seek state) 

legislative approval early next year 
of a new $50 million bond issue | 
for highway construction. Alabama 
lawmakers in 1955 added a cent to 
the state gasoline tax to provide} 
money for interest and retirement 
charges on a $50 million revenue 
bond issue for highways. The tax 
reportedly is producing enough not 
only for that purpose but for a 
new bond issue in the same 
amount, without the necessity of a 
further tax boost. 

Bills proposing a one-cent in- 
crease in the Arizona state gasoline 
tax have been unsuccessfully intro- 
duced in recent past sessions of the 
state legislature and probably will 
again be proposed next year. 

An Arkansas State Legislative 
Council committee has been con- 
sidering a proposal for establish- 
ment of a system of state aid for 
county roads so that Federal 
matching funds for secondary 
read construction could be util- 
ized in the state. 

California lawmakers will be 
asked next year to retain the state 
gasoline tax rate at its present level 
of six cents a gallon in order to 
aid in financing its projected con- 
struction program. Unless the 1959 
Legislature acts to retain the pres- 
ent levy, the rate will drop to 5% 
cents starting next July 1. 

Meanwhile, the County Supervis- 

ors Assn. of California has dis- 
closed it will ask the 1959 State 
Legislature for more money for 
county roads. 

The Colorado Municipal League 
has urged that the amount of state 
gasoline tax receipts allocated to 
cities be increased from five to nine 
percent. 








Bethune Jones 





- * * 


For Quicker Job 
o- RIBICOFF proposed early 
this year that Connecticut aban- 
don its attempt to build highways 
on a pay-as-you-go basis and issue 
bonds to get the job done quickly. 
Such a bond proposal may come 
before the 1959 Connecticut Legisla- 
ture. 
An increase in the Delaware gas- 
oline tax rate from five to six cents 
a gallon may be sought next year, 
together with boosts in other high- 
way-user taxes. Such a proposal 
was taken under consideration ear- 
lier this year by the Delaware 











is collected. Mentioned by Collins 
as another possibility was an ad- 
ditional automobile registration 
levy, also confined to special road 
districts. 

The Georgia Municipal Assn. will 
back a 1959 state legislative pro- 
posal to grant municipalities the 
right to participate in the distribu- 


—|tion of state taxes for street and 


| highway maintenance. 


Kansas lawmakers will be asked 
|next year by the state highway 
commission to provide for in- 
creased state participation in the 
costs of maintaining highway con- 
necting links within cities. 


| New measures to raise additional 
| highway revenues probably will be 
sought during the Maine legislative 
| Session next year to replace funds 
lost early this year when the voters, 
| by referendum, rejected a 1957 state 
law which would have increased 
'driver’s license and automobile 
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registration fees by $1 and registra- 
tion fees for smaller trucks by 7 


percent. 
+ + + 


Seek Higher License Fees 


ARYLAND’S state roads com- 

mission has advocated an in- 
crease in automobile license fees to 
raise funds for highway mainte- 
nance. While the commissioners did 
not state how much of an increase 
would be needed, previous recom- 
mendations have been for $5 and $7 
boosts in the annual registration 
charges. There also may be revived 
proposals in Maryland for issuance 
of bonds backed by the state’s 
credit as a means of speeding high- 
way modernization. 

Failing of enactment in the 1958 
Massachusetts Legislature, but 
likely to be revived next year, was 
a proposal to increase the state 
gasoline tax by half a cent a gal- 
lon, with the added revenue going 
to cities and towns. 


Revenue-raising proposals su b- 
mitted this year to a Missouri state 
legislative study committee in- 
cluded a suggestion for an increase 
in the state gasoline tax from three 
to four cents a gallon. 

Montana lawmakers next year 
will be asked by the citizens com- 
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mittee of the Montana Highway 
Users Conference to provide §$3,- 
500,000 in additional annual reve- 
nue for highways through an in- 
crease in the state gasoline tax 
from six to seven cents a gallon; 
increased vehicle registration 
fees, and higher levies on trucks, 

A 1959 legislative program an- 
nounced by the Montana Municipal 
League includes a proposal that 
municipalities be given a percent- 
age of state motor vehicle license 
plate money. 

An increase in the New York 
State gasoline tax rate from four 
to five cents a gallon probably will 
again be sought during the 1959 
state legislative session, although 
rejected in recent years. 

* * a 


Less Diversion Urged 


Jig prcewine CAROLINA Highway Di- 
rector W. F. Babcock has sug- 
gested to the advisory state budget 
commission that additional money 
for the state highway fund could 
be raised by increased taxes and 
by a switch to state general fund 
support of some agencies now sup- 
ported with highway revenues. 
The League of North Dakota 
Municipalities has urged amend- 
(Continued on Page 19, Col. 1) 
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ACE OF STANDARDIZATION 


the name for Schrader’s famous 
tire valve operating principle 
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Legislative Roundup 





(Continued from Page 18) 


ment of the state’s county road and 
pridge fund law to return 50 per- 
cent of the levy’s proceeds to 
municipalities instead of 20 percent 
as at present. The proposed legisla- 
tion also would provide that in 
counties with a farm-to-market 
road levy, cities would get 100 per- 
cent of the proceeds from the levy 
in cities, instead of the present 20 
percent. 

Warnings have been sounded in 
Ohio that a new highway bond pro- 

m or an increase in the gasoline 
tax will be needed after next year 
if the state is to maintain its pres- 
ent level of new highway construc- 
tion. 

In recently citing the tax in- 
crease possibility, Michael Des- 
mond, executive director of the 
Ohio Highway and Turnpike 
Assn., said his group was willing 
to “go along with any rational 
program” to maintain the road 
building schedule. He said a $500 





million road bond issue which the 
state has been using will be ex- 
hausted next year. 

An Oklahoma state legislative 
council committee recently received 
for study a proposal for a $500 
million bond issue to finance a 
long-range highway construction 





Buffalo Dealers Hit 
For Opening on Sunday 


BUFFALO.—Directors of the| 


Buffalo Automobile Dealers Assn. 
expressed disappointment with sev- 
eral members who kept their show- 
rooms open on Sunday recently. 


In a bulletin to the membership, 


the board took note of the fact} 
that these dealers had just an-| 
|nounced their 1959 models, 
they do not intend to} 
continue the practice. The associa- | 
| tion has opposed legislation to per- 


“assumes” 


mit Sunday sales. 


and| 


program, but observers predicted 
little would come of the move. 
Oregon Highway Engineer W. C. 
Williams has advocated an increase 
in the state gasoline tax from six 
to seven cents a gallon to provide 
additional funds to match the full 
amount of Federal aid available 
under the interstate highway sys- 
tem program. A boost in the auto- 
mobile registration fee from $10 to 
$15 also was mentioned by Williams 
as a possible source of additional 


funds. 
o = * 


8-Cent Gasoline Tax? 


A RESOLUTION adopted by the 
South Carolina Municipal 


Assn.’s motor transportation and | 
highway committee, recommended | 


that the state gasoline tax be in- 
creased from seven to eight cents 
a gallon. The group urged the leg- 


islature to consider the additional | 
tax with the proceeds going to)} 
“financing | 


cities and towns for 
general municipal services and 
improvements.” 


Additional bonding authority for | 


highway construction is expected | 


to be proposed in the 1959 Vermont | 





legislature. State highway officials | 


have estimated there will be! 
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A French auto in the 1920s fea- 
tured a body of leather-like fabric 
that looked like leather and was 
guaranteed “not to squeak.” 





enough remaining from a $26 mil- 
lion bond program enacted in 1957 
to match Federal aid in fiscal 1960, 
but not the following year. 

A subcommittee of the Washing- 








| CAN AIR-SERVICE TODAY'S TIRES 


years of tire valve standardization make it easy 


On the other side of the world, servicemen are using 
the same American tools, parts and methods to 
service vehicles as the man in the station down the 
block. Tire service is fast and easy because of stand- 
ardization, but this situation didn’t just happen. 
The U. S. Automotive, Tire and Tire Valve Indus- 
tries combined their skills and experience not only 
to maintain highest quality while mass producing 
at lowest cost, but to produce interchangeable air 




















A. SCHRADER’S 


FIRST NAME 








oe divisionof SCOVILL 





Division of Scovill Manufacturing Co., 


the performance of your vehicles... 
“Ace of Standardization” design can be serviced 
anywhere in the world. 


SON + BROOKLYN 38, N. Y. 


Inc. 


IN TIRE VALVES 





valves and tools that make service possible any- 
where a vehicle goes. Schrader’s job is to utilize all 
the Industry know-how and produce the safest, 
most practical and dependable valves for all types 
of pneumatic tires. 

Count on quality Schrader Tire Valves to match 


because the 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


ton state legislative interim high- 


ways committee has suggested the 


state gasoline tax be increased 
from 6% to eight cents a gallon. 
Without indicating what speci- 
fic form his proposal will take, 
Gov. Underwood has broadly 
hinted he will seek new road 
building revenues from the 1959 
West Virginia legislature. He 
earlier this year unsuccessfully 
sought the enactment of a one- 
cent gasoline tax increase and 
other highway-user tax boosts. 


New bonding authority for high- 
way financing also may be sought 
from the West Virginia legislative 
session next year. A $5 million state 
road bond issue marketed in Sep- 
tember by West Virginia officials 
was the last possible without fur- 
ther state legislative authorization. 


That additional highway reve- 
nues will be sought in Wisconsin 
was indicated when B. R. L’Hom- 
medieu, director of planning and 
research for the state highway 
commission, recently estimated that 
the state will have to boost high- 
way spending by $33 million a year 
more than the currently projected 
rate of increase over the next 15 
years if the state’s 11,000-mile 
trunk highway system is to meet 
the needs of the early 1970s. 





Oct. Sales Topped 


All Rivals, Says 
Rambler Dealer 


DES MOINES.—Olson-Sutherland 
Rambler Co. sold more 59 Ramblers 
in October in Polk County than any 
other make, according to C. Van 
Pelt, new-car sales manager. 


Pointing out that Polk County is 
the largest in population in Iowa, 
Van Pelt said “our accomplishment 
is all the more outstanding in view 
of the fact that there is only one 
other small Rambler dealer in the 
county while there are four Ford, 
Chevrolet and Plymouth dealers.” 

He said the October sales es- 
tablished a record “never before 
equalled by a Rambler dealer in 
any section of the U. S.” 

Furthermore, Van Pelt continued, 
Olson-Sutherland could have doub- 
led its sales for the month if it had 
had enough cars. 

He said the firm’s sales “have 
leaped ahead by tremendous 
bounds” since Bill Loos, general 
manager, introduced a sales pro- 
gram featuring free lubrication for 
the life of a new car. 

No fleet deals figured in the Oc- 
tober sales, Van Pelt said. 





Scout Leader Repays 


Dealer’s Good Turn 


HARVARD, IllL—When the Har- 
vard Sea Scout troop couldn’t find 
a suitable spot for a dance, Bob 
Lynch, Dodge dealer, invited the 
group to use his showroom. “We're 
new in town and wanted to get 
folks to know about us,” Lynch 
said. 


Scout Leader John Preston, who 
chaperoned the dance, returned to 
the dealership later and purchased 
4 a station wage. 


GHOST WRITER 


Everyone agrees that 
the A of the ABCs of 
selling is to sell your- 
self first. This applies 
to companies as well 
as to individuals. You 
can consistently and 
discreetly sell your- 
self and agency with 
@ newspaper human 
interest column run 
in one column, six 
inches, with your 
photo and signature. 











| ghost write the column for you. (I 
have written four published books, book- 
lets and articles.) Although each column 
obtains wide readership with its human 
interest content, each one subtly ties in 
the advantages of doing business with you. 

52 or 104 columns provided yearly to 
one dealer only in each newspaper area. 
For details without obligation mail your 
letterhead to 


EDWARD FISKE 
COMPANY 


Advertising and Customer Research Services 
2 DEPOT PLAZA, WHITE PLAINS, NEW YORK 
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may in the parts business 








‘To Chrysler Motors Corporation Dealers 


‘how the MoPar Dealer Balanced Stock Plan can build profits for you 


The right parts and accessories—available at the right time—and at the right place! 


You know that this is the key to bigger profits in your parts and accessories 
business. And this is what you get with MoPar’s Dealer Balanced Stock Plan and 


the proper maintenance of the MoPar Inventory Control System. 


The Dealer Balanced Stock Plan means a big saving of time in your service 
department. It eliminates the need for stocking slow-moving parts. It keeps your 
stock of MoPar parts and accessories in balance with your local requirements. It 
helps you keep service jobs on schedule. It keeps Chrysler-engineered standards in 
the vehicles you sell and service. 


Your success in the parts and service departments reflects itself in profit from 
new and used car sales. When your customers get good service, they come back for 
more. The use of MoPar parts assures service success—and that means improved 
customer loyalty to you and the vehicles you sell. 


Time is money in the parts business. Act now and your cash register will keep 
time to the tick of your clock! There’s a MoPar Wholesaler as near as your tele- 
phone. Call him today and he'll gladly give you complete details about the Dealer 
Balanced Stock Plan—available only from MoPar—and designed to completely 
eliminate parts obsolescence! 


Buy 100% MoPar...invest in Your Future! 


Sell... the line that keeps your customers sold on you... Genuine Chrysler Corporation Parts and Accessories 


PARTS & ACCESSORIES 


MoPar Division, Chrysler Motors Corporation 
Detroit 31, Michigan 


‘ 
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Double Award for Savidge— 


AUTOMOTIVE NEWS, NOVEMBER 17, 1958 


AUTOMOTIVE WASHINGTON 


U.S. Relaxes Curbs 
On Vehicle Export 


By William Ullman 
Washington Bureau Chief 
— vehicles and more than 250 other products have 
been removed from the Department of Commerce pos- 
itive list of commodities, which means they may now be 
shipped under general license to all countries outside the 
Red China-Soviet bloc, Hong Kong and Macao. 


. . ern 
Previously, the commodi- | ¢,ia) machinery and railroad equip- 
ment. The embargo against all ship- 


ties required individual ex- 
port licenses for shipment to 
most countries. 

Easing of controls over U. S. ex- 
ports followed a foreign-trade re- 
view by the U. S. and 14 other 
Free World nations earlier this} 
year. 


$. L. Savidge, second from left, of S. L. Savidge, Inc, (Dodge-Plymouth), Seattle, 
receives a Dodge Quality Dealer Award and a 25-year plaque at a luncheon in his 


Other items removed from the 


honor. Here, Savidge receives the awards from Gordon James, Dodge Portland | Positive list include many rubber, 


regional manager. 
manager, and Jay Larson, vice-president, Seattle First National Bank. 





To the classical economists it was self- 
evident that two men with hoes produced 
twice as much as one man with a hoe; that 
two farms should double the output of one. 

But these earlier economists reckoned 
without better farmer brains, improved 
strains of plants and breeds of livestock, 
better animal housing, easier handling 
of feed, fertilizer, power machinery, more 
effective planting and storage —all of 
which contribute to the present paradox of 
farm prosperity—fewer farms with greater 
productivity. 

Between 1940 and 1958, farms declined 
in number from 6 million to 4.8 million, 
a 1.2 million deficit. Farm population 
dropped from 30.5 million to 20.8 million, 
a loss of 9.7 million people. 

But in the same period farm output per 
man hour doubled! Feed grain production 





a Sea 

per man hour increased 232%, hay and 
forage 111%, poultry 78%, milk cows 
587%, meat animals 13%. Average acreage 
rose from 174 in 1940 to 242 in 1954. 
Average investment per farm worker has 
risen from $3,431 to $16,813! And every 
farm worker now supports 23.6 people— 
compared with 10.7 in 1940! 

With fewer farms and increased pro- 
duction, the country’s good farmers are 
doing better business. And an estimated 
19% increase in realized net farm income 
over 1957 indicates that SuccessruL 
Farminc families represent a superlative 
market now. 

SuccessruL Farminc is a methods 
manual and business guide for the large 


Looking on are R. B. McCurry, left, Dodge Western area sales) paper, petroleum, glass, abrasive 


and iron and steel products; indus- 








William Ulimana 


ments to Com-| 
munist China,| 
North Korea and| 


North Viet-N am 
remains un- 
changed. 





— 


ington 25, D. C., for Current Export 
Bulletin No. 806. 


* * * 


Small-Car Parking Bonus 


MALL-CAR owners are getting 

an unexpected bonus from a 
Washington (D. C.) parkin g-lot 
owner. 


L, B. Doggett jr., president of 
the Washington Parking Assn, 
and operator of 17 car-parking 
facilities in the capital, has re- 
served a section of one lot for 
the exclusive use of small cars, 
Owners will pay one-third less 
than big-car drivers. 


Attendants at the lot, said Dog- 
gett, have received special training 
in handling different makes of for- 
eign cars. By “small,” he means any 
vehicle measuring 6% by 14 feet, 
or under. 

Doggett, past president of the 
National Parking Assn., noted that 
lots in other cities had either raised 
prices on some longer, high-priced 
autos or barred them from their 
| lots. 
| “While I am well aware of what 


Details ON) these operators are up against,” he 


changes in the 
positive list may 


be obtained by) 


writing to U. 
Department of 
Commerce, Wash- 





producers of feed crops and livestock. The 
SF farm average is more than 300 acres, 
above average investment in land, with 
eleven permanent buildings, more than 
one tractor, and a heavy inventory of farm 
machinery. The estimated average farm 
cash income of the SF farm family in 1957 
was $10,870, will be higher this year. 
These prosperous farm families have 
been stepping up their living standards 
since 1946, and spending money on their 


homes. They are prime prospects for new 
furniture and furnishings, appliances, cars, 
luxuries, travel, insurance and investment. 
And because Successrut Farminc for 
fifty-six years has helped them earn more 
and live better, no general medium 
approaches SF in real influence 
in its market, in extra g 
responsiveness that swells 
returns from advertising. 
For better business go 
where business is better. 
Any SF office will give you the details. 





Meredith of Des Moines . . . America’s 
biggest publisher of ideas for today's 
living and tomorrow's plans. 


Income UP 22% — now! 


With larger cash receipts from sales, 


higher prices, bigger volume, 
US farmers’ realized net, 
first six months of ‘58, 


was at an annual rate of $13.3 billion— 


22% ahead of first half of ‘57. 


Buy boom, not recession, customers — 


in Successful Farming — 
with 1,300,000 circulation 


concentrated among the 44% of US farmers 
earning 91% of cash farm income. 

Estimated average SF farm subscriber's 

‘57 cash farm income— $10,870, all-time high... 
delivering balance, influence, sales, 

where general media lack penetration! 


Call any SF office for details. 


Successful Farming...Des Moines, New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, Los Angeles, St. Louis, Minneapolis. 





| commented, “we have no plans at 
| the present time to increase rates 
|on larger cars. What we are doing 


-|is rewarding the small car owners 


| with a discount to which they are 
justly entitled.” 


(GOP Changes Due 


— not one Democratic com- 
mittee chairman lost an election 
this year, there will be few changes 
at the helm in the next Congress. 
On the Republican side, however, 
there are several significant ones in 
the offing. 


Senator Everett M. Dirksen, 


| Illinois, appears a certain choice 


to replace Senator William Know- 
land, California, as Republican 
minority leader of the Senate. 
And Senator Barry Goldwater, 
Arizona Republican, becomes top- 
ranking minority member of the 


| Senate Labor Committee, which 


will take up labor-reform legisla- 


} tion next year. 





Goldwater ran on an antiunion 
excess platform, and he is expected 
to make no compromises with pro- 
labor members of the committee. 

The author of the Potter dealer 


| territory-security bill and member 


of the Senate Interstate Commerce 
Committee, Michigan Republican 
Charles E. Potter, also was un- 
seated in the Democratic landslide. 


N. H. Fee Refund 
Seen in Import 
Pricing Squabble 


CONCORD, N. H.—Thousands of 
New Hampshire motorists, partic- 
ularly those operating imported 
cars, may have been overcharged 
for their city or town motor vehicle 
permits due to ambiguity in the 
state law. 

If the contention of owners of 
imported vehicles proves to be cor- 
rect, the cities and towns will prob- 
ably discover they owe local resi- 
dents thousands of dollars in 
erroneously collected fees, it was 
stated. 

The problem is said to center 
around conflicting definitions of the 
term, “maker's list price,” in Chap- 
ter 71, Section 27, of the New 
Hampshire Revised Statutes An- 
notated. The law provides that 
motor vehicle fees levied on all per- 
sons who register a car with a city 
or town clerk should be based on 
that list price. 

In an administrative ruling, the 
New Hampshire Tax Commission 
has given the opinion that “the 
manufacturer’s list price should be 
that at the point of manufacture 
and should be the basis of the fee, 
unless the manufacturer exports the 
automobiles and advertises a list 
price for them at the port-of-entry 
in this country.” 

The Tax Commission has author- 
ity to make such a definition for 
the use of city and town clerks, 
Deputy Attorney-General Warren 
Waters stated. 

However, whether the manufac- 
turer’s list price in the case of 
foreign-made cars is the price at 
the foreign factory or at port-side 
in the United States remains un- 
clear. 

The deputy attorney-general said 
the question hinges on whether the 
manufacturer exports the automo- 
bile directly or sells it to a middle 
man who then imports it for sale. 


a 














Aine is RAMBLER 


Breaking All 
Sales Records? 


BECAUSE... 


e Rambler Has The Lowest Priced 
American-Built Car 












@ Rambler Costs Less to Run... 
It’s America’s Economy King 


e@ Rambler Has Top Resale Value 
of All Low-Priced Cars 


e Rambler Gives Americans 
More of What They Want 
in an Automobile 


WOULDN’T YOU LIKE TO SELL 
THE SALES SUCCESS LINE FOR ’59 







MAIL THIS COUPON TODAY 
Director of Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 





We Have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity! 


Rambler Franchises Also Available in Canada and important export markets. 
In Canada write to: American Meters (Canada) Lid., 2951 Danforth Ave., Teronte. 


| 

| 

| 

I 

| 

I 

Gentlemen: Will you please provide me with more complete informa- 
| tion about the Rambler franchise. | understand that | am under no 
| obligation and my inquiry will be held in the strictest confidence. 
| 

| 

| 

| 

| 

| 

| 


NAME 





ADDRESS. 
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Service Management. 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 





Dealers Rate High on Service, | 
But Fail to Cultivate Potential 


UTO dealers have the reputation 

for doing the best work in the 
service field but they are not mak- 
ing the most of their service op- 
portunities, according to a survey 
made by an independent source at 
the request of a vehicle maker. 

One of the biggest opportunities 
for dealers lies in the so-called 
“fast” service area, is was indi- 
cated. 

Only four of 10 owners in a major 
city take their car to a dealer in 
the make they drive for the so- 
ealled “fast” services, which in- 
clude changing of spark plugs, 
mufflers and tail pipes and adjust- 
ment of brakes, according to a 
recent survey made for a major 
vehicle company by an outside 
source. 

> ca > 
same survey found that of 

16 questions pertinent to in- 
fluencing the owner as to where 
he would take his car for these 
services, the dealer showed up best 
only on five. 

Of the owners checked, only 20 
percent had most of their service 
performed by a dealer in the 
make of car they drove. Thirteen 
percent said they had some of 
their work done by a dealer in 
the make of car they drove, 31 
percent had very little and 36 
percent had none. 

When it came to spark-plug serv- 
ice, 13 percent said they shopped 
around and 87 percent took their 
cars to a service source they were 
accustomed to going. On mufflers, 
19 percent shopped, while 81 per- 
cent went to their regular source. 
Again on brakes 19 percent shop- 
ped, while 81 percent took their 


cars to the source they had con-| 


fidence in. 
> ° 7 


Dealers Shop Rated Tops 


SKED which type of shop they 

thought had the best and most 
complete repair facilities, 75 per- 
cent said the franchised dealer, 14 
percent named the independent and 
11 percent said the gasoline-filling 
station. 

Asked about trained mechanics, 
58 percent felt the dealers’ me- 








Checking Brakes— 


Raybestos division, Raybestos-Manhattan, 
Inc., Bridgeport, Conn., is offering the 
Pedal Travel Gauge and the No-Go Lining 
Gauge as aids in uncovering needed brake 
work. The pedal gauge has been designed 
so that a dealer can use it to check the 
brake pedal travel in seconds. When a 
wheel has been removed, the lining gauge, 
above, can be used to determine if there 
is sufficient thickness of lining on the 
brake shoes or if the car's brake should 
be relined. 





chanics were better trained, 17 
percent favored those who 
worked for the independent, and 
25 percent picked the gasoline 
station. 

Slightly over half, or 51 percent, 
thought the dealer had the most 
efficient overall service, 20 felt the 
independents offered more and 29 
percent voted in favor of the gaso- 
line station. 


Factories and dealers evidently 
have lost much of their “quality” 
story when it comes to parts. Only 
42 percent of the owners felt that 
the dealer used the highest quality 
parts, 41 percent thought the inde- 


pendent did and 17 percent the gas- | 


oline station. 
> > 7 
= dealer got an edge on the 
question of which source had 
the best reputation for doing good 
work. The dealer led with 39 per- 


ASI Picks New York 


For Show in 1960 


CHICAGO.—The National Stand- 
ard Parts Assn., Motor & Equip- 
ment Wholesalers Assn. and Motor 
& Equipment Manufacturers Assn. 
have approved the holding of a 
jointly-sponsored and operated na- 
tional Automotive Service Industry 
Show Feb. 10-14, 1960, in New York. 
The 1959 show is slated for Feb. 18- 
21 here. 


All three associations will hold | 
their 1960 national conventions in| 


New York immediately preceding 


the show. It was stated that future | 


national shows rotated geographi- 
cally will be considered where ade- 
quate regional sponsorship, space 
and hotel facilities are available. 


rane plugs head the list of the 
“top 20” lines handled by auto- 
motive jobbers, according to a sur- 
vey of 1957 business by the Na- 
tional Standard Parts Assn. 

Plugs accounted for 5.51 percent 
of jobber sales, followed by muf- 
flers and tail pipes with 5.32 per- 
cent and motor and chassis parts 
with 4.88 percent. 

This closely follows recent studies 
which indicate that the auto dealer 
has lost the majority of spark-plug 
replacement and muffler and tail- 
pipe replacement business to the 
independents and gasoline stations. 

For instance, one of these studies 
showed that 95 percent of the fran- 
chised dealers charge for replacing 

spark plugs, while but 41 percent 
of the independents and 16 percent 
of the gasoline stations make such 
a charge. 
= * . 

HIS study also found that the 

average charge made by the 

franchised dealer for this service 
is $3.06 while the independents 
charge $1.74 and the filling stations 
charge $1.48. 

No doubt this study reveals why 
another poll showed that 51 per- 
cent of car owners feel the re- 
placement of spark plugs would 
cost more at the dealer’s shop; 
59 percent felt that it would cost 
more to have a franchised dealer 
replace the muffler and tail pipe, 
and 55 percent felt that a dealer 
would charge more for a brake 
reline job. 

Brake lining and lined shoes, 
another of the services that is fast 
getting away from the franchised 
dealer and which is causing the 
auto makers’ considerable concern, 


| cent, the independent followed with 
31 percent and the gasoline station 
| was the lowest with 30 percent. 
The gasoline-station operator 
was far in the lead on the ques- 


willing to discuss service prob- 
lems. Here the dealer was low- 
est with 24 percent, the inde- 

(Continued on Page 26, Col, 1) 
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OW water in the hydraulic 
brake system of an automotive 


tion of which shop was most | Vehicle can cause a lot of trouble | 


| and even make the vehicle danger- 


Backshop 


. ++ by Jack Weed 





issue should be read by every serv- 
ice man in the industry. 

This story starts out by saying 
|that the hydraulic fluid in most 


| ous to drive is forcibly brought out | every vehicle on the road is con- 
in the September issue of World| taminated with some water and 


| Bestos Stopping Power News. This 











|is 12th in volume of the jobbers’ 
top 20 lines. 


Jobbers’ Top 20 Lines 
|‘ ause top 20 lines of all whole- 


salers, as reported by NSPA’s| 


marketing research department 
| are: 

pipes, motor and chassis parts, ig- 
nition parts (including generators 
and armatures), batteries, equip- 
ment (all types), oil filters and car- 
tridges, paint and body supplies 
(including refinishing materials), 
antifreeze, fan belts and all rubber 
products, chemicals, brake lining 
and lined shoes, piston rings, bear- 
ings (motor), brake parts (hy- 
draulic and fluid), gaskets and oil 
seals, clutch assemblies and parts, 
tools (small hand), lamp bulbs, 
flashers and sealed beams and 
bearings (antifriction). 

These 20 items represent 55.45 
percent of the average automo- 
tive jobber’s entire business. Shop 
volume has been left out of these 
compilations as many jobbers do 
not have rebuild and machine 
shops. 


The NSPA study also revealed 
that October of last year was the 
average jobbers biggest month, 
while his lightest sales were made 
in February. 

e 


* +. 


OBBERS did 10.02 percent of 

their business in October, 9.13 
percent in August, 8.96 percent in 
July, 8.95 percent in September, 8.47 
percent in May, 8.42 percent in 
November, 8.40 percent in June, 8.20 
percent in January, 7.94 percent in 
April, 7.33 percent in March, 7.28 


| Spark plugs, mufflers and tail) 





Champion Opens New Testing Facilities— 


Champion Spark Plug Co. has announced the opening of its $3 million research and 
engineering facilities adjacent to the firm's Toledo plant. Said to be the “largest and 
| most modern in the world for the exclusive development and testing of spark pivgs,” 
the two new structures have a total floor space of 35,000 square feet. Shown above 
| is one of the firm's new test rooms. 


percent in December and 6.90 per- 
cent in February. 

The report brings out some 
interesting figures on jobber shop 
operation. According to NSPA, 
the average jobber made 26.67 
percent gross profit on shop labor 
sales, 12.77 percent net profit on 
shop operations and a total gross 
profit of 29.52 percent on mer- 
chandise and shop operations 
| combined, 

The average jobber’s operating 
profit for 1957 was 4.04 percent, with 
a net profit after taxes of 2.94 per- 
cent. 

Of course, all jobbers did not do 
that well. The study shows that 
in every category the small jobber 
doing less than $250,000 per year 
had a higher profit average than 
the larger jobbers. 


Top Sellers Vary 


HIS is demonstrated in the net 
profit reports. Smaller jobbers 
(under $250,000) had a net profit 
after taxes of 3.90 percent; the 
medium sized jobbers, who do from 
$250,000 to $500,000, showed 2.77 per- 
cent, and the large jobbers doing 
over $500,000 earned 2.15 percent. 
Nor were the top 20 items the 
same for the three groups. The 
10 leading items of the smaller 
wholesalers were motor and chassis 
parts first, followed by mufflers and 
pipes, spark plugs, ignition parts, 
oil filters and cartridges, batteries, 


| 





NEW PRODUCTS 


Page 52 





that it is the degree of water in 
the fluid that makes it dangerous. 
“Vapor has the same effect as 
air in the brake lines,” the article 
goes on.” It acts as a cushion, 
| absorbs pressure needed to force 
| brake shoes against the drums— 
| causes erratic braking, fade and 
in extreme cases, total brake fail- 

| ure. 

“Heat and airborne moisture 
cause the trouble. Although most 
|of the heat generated by braking 
action is dissipated into surround- 
ing air, some is conducted to the 
|hydraulic fluid. As the fluid is 
warmed, it expands and forces air 
out vent holes in the master cyl- 
inder reservoir. 

“When the fluid cools, it contracts 
and fresh air is drawn into the 
reservoir. This cycling of air brings 
in moisture which is absorbed by 
the hydraulic fluid and is diffused 
throughout the system.” 


Lower Effectiveness 
ILLUSTRATE how this diffu- 
sion can lower the effectiveness 
of the fluid, several brands of 
| regular heavy-duty brake fluid that 
|had no moisture in them were 
tested. World Bestos determined 
the boiling points of the fluids with 
(Continued on Page 28, Col. 1) 








Spark Plugs Are Jobbers’ Top Volume Item 


antifreeze, paint and body supplies 
and chemicals. 

The order of sale by the me- 
dium-sized jobber was spark 
plugs, mufflers and pipes, ignition 
parts, motor and chassis parts, 
batteries, equipment, fan belts 
and all rubber products, anti- 
freeze and paint, body supplies. 
The large jobbers reported this 

sequence: Spark plugs, equipment, 
motor and chassis parts, batteries, 
mufflers and pipes, ignition parts, 





paint and body supplies, oil filters 
and cartridges, antifreeze and brake 
lining and lined shoes. 
” « « 
cs, equipment, which was not 
in the top 10 of the small job- 
ber, moved to sixth place in volume 
with the medium wholesaler and 
to second place with the larger 
stores. 

Mufflers and pipes are second in 
sales for the small and medium 
jobbers, but drop to fifth place with 
the large outlets. 

Volume of motor and chassis 
parts can be affected by whether 
the jobber is also an engine re- 
builder or has engine-boring 
equipment which is sent out to 
the dealer and fleet operator’s 
shop. 

Also, many of the large whole- 
salers market batteries under their 
own name, and this may add con- 
siderably to the sales volume of 
the big stores. 

Although mufflers and pipes are 
fifth with the large jobbers, these 
stores still may sell more of these 
items than their smaller competi- 
tors. High volume of other lines 
could account for the difference in 
the standings. 
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adjustable dividers traveling label holders 


snap into position any place you travel with dividers . . . holders 
want them . . . designed to permit and dividers stay with parts when 
non-fall-out trays easy access to parts rearranged sliding shelves 
have individual label holders and adjustable without bolting . . . they 
stope to prevent falling no bin offers more features than Borroughs SS a ee 
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Make this change-over time the most efficient in your history. With BORROUGHS BINS you can cut your dollar investment and 
increase your profits by maintaining easy balance of inventory, and at the same time, have every part in its proper place. 
BORROUGHS BINS will save you time in preparing orders and finding parts. You cut the possibility of overstocking and obso- 
lescence. BORROUGHS BINS are stronger. . shelves are 18 gage . . frame has separate base and top bolted to uprights and back 
to give greatest rigidity. And as to color — you can choose green, gray, buff, white, cascade or tile, in electrostatically baked-on 
enamel. Get in touch with your BORROUGHS distributor today and you'll get quick action. 


Borroughs warehouse distributors —- always at your service 


LOUIS A. ALEXANDER CO. BINS & EQUIPMENT CO., INC. W. W. CANNON CO. INDUSTRIAL PRODUCTS CO. SIGGINS CO. 
264 W. Beacon St., Watertown 72, Mass. 1918 Buford Highway, 1.E., Atlante 9, Ge. 9739 Denton Dr., Dallas 20, Tex. 611 S. Queen St, Henelule 13, Hawaii 704 Broedwoy, Kansas City 5, Me. 
Watertown 4-4140 —4-7204 TRinity 2-3576 Fleetwood 7-2846 Telephone 66-288 HArrison 1-7670 


1901 Winter St., Hewsten, Tex. WILLIAM A. GORE CO. 1236 S. 13th St., Omaha, Nebr. 
AUTOMOTIVE BIN SERVICE CO., INC, SORROUGHS MFG. CORP. PReston 7688 P 


1834 Adeline St., Oakland 7, Calif. 2315 University, Des Meines, lewa 
10040 Freeland Ave., Detroit 27, Mich. 121 Varick St., New York 13, M. Y. TWinoaks 3-7233 r 
Webster 3-6445 Algonquin 5-1477 S. I. DAIGLE & CO. 1732 1 8S. °. w SIGGINS EQUIPMENT CO., INC. 
20 baa Honth %.,Ballate 3, 0 Y. ous snowsn co. 437 oe Orleans 10, La. aed tiny tle 9, Wash. 901 ——— o> oo 10, Me. 
7047 aaa woes as 
ELmwood 114 Virginio St., Seattle 1, Wash. GREEN-PENNY CO. 
1220 Richmond, Cincinnati 3, Ohie MUtwal 2-0464 EAST COAST DISTRIBUTING CO. 4180 E. Noakes St., Les Angeles 23, Calif,  SPARKMAN-BARKER CO. 
MAin 1-5975-6 1616 1LW. Glison, Portland, Ore. 327 Hopkins Rd., Baltimore 12, Md. ANgelus 8-332! 421 Sante Fe Dr., Denver 4, Cole. 
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But Fail to Cultivate Potential .. . 


Dealers Rate High on Service 


(Continued from Page 24) 


pendent next with 27 percent and 
the gasoline dealer high with 49 
percent. 

More owners (46 percent) also | 
felt the filling-station operator was 
more willing to make adjustments | 
for poor workmanship. The dealer | 
again was lowest on the totem pole 
(24 percent). The independent was 
named by 30 percent of the owners. | 

Filling-station employes are the | 
most courteous, according to 47) 
percent of those interviewed. They | 
were followed by the independent | 
with 31 percent, and the dealer with 
but 22 percent. 

When it came to providing the| 
owner with the most individual at- | 
tention, gasoline stations ran off, 
with 59 percent of the votes, the) 
independents got 19 percent and the 
car dealer 22 percent. 

7 * + 


Gas-Station Service Fastest 


r 


lling stations would get 56 per- 
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cent of the votes for providing the 
quickest service, with the inde- 
pendent getting 23 percent and the 
dealer but 21 percent. 

The vote on the question of 
which was closest to work was 
a little surprising. The gasoline 
station garnered 40 percent, with 
the independent getting 39 per- 
cent and the dealer but 21 per- 
cent. 

The independents got the nod (48 
percent) on shop-provided pickup 
and delivery. The gas station fol-| 
lowed with 33 percent and the | 
dealer got 19 percent. 

It could be expected that the gas} 
station would get the highest vote | 

School Gets Power Unit 
DENVER.—Chevrolet’s Denver| 
zone has presented a cutaway truck | 
power unit to Howard Johnson, 


principal of Opportunity School. | 


|The unit consists of a 230-horse- 
power V-8 engine connected to an/| percent) felt the gasoline station | . 
COULD be expected that the) automatic drive and a heavy-duty | was the least expensive of the three | to home” and “most convenient” 
service sources, while 30 percent 


rear axle. 


Service doors all over the country will open 
extra-wide in ‘59 to let new profits roll in. 
Where's the business coming from? From revolu- 
tionary new Carter fuel system developments 
...now making final successful “trial runs” in the 
market, on the road! And that's not all: 


Carter’s aggressive “Drive the Business to the 


ie B® iF x R 


DIVISION OF 


QCfF INDUSTRIES 


INCORPORATED - 


on the question of which shop was 
most convenient to the owner. 
Sixty-nine percent of the owners 
said the filling station, 15 percent 
said the independent and 16 per- 
cent the dealer. 


* 


RACTICALLY 

applied on the question of 
which was closest to the owner’s 
home. Seventy percent said the 
filling station, 14 percent named 
the independent and 16 percent the 
dealer. 

The dealer was really low in 
the opinions on which shop pro- 
vided the most extra service. 
Fifty-five percent of the owners 
felt the filling station did more 


* * 


for them, while 31 percent said 


it was the independent. Only 14 
percent gave the dealer credit 


| for putting out that little extra 


touch. 


A majority of the owners (60 


the same thing | 


| 

|Bonanza for Partsmen— 

| This travelling elevator has been in- 
stalled in Fiat's new parts plant in Italy. 
The unit is said to simplify the method 
of filling parts bins and making up parts 
— 

| said the independent and only 
10 percent voted for the dealer. 
So if we were to lump “closest 


|}under one heading, we find that 


Serviceman” advertising in THE SATURDAY 
EVENING POST is making profit history. We plan 
to make history repeat itself this coming year 


with powerful new ways to stimulate demand 


for engine tune-ups. 


Your future’s fine in '59... with 


ST. LOUIS 


Carter! 
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this survey reveals that the dealer 
is looked upon as best or better 
in only a third of the salient points 
that prompt people to select their 


service source. 
* * * 


Dealer Faces a Fight 


— the dealer and his factory 
can rightly fee] that the dealer 
will have a fight on his hands to 
get and hold service customers if 
all of the public feels as those con- 
tacted in this survey. 

This will be particularly true 
when gasoline stations become 
equipped with the proper tools 
and trained personnel to give the 
owner the type of service they 
are looking for. 

Any dealer can swing the balance 
in his favor by making just one 
simple move that should be made 
in the interest of good business 
anyway. 

All he would have to do would 
be to call his shop employes to- 
gether, especially those who come | 
in contact with the customer, and 
demand that they be courteous to 
every customer no matter how hard 
it hurts, that they listen courteously 
to complaints, that they try to give 
each customer the feeling they are 
giving him their individual atten- 
tion and listen to the customer's 7 


problems. 


+ * 


Psychology Helps 


HE dealer and his service man- 7 

ager can turn the “willing-to-7 
make-adjustment” thinking around ~ 
by the manner in which they han- 
dle complaints. 

Dealers who build a solid cus- 
tomer following don’t give their 
“shirt tail” away on adjustments 
any more than the dealer who — 
growls about making good on a 
job that isn’t done right. The 
customer just thinks he is get- 
ting a better deal because of the 
way he has been treated. 


And many dealers can turn some 
of the other vital points in their 
favor by some readjustment of 
their shop and services. By chang- 
ing their shop, many can provide © 
the fast service just as well and 
as profitably as the gasoline station 
or independent. 

And by taking a good look at 
some of these fast services, they 
can do much to turn the opinion 
that they are the most expensive 
service source to a point where 7 
most customers will feel they are 7 
getting a much better deal from 
the franchised dealer. 


R instance, in this same sur- 

vey it was disclosed that 87 per- 
cent of the dealers’ service contact 
men told the customer that addi- 
tional work would have to be done 
after an estimate had been made 
on a brake reline job. 


But only 3 percent of the in- 
dependents and 5 percent of the 
gasoline-station men left the 
customer with the idea that he 
would have to pay considerably 
more than the estimate for the 
job. : 
And 89 percent of the dealers © 
told the potential customer they 
were certain there would be addi- 
tional work over the estimate on a 
muffler replacement, while only 7 
percent of the independents and 10 
percent of the gasoline station men 
made such a comment. : 
No doubt all sources said about 
the same thing, but the independ- 
ents and the gasoline station men 
might have been a little more care- 
ful and less brusque in telling the 
customer what they might run into 
on the job. 


N. Y. Says Dealer 
Short-Changed GIs 


NEW YORK. — Bonded Auto 
Sales, Inc., Roslyn Heights, L. L, 
has been accused by the State of 
short-changing servicemen return- 
ing from overseas. The State is 
suing to revoke the firm’s charter j 
and to apply for appointment of 4 
receiver. 

In an affidavit, Attorney General 
Louis J. Lefkowitz said the firm © 
contacted servicemen abroad, of- 


fering to deliver autos and accept- ~ 


ing deposits. 

When servicemen returned, the 
affidavit said, the firm tried to in- 
duce them to take a different car. 
When they declined and asked for — 
a refund of their deposit, the firm | 


returned only a part of it, the State | 


added. 





Used in all windows 


Laminated sxc § 
Safety Glass (LSG) ff 


The experimental Cornell-Liberty Safety Car 


incorporates a number of revolutionary safety { 
features. Many of these may not appear on 

standard cars for some time to come. One feature, 

however, has long been standard equipment in 
American-made cars— Laminated Safety Glass. 

The only windshield glazing that meets the 

specifications of the American Standards Asso- 
ciation, LSG is in all the windshields of the cars 

you sell. Most U.S. makes also have side vents 
and windows of Laminated Safety Glass. The 

experimental safety car, developed by Liberty- 

Mutual Insurance Company and Cornell 

Aeronautical Laboratory together with other 

contributors, has LSG all around. Some of the 

other more unusual safety features built into 

this prototype vehicle are: 


1 e Driver sits in center of 
Laminated Safety Glass 
windshield with 180° unin- 
terrupted vision. . . controls 
car in much the same way 
as steering a sled. 


i. Padded instrument 
panel is moved in towards 
driver to hold him snugly 
and safely in driver’s seat. 
Gear shift is controlled by 
punch buttons as are lights, 
horn and turn signals. 


3. Doors hinge like those 
on telephone booth and slide 
on track for extra crash 
safety and lateral strength 
«++ give roomy exit. 


Laminated Safety Glass has been used for many 
years by safety-conscious automobile manufac- 
turers because of its proven contribution to 
automotive safety. With its unique ‘‘sandwich’’ 
construction, two pieces of glass bonded together 
by a tough, transparent sheet of plastic, LSG 
resists shattering, reduces hazard of flying glass. 
LSG also “‘gives’’ with a blow, thus cushions 
shock of impact. In case doors are jammed, LSG 
can be knocked or kicked out of a window frame F 
to provide emergency exit. LSG can always be 
identified by the distinctive “‘line’’ running 
along exposed window edges. The “‘line’’ is the 
plastic safety layer Monsanto supplies ; 
to leading glass companies for making LSG. 





NRT 





For more information on LSG or the 


Cornell-Liberty Car, write to: 
Monsanto Chemical Company, Plastics 
Division, Room 611, Springfield 2, Mass. 


See Monsanto’s Science Spectacular, 


i.e?’ way. nC 


“Conquest,” CBS-TV, Sun., Dec.14. 
(Check local TV listing for time and station) 





Backshop . 
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(Continued from Page 24) 


varying degrees of moisture in the 
fluids. 

The fluids tested had an average 
boiling point of 328 degrees without 
water content. The SAE limit that 
is now being enforced by law is 
300 degrees minimum. 

With only one percent of water 
in the fluid these fluids under 
test boiled at 297 degrees. With 
2 percent water they boiled at 
278 degrees and when contamin- 
ated by 3 percent of water the 
boiling point dropped to an aver- 
age of 265 degrees. Even the new 
super high boiling point fluids 
dropped to an average of 286 with 
3 percent moisture diffused into 
the fluid. 

The article points out that brake 
service men cannot control the 
weather but they can control the 
following factors: 

1, Servicemen should check brake 
systems regularly and make sure 
the fluid level is kept to within %- 
inch to %-inch of the top of the 
master cylinder reservoir. A full 


cylinder admits less moisture-laden | 


air. 

2. When overhauling a brake sys- 
tem, the serviceman should pay 
particular attention to the residual 
pressure check valve which is 
usually located in the master cyl- 
inder. A check-valve that works 
properly maintains some static 
pressure on the hydraulic system. 
Since any increase in pressure also 
increases the boiling point of the 
brake fluid, the check-valve pro- 
vides an extra margin of safety. 

* e * 


Don’t Reuse Fluid 


3 BULK quantities of hydraulic 
“e fluid should be stored in tightly 
capped containers to prevent exces- 
sive contact with atmospheric 
moisture. 

4. Fluid that has been salvaged 
from a hydraulic system should not 
be reused in the system. If the 
fluid is clean, it may be kept in the 
shop and used as a lubricant for 


| 


rubber parts which cannot be lubri- 


|cated with petroleum products. 


Many service shops are very 
negligent about testing the brak- 
ing systems of their customers, to 
say nothing of checking the 
amount of fluid in the cylinders. 
Moreover, they are extremely 
careless about how their bulk 
supply of fluid is stored and han- 
dled. Little attention is paid to 
contamination from dirt or to 
moisture. 

Every dealer and service man- 
ager who does not wish to contrib- 
ute to bad accidents should read 
this treatise over twice and then 
check how fluid is kept and make 
certain that it is being handled 
right. 


* * + 


Answer on Credit 


MAN* dealers have wished they 
could provide credit to their 
service customers without having 
to set up a credit office in their 
own stores or stick their necks out 
a mile on possible credit losses. 


It is now understood that the 
Big Three have made arrangements 
whereby their dealers can offer 
credit to holders of American Ex- 
press Co. credit cards. Dealers are 
not obligated to participate in this 


At Carter School— 


Charles E. Heitman, left, head of Carter 


carburetor division, ACF Industries, Inc., 


and R. A. Harp, president, Auto Equip- 
ment & Service Co., Philadelphia, get to- 
gether before the start of the Carter Cen- 


tral Distributor Service Engineers Seminar | 


in St. Lovis. The seminar was attended by 
Harp and other members of his firm. 


arrangement, but no doubt many 
will want to do so. 

Under the plan all services per- 
formed by a participating mem- 
ber would be included in a single 
monthly bill submitted by Ameri- 
can Express. It is understood the 


THIS DRAMATICALLY NEW MOTOR OIL 
DOUBLES ENGINE PROTECTION AND AT THE 
REGULAR OIL PRICE 
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KENDALL REFINING COMPANY, Bradford, Penna. 


of 
ed 
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an 


dealers would remit 5 percent 

the cost of the services char: 
on the credit card for the pri 
lege of working under such 
agreement. 

Good friends of mine in the 
ton area have finally moved 
their new and greatly expar 
sales and warehouse facility. 
and Draper Harvey are the | 
cipals in the E. B. Harvey and 
sociates, one of the oldest sa 
agencies in the New England a 
They cover all of New Eng 
with their services. 


I'll have to take the boys to t 
| however. In sending me the 
nouncement and a drawing of t 
new home they failed to in 
|the address. I have no idea 
| they want to keep it a secret. 
| cd * = 
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| 
| Tribute to Ben Asch 

NOTHER old and valued friend 
of mine has been greatly hon- 
| ored by the members of the associa- 
| tion which he founded and headed 
for many years. At a special lunch- 
eon meeting held in New York re- 
| cently, members of the Automotive 
Affiliated Representatives unveiled 
an oil portrait of Ben Asch that 
will hang in the executive offices 
of the association. 

Charles Spivack, past AAR pres- 
ident, acted as chairman of the 
occasion. Speakers included Fred- 
rick J. Lanning, the new general 
manager of Motor Equipment Man- 
ufacturers Assn., along with sev- 
eral past presidents of AAR. 


| And a fishing friend who harbors 
at Montauk Point out on the ex- 
treme end of Long Island, M. C. 
(Joe) Gale, who formerly headed 
up Buick is in a downtown New 
| York location and then took Buick 
|} out to West Hempstead, L. L., has 
recently taken on Rambler for 
|Great Neck and continues Edsel, 
| Fiat and Alfa-Romeo in West 
| ae, 


I will never forget Joe’s boat. 
As a fishing skiff it was really 
tops. He had a yen for hard work 
—going after tuna—and even had 
an electric hoist attached to a 
swinging boom to bring the big 
“fins” in over the side of the 
craft. 
| Most of us who are not intimately 
| connected with the engine rebuild- 
ing end of this business naturally 
assume that most of these shops 
are fairly large establishments and 
have quite a sizable work-force. I 
know that I thought so until I 
got a breakdown of the member- 
| ship of the Automotive Engine Re- 
| builders Assn. 
| In a recent survey of its mem- 
| bers, the AERA came up with the 
startling information (to me, at 
least) that 79 percent employ 10 
or fewer people. 
Only 3.4 percent were as large 
|as I had imagined most shops en- 


land in this type of work to be 


ja 


and were employing 30 or more 
men. 5 

While I have been in a number 
| of engine rebuilders shops, it was 
back in the days when Ford was 
setting up these rebuilders around 
the country and most of those 


shops were good-sized operations. 
o = > 


Sell Third of Tires 


IL COMPANY service stations 

sell one-third of all the replace- 
ment passenger-car tires, 38 per- 
cent of all the replacement batter- 
ies and 68 percent of all the 
antifreeze bought by American 
motorists, according to G. Raymond 
Cuthbertson, vice-president and 
general manager of the tire division 
of U. S. Rubber Co. 

This year these service stations 
will do $14 billion worth of 
“TBA” (tires, batteries, acces- 
sories) business, he claims, and 
mext year should top this figure 
by $100 million. Ten years ago 
this business amounted to $630 
million or less than half of what 
it is today. 

The surprising thing about these 
figures is not that this much busi- 
ness is being done, but that the 
franchised dealers of this industry, 
who have really been crying to high 
Heaven about profits the last two 
years, have allowed the filling sta- 
tions to take this business away 
from them without any real effort 
to capture it. 

Any franchised dealer can in- 
crease this type of business in his 
shop easily, and very profitably, by 
just insisting that everyone in his 
service shop who contacts owners 
ask them if they would like to buy. 
It’s just as simple as that! 
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DETROIT.—Here is the schedule 
of ficld service schools for the next 
month—a regular feature of AvuTo- 
motive News. 


For All Servicemen 


AMERICAN MOTORS— Zone} 
parts and service representatives 
will be completing their 1959 prod- 
uct training schools with their 
dealers from Nov. 24 to Dec. 19. 
These schools will cover the new 
Rambler 6 carburetor and all other | 
product improvements and changes. 


GMC TRUCK & COACH DIVI-| 
SION—Instruction in the approved | 
overhaul, maintenance and diag-| 
nosis procedures using the latest 
tools and equipment is available 
free of charge to all service per-| 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- | 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans-| 
missions (Hydra-Matic, twin| 
Hydra-Matic, and torqmatic), 4.| 
diesel engine (one-week tuneup 
class or two-week overhau)), 5. 
gasoline engine tuneup, 6. gasoline | 
engine overhaul, 7. power steering 
(in-line or booster type), 8. carbure- 
tion, 9. four-wheel drive, 10. air- 
suspension, 11. hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC | 
Truck & Coach Division, Pontiac 
11, Mich. 


INTERNATIONAL HARVESTER 
CO. MOTOR TRUCK DIV., Atlanta, 
Ga., and Dallas, Tex., Motor truck 
technica] training centers. Training 
is now being conducted for south- 
east and southern regions dealers’ 
servicemen and fleet maintenance 
supervisors at Atlanta, and for 
southwest and west central regions 
dealers’ servicemen and fleet main- 
tenance supervisors at Dallas. The 
training center covers engine over- 
haul procedures emphasizing the 
fitting of pistons an drings, crank- 
shaft bearings and the importance 
of valve reconditioning. Engine 
performance, diagnosis, ig nition, | 
and carburetion, together with! 
minor and major tuneups, is part | 
of the training provided. Auto- 
matic, Select-O-Matic, and Road-| 
rangers transmissions, the new In- 
ternational Harvester rear axles as | 
well as air and hydraulic brake| 
Systems are included. The training | 
is conducted by the tell-show-do 
method. As each serviceman per-| 
forms the various service opera-| 
tions, correct diagnosis, service pro-| 
cedures and the use of special! tools | 
are emphasized. Atlanta classes are | 
limited to 18 per week and Dallas| 
classes to 20 per week to allow the! 
instructors to give individual atten- 
tion to each serviceman. Separate | 
classes are conducted for the fleet} 
maintenance supervisors. 


STUDEBAKER-PACKARD — 
During the months of November 
and December, zone parts and 
Service representatives are con- 
ducting a series of service clinics 
for all dealers on the 1959 Stude- 
baker. Emphasis will be placed on| 
training relevant to the Lark model 
and the features embodied in this 
car. 

Permanent training centers at 
New York, South Bend and Los 
Angeles are introducing an exten- 
sive course in all phases of Stude- 
baker-Packard and Mercedes-Benz 
cars and is particularly designed 
for newly appointed dealers. These 
courses are scheduled for a mini- 
mum two-week period for each 
serviceman from a dealership. 
Training will be directed at New 
York by F. X. Coghlan, at Los 
Angeles by L. J. Young, and at 
South Bend by A. S. Kidder. 

WHITE—1. Practical demonstra- 
tion courses for maintenance su- 
Ppervisors at the White factory 
School, showing latest maintenance 
methods and _ supervisory tech- 
niques. Short courses in various 
phases of maintenance tailored to 
the individual and his position. 2. 














Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 





In-shop consulting services of 


| White maintenance engineers who 


work directly with the operator's 
personnel at fleet shops or head- 
quarters in the development of 
more effective maintenance meth- 
ods and improved maintenance 
techniques, 3. College short courses 
in maintenance supervision being 
offered at colleges and universities 
throughout the country through a 
grant of the company’s to the Na- 
tional Advisory Committee for 
Motor Fleet Supervisory Training 
and the Institute of Public Safety 
at Pennsylvania State University. 

Anyone wishing to attend these 
classes can contact T. W. Lauer at 
White Motor Co., Cleveland. Next 
class Dec. 8-12. 


For All Servicemen 


ALLEN ELECTRIC AND 
EQUIPMENT CO., Kalamazoo, 
Mich—The Allen Power-Tune 
course, covering diagnosis and cor- 





rection of engine and electrical per- 
formance troubles includes training 
on regulators, generators, batteries, 
distributors, ignition circuit and use 
of Allen Scope. Also Allen PM 
Tune-Up School for learning the 
fundamentals of the tuneup busi- 
ness including servicing and mer- 
chandising. 

Both schools are sponsored by 
Allen wholesalers in the U. S. and 
Canada. A nominal fee is charged. 
For starting dates, contact local 
Allen wholesaler or write directly 
to Educational Department, Allen 
Electric & Equip. Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 

AMMCO TOOLS, Inc., North Chi- 
cago.—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instruction 
facilities available through 28 
mobile units manned by factory- 
trained technicians. No instruction 
charge. 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 

(Continued on Page 30, Col. 1) 





At S-P Service School— 


These are busy days at the Studeboker-Packard Corp.'s technical service school at 
South Bend as parts and service representatives of S-P’s 15 nationwide zones receive 
training on the new Lark. From left are L. W. McCabe and B. W. Nestlerode, technical 
instructor at the school. From left, rear, are E. L. Duncan, N. W. Herbert, Harry Bul- 
lock, general service manager, Studebaker-Packard of Canada; A. B. Richards, H. A. 
McAfoos, C. G. Burkhart, T. B. Zumwalt, and R. L. Schuberg. 








McQUAY-NORRIS makes 
the finest BEARINGS 


in the world! 





ST. LOUIS « TORONTO 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 29) 


of scheduled classes and enrollment 
contact Barrett Equip. Co., 2101 
Cass Ave., St. Louis 6, Mo. 

BEAR MFG. C©CO., Rock Island, 
Iii.—School offers training in align- 
ment, balancing and frame 
straightening and is located at 2103 
Fifth Ave., Rock Island, Ill. Ad- 
dress all inquiries to Mildred T. 
Clark, registrar. Next class Nov.| 
24-Dec. 8. 

BENDIX PRODUCTS DIVISION, | 
South Bend—Courses are offered on 
Bendix power brakes and Strom-| 
berg carburetors through schools 
sponsored by authorized Bendix dis- 
tributors. The schools provide the 
basic service and sales training for 
automotive servicemen required in 
the development of service dealers. 
Classes are scheduled by each dis- 
tributor to meet local needs and the 
length of an individual course is 
three or four evenings or one full 
day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend 

DE VILBISS CO., Toledo—Special 
schools in industrial product finish- 
ing, maintenance, painting, general 
refinishing, service training, auto- 
motive jobber and portable-equip- 
ment jobber personnel are offered 

The week-long classes are held 
at the factory in Toledo, with the 
daily sessions running from 8 a.m. 
to 5 p.m. Eligible are owners or 
sellers of DeVilbiss equipment or 
their representatives or operators. 
There is no fee and equipment and 
materials are furnished. The stu- 
dent must, however, meet his own 
transportation and living expenses. 

The school is maintained as a 
service to users and distributors to 
increase their knowledge of the 
operation and use of the com- 
pany’s products. For those who are 
unable to arrange a trip to Toledo 
for training, the company conducts 
a number of field schools each year 
and information about them can be 
obtained from the Education De- 
partment, DeVilbiss Co., Toledo 1, 
O. One-week classes of limited size 
covering theory, maintenance and 
servicing of spray painting equip- 
ment. The subject of spray painting 
is broken down into four categories: 
Industrial. auto refinishing, auto- 
motive jobber, and portable equip- 
ment jobber. No instruction charge. 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 

ELECTRIC AUTO-LITE CO., To- 
ledo—Instructors qualifying course 
will be sponsored by Auto Electric 
and Service Corp., 15550 Woodrow 
Wilson Ave., Detroit, Mich. 

INLAND MFG. ©CO., Omaha 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—-$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring: Use 
and maintenance of equipment; 
fundamentals of merchandising, 
advertising and pricing. Write to} 
J. V. Grasso, 1108 Jackson &t., 
Omaha, Neb. 

RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake serv- 


Free Brake Check | 
Hikes Reline Work 
For Baglier Ford 


GIRARD, O.—“Ask the customer | 
and he will buy” is a motto that) 
is paying off for the Baglier Ford | 
Sales, Inc. 

When a motorist leaves his car 
for lubrication or other service 
work, Baglier mechanics pull 24 
wheel and check the brakes. This 
inspection is free. Customers can 
decline it, but very few do. 

The wheel is shown to the cus- 
tomer and if the brakes seem to 
be worn to a dangerous point, the 
customer is asked to leave his car 
for an immediate job, or to make 
an appointment to have his brakes 
relined. 

Within a month, this policy 
brought in 20 brake relining jobs 
which Baglier otherwise might have 
lost. 


ice course will be held at the Ray- 
bestos Brake Service School and 
work shop located in Stratford, 
Conn. This course will consist of 
five consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 
All phases of brake service work 
such as major adjustments, minor | 
adjustments and complete brake} 


| overhauls of all types of both new| 


and old brake systems will be cov- | 
ered. Personal instruction is aug-| 
mented by a technical, 78-minute, | 
color, sound motion picture show-| 
ing adjustment procedure as well as 
changes made in 1957 and 1958) 
brakes. Individuals who success- 
fully complete the course will re- 
ceive a certificate showing that they 
are qualified to work on all types of 
automotive brakes. The course will | 
be conducted by A. D’Andrea, di- | 
rector of service training. For fur-| 
ther information, write to J. W.| 


Hefferon, Raybestos Division, 


Bridgeport 2, Conn. 

THERMOID CO., Trenton, N. J. 
— Brake-service school conducted 
at various times during the year, 
depending upon the demand. In- 
struction covers complete informa- 
tion on adjusting and servicing all 
types of brakes. Sessions are held 
in Trenton, N. J. 


UNITED MOTORS SERVICE — 
Instruction in factory-approved 
service methods, 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 


using the latest| 


and Guide autronic-eye), (4) auto-| 


matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 


Motors Service Classrooms operate | 


in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 


| Fla.; El] Paso, Tex.; Portland, Ore.; | 
| Dallas, Los Angeles, Memphis, At- 


lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


| Bendix Trains Distributors— 


Bendix products division, Bendix Aviation Corp., has long sponsored factory train- 
ing programs designed to teach service techniques and sales and promotional pro- 
grams to educational directors from the firm's central distributors. The directors, in 
turn, are responsible for training their own service distributors on the various Bendix 
products. The recent Bendix school, held in South Bend, had representatives from 
every section in the country in attendance. Reading clockwise are Harold Fuegner, 
St. Lovis; John Burell, Birmingham, Ala.; Jack Butler, Shreveport, La.; Arnold Nelson, 
Cleveland; Lyle Maunder; Wesley Selbo, Burlingame, Calif.; John MacKenzie, Boston, 
|} and Ross Sivers, Spokane. 













Maintenance Hints .. . 





Here’s How Experts Do It 


ene and lubricating locks 
for customers is important and 
timely at this season. 

To clean. Use ordinary oil can 
filled with benzine or naphtha to 
force fluid into lock. Work key in 
and out of lock five or six times 
to distribute fluid to working parts. 
Blow surplus fluid as well as dust 
and dirt out of lock with com- 
pressed air. 

To lubricate. After cleaning, blow 
micro-fine graphite into lock 
through keyhole. Work key in and 
out five or six times to distribute 
graphite. Remove all excess graph- 
ite from key and around the lock 
to prevent soiling clothes of oper- 
ator and passengers. 

Never use penetrating oil or 
cleaning fluids on lock interiors as 
these fluids simply act as dust col- 
lectors. Suggest to motorists that 
they keep a roll of Scotch tape in 
glove compartment to seal crack in 
top edge of lock and cover to pre- 


vent dampness entering during fall 
and winter season.—A.A.A. BuL- 
| LETIN. 

* * + 


Watch Fluttering 


 _. using a timing light to set 
ignition timing, it’s a good idea 
to accelerate the engine slowly to 
|see if timing advances smoothly. 
| Sometimes, according to the engi- 
|neers of Champion Spark Plug Co., 
| excessive wear in the bushing or 
distributor drive train will cause 
| fluttering or “fanning” of the tim- 
ing marks at certain r.p.m. 

If the flutter exceeds 3 degrees, 
the Champion experts advise, the 
condition should be corrected as 
| the engine is obviously not firing 
at the proper time.— CHAMPION 
Spark Prue Co. 

* + y 
Dodge Tappets 
—_—— the Red Ram engine 
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tappets and solid, non-adjustable 
rocker arms, there will be some en- 
gines built with hydraulic tappets 
and adjustable rocker arms. 

The adjustment screws are preset 
and should never be adjusted. Ii, 
however, the screws have been dis- 
turbed, the adjustment can be reset 
by following the methods below. 

For tappets with less than 2,500 
miles service: 

1. Starting with the number 1 
cylinder on top dead center com- 
pression, back off the adjusting 
screws until a .001” feeler gauge 
will pass, with a slight drag, be- 
tween the rocker arm screw and 
the valve stem. 

2. Remove the feeler gauge and 
turn the adjusting screw down 
exactly 2 to 2% turns. This will 
give the correct positioning. 

3. Rotate the engine % turn, nor- 
mal direction of rotation, and re- 
peat steps No. 1 and 2 on cylinder 
number 8. 

4. Continue rotating engine % 
turn at a time and adjusting the 
valves in firing order (1-8-4-3-6-5- 
7-2.) 


For tappets with greater than 


for 1959 incorporated hydraulic | 2,500 miles service (where varnish 





deposit may prevent full tappet ex- 
tension) : 

1. Adjust all rocker arm screws 
so that there is % inch clearance 
between the underside of the screw 
head and the top face of the rocker 
arm boss. (This adjustment does 
not take the place of correct in- 
stalled valve height which should 
still be adjusted as per the Shop 
Manual.)—Dopce Passencer Cars 
TECHNICAL Servick BULLETIN. 

* * + 
New Dipstick 
FFECTIVE with the 59 Chrysler 
and Imperial models, a new 
transmission fluid level indicator 
(dipstick) is used with an improved 
method for indicating the proper 
transmission fluid level. The new 
dipstick markings consist of the 
marks “ADD ONE PINT” and 
“FULL.” When checking fiuid level 
or refilling a Torque-Flite transmis- 
sion, the correct transmission fluid 
level is as follows: 


a, Transmission HOT, engine 
idling in neutral: Fluid level 
should be between the “Full” 
mark and the “Add One Pint” 
mark. Fluid should be added or 
removed to bring the level be- 
tween these two marks. 

b. Transmission COLD (below 





Read the Temperature. 
and SAVE! 


New Cold Bonderite System 


Cuts Heat Costs Up to 70% 








The temperature gauges on the 
input lines of a typical Cold 
Bonderite System installation tell 
the story. 40° to 75° cooler in 
cleaner, rinse and Bonderite than 
in the conventional hot phos- 
phating installation. 

And all that heat saved trans- 
lates into dollars saved, because 
chemical costs are comparable, as 
is the effective protection of the 
coatings produced. 


y 
« + 






Salt spray tests show effectiveness of 
coatings produced by Cold Bonderite 
System. 


PARKE;: 


BONDERITE and BONDERLUBE PARCO COMPOUND 





BONDERITE 
corrosion resistant aids in cold forming 
paint base of metals 


This is a thoroughly tested 
and proven system. The Cold 
Bonderite System is in use right 
now in many plants in many 
industries. And more are changing 
to it as they hear about the 
spectacular savings. 


@ A large automotive plant 
reports savings at the rate of 
40 carloads of coal per year. 


e An appliance manufacturer 
says the Cold Bonderite Sys- 
tem is saving 5¢ per cabinet. 


e@ Another manufacturer shut 
down one of his boilers 
because of reduced heat 
requirements. 


e@ An automotive plant is sav- 
ing about 12¢ per body. 


There are other operational sav- 
ings besides heat when you use 
the Cold Bonderite System. You'll 
use about 25% less water. You’ll 
save electricity because you won’t 


PARCO LUBRITE 
rust resistant 
surfaces 


*Bonderite, Bonderlube, Parco, Parco Lubrite—Reg. U.S. Pat. Of. 





RUST PROOF COMPANY 
2164 E. Milwaukee, Detroit 11, Michigan 
Tel: TRinity 5-3377 


wear resistant for friction heavy duty maintenance 
paints since 1883 


need to run an exhaust fan. You’ll 
save on maintenance. You'll cut 
down-time, since there’s no wait- 
ing for cool-off should service be 
required. 

There are so many benefits and 
advantages to the new Cold 
Bonderite System that you can’t 
afford not to investigate it for 
your plant. 

Call or write today! 





Parker quality and Parker dependability 
mean that your production lines will roll 
steadily and efficiently. 


TROPICAL 





100° F), engine idling in neutral: 
Fluid level should be between the 
“Add One Pint” mark and a point 
“% inch below” the “Add One 
Pint” mark. Fluid should be added 
or removed to bring the level be- 
tween these two positions.—CHryY- 

SLER Service BULLETIN. 

+ * * 

59 Ignition Timing 
1959 Cadillac Shop Manual 
states that the triple carburetor 
timing should be set at 10°. How- 
ever, there has been a change, and 
this should now read 7%°. The rec- 
ommended timing for four-barrel 

carburetors remains at 5°. 

During the removal and installa- 
tion of 59 Cadillac windshield wiper 
arm assemblies, servicemen may 
find it helpful to make use of a 
wedge type spacer to hold open 
the spring-loaded gap in the arm. 
The spacer can be made out of a 
hard wood or plastic type material 
and should be approximately 5/16- 
inch wide. 

By using the wedge type spacer, 
the removal and installation of 
the windshield wiper arm can be 
accomplished with minimum ef- 
fort. It will eliminate the neces- 
sity of having to pull while 
stretching the wiper arm at the 
same time. 

When removing the windshield 
wiper arm and blade assembly, pull 
the outer section of the arm assem- 
bly toward the center of the car 
and insert the wedge type spacer 
into the spring-loaded gap. The 
spacer will prevent the gap from 
closing, and will allow the cam 
follower to become disengaged from 
the cam ring without too much dif- 
ficulty. Then, pull out and up on 
the lower section of the arm to 
remove the assembly from the 
transmission shaft. When installing 
the wiper arm, reverse the above 
procedure. — Tue Capmiac Service- 


MAN. 
* * * 


Fuel Filter Element 


ya 58 SD V-8 engine fuel 
filter element should be re- 
placed after the first 1,000 miles 
of operation. The recommended re- 
placement period after this is at 
24,000-mile intervals as indicated on 
page 14-2 of the 1958 Ford Truck 
Shop Manual. 

The filter should be cleaned each 
8,000 miles of operation. 

It is suggested that the first 
1,000-mile replacement of the 
filter be indicated on page 14-2 
of the Shop Manual. 

If a fuel pressure and flow check 
reveals an excessive loss of pressure 
through the filter and cleaning the 
filter does not correct the condition, 
check for water in the fuel. Water 
|in the fuel will cause the filter ele- 
ment material to swell and restrict 
the fuel flow. 

A new hardenable iron valve tap- 
pet (B8QH-6500-A) is being used in 
production on "58 SD V-8 engines. 
The new tappets are available for 
service and should be used when 
valve tappet replacements are 
made.—Forp Division Propuct Sarv- 
ice Lerrer. 





° > = 
Dodge Fuel Filling 
- THERE is any tendency toward 
slow fuel filling, fuel filler hose 
kinking or fuel vent hose pinching 
may be the cause. 

The vent hose may be pinched 
by the body installation so that 
moving the hose slightly will elimi- 
nate e pinch. If the fuel filler 
hose is found to be kinked, a new 
type hose could be used to correct 
the problem. 

The new hose, P/N 1881811-P, is a 
wire reinforced type and 
also be used as a service replace- 
ment for the original hose.—Dopes 


Trucks TecHwicaL Service BULLETIN. 
7. * > 


Intake Ball Check 


|; accelerator pump intake ball 
check on the Carter four-barrel 
carburetor has been redesigned and 
relocated. The ball check is now a 
one-piece assembly and is | 
in the float bowl instead of on the 
flange gasket surface of the car- 
buretor body. Although the function 
of the ball check is unchanged, the 
two types are not interchangeable. 
Consult your Master Parts Catalog 
for part number information. 
Carburetors with the new ball 
check may be identified by the let- 
ters SA on the carburetor tag fol- 
lowing the carburetor model num- 
ber. — Pontiac Service CRAFTSMAN 
News. 





FORD FAMILY OF FINE CARS CLEARINGHOUSE + NO. 109 OF A SERIES 
San PRS oe : 


one 
yale Je 
es oo 


1939 You really sold that first Mercury! Through your 
efforts, the Mercury idea caught on... and fast! Priced 
between the Ford V-8 and the then Lincoln-Zephyr, this 
introduction opened a new medium-priced field from which 
you could sell. 


2ZOTH AND BHST: 


Completely new...a purpose in every line... with 
more entry and exit room, headroom and leg room. 
Here's terrific sales ammunition for Mercury dealers! 





d 





19859 Loaded with space-planned features and 
exclusive appointments that will help you sell: 1. 
wider doors for easier entry and exit; 2. floor tunnel 
lowered 50°, for middle-man comfort; 3. set-back 
dash and instrument panel for greater knee room; 
4. longer wheelbase for a smoother ride; &S. greater 
all-around visibility with more than 35 square feet 
of safety glass; 6. new parallel-action, overlapping 
windshield wipers; 7. special new V-8 engines offer- 
ing up to 345 hp. 


H 1959 MBHRCURY ! 


It’s Mercury’s 20th Anniversary year. And what better way to 
celebrate it than by introducing a totally new model—the best 
Mercury we’ve ever built! 


That’s not taking anything away from our past Mercurys. They’ve 
won a reputation for durability and dependability. This esteem is 
well warranted considering that of more than three million Mercurys 
produced since 1939, a full 75% are still in operation! 


The all-new 1959 Mercury features 15 models in four great series. 
Each has its own specially tailored engine. For example, the low- 


priced Monterey has a new, Special Economy V-8 Engine which 

gives top performance on regular gas—squeezes extra miles out of 

every drop of fuel! All models share space-planned features that 

give driver and passenger alike, more headroom, knee room and 

leg room than competitive cars. It’s easier to get in and out, too 
. no knee-bumping in a Mercury! 


With such an outstanding car—coupled with your enthusiastic 
sales efforts—this should be the most successful Mercury intro- 
duction in our history! Another reason why it’s great to be a dealer 
in the Ford Family of Fine Cars. 


FORD MOTOR COMPANY +¢ THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD « THUNDERBIRD « EDSEL *¢ MERCURY e 


GERMAN FORD LINE e 


LINCOLN ° 
FORD TRUCKS « TRACTORS e 


CONTINENTAL MARK IV ¢ ENGLISH FORD LINE 
FARM IMPLEMENTS « INDUSTRIAL ENGINES 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


9 
1 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

* * * 
ATLANTA 

Dixie Auto Auction. Sale every Tuesday. 
Prices are for sale of Nov. 4. Sale today 
Was still red hot. Cars were a little short 
but there was no hesitation on the buyers’ 
part for they took them home. 
BUICK—’58 Limited sedan, $3,175* (ps); 

Special Riviera 4-dr., $2,100*° (ps). 
"S7 Century Riviera sedan, $1,800* (ps); 

Special Riviera sedan, $1,765*, $1,645°; 

Super Riviera sedan, $1,750° (ps). 
"56 Century Riviera sedan, $1,300* (ps), 

ae (ps), $1,175*, $1,150° (ps); 

Riviera sedan, $1, 290° (ps), $1,- 


380° (ps); Super Riviera sedan, $1,- 
230° (ps); Special Riviera 4-dr., $1,- 
215°, $1,200°. 


"5S Century Riviera sedan, $1,200* (ps); 


Special Riviera 4-dr., $1,150*, $975*, 
$905*; Super Riviera sedan, $1,050° 
(ps), $980° (ps). 

"54 Special Riviera sedan, $815*; Super 
Riviera sedan, $755*. 

CADILLAC—'57 coupe de Ville, $3,500*° 
(ps), $3,460° (ps), $3,400° (ps); sedan 
de Ville, $3,290° (ps); (62) 4-dr., $3,- 
315° (ps), $3,100° (ps), $3,010° (ps). 

"56 (62) 4-dr., $2,355° (ps); coupe, 
$2,200° (ps). 

"55 (62) coupe, $1,910° (ps). 

"4 (62) 4-dr., $1,560° (ps), $1,470° 
(ps). 

"53 (62) 4-dr., $900°. 

"62 (62) 4-dr., $655°. 








"57 °'S8 
Feb, 


"57 
March 


Prices of '57s added and '49s dropped in Novem ber, 1956, Prices of ’58s added and '50s dropped in December, 1957. 


"58 "s) 68 


Apr. 


"67 
May 





"68 "S7 °S8 


June 


"57 °58 
duly 


"57 1°68 
Aug. 


Figures alongside bars represent dollars. 


"49 (61) 4-dr., $360°*. 


CHEVROLET—’58 Impala (8) conv., 
330°; sedan, $2,290°, 
(8) Hardtop, $2,175*, $2,100°; sport 
coupe, $2,090*; 4-dr., $2,075*; Bis- 
cayne (6) 4-dr., $2,010: 2-dr., $1,990° 


(ps). 

"57 Corvette, $2,160; Bel Air (8) 
tion wagon, $1,900°; sport coupe, 
760, $1,700, $1,675*, $1,640*°; Hardtop, 
$1,700*°, $1,695*, $1,680°; 4-dr. $1,- 
615*, $1,550°*, $1,540° (ps), $1,500°, 
$1,400; Two-ten (8) station wagon, $1,- 
475°; 4-dr., $1,390° $1,130°; 2-dr., 
$1,350°, $1,260, $1,210; Two-ten (6) 
Hardtop, $1,415; sport coupe, $1,405; 


$2,- 
$2,100; Bel Air 


sta- 
$1,- 


One-fifty (6) 2-dr., $1,090. 

"56 Bel Air (8) station wagon, $1,315* 
(ps); Hardtop, $1,300*, $1,090*°; sport 
coupe, $1,265°, $1,210°, $1,130, $1,- 
115°; 4-dr., $1,250°, $1,190*, $1,160*, 
$1,075; 2-dr., $1,175* (ps), $1,140*°; 
Two-ten (8) 4-dr., $1,045*, $1,030, 
$1,000; 2-dr., $985, $975; Two-ten (6) 
2-dr., $905°. 

"55 Bel Air (8) 4-dr., $1,050°, $995°; 
sport coupe, $1,030°' $1,000° $980*; 
station wagon, $1,015*; Bel Air (6) 2- 
dr., $850; Two-ten (6) 2-dr., $860, 
$850; 4-dr., $745. 

"54 Two-ten 4-dr., $385. 

"41 Deluxe 4-dr., $685. 

CHRYSLER—'57 Windsor 4-dr., $1,575* 


(ps). 
"55 Windsor sedan, $1,015*. 

DeSOTO—'56 Firedome Hardtop, $1,335* 

(ps). 
FORD — ‘58 Thunderbird conv., $3,650*° 
sedan, $3,650° (ps); Skyliner 
, $2,380° (ps); Country sedan 
(8) station wagon, $2,270° (ps), $2,- 
240° (ps); Fairlane (8) 2-dr., $2,095, 
$1,760°; Hardtop, $2,065*, $2,025°, $2,- 


020°, $2,010* (ps), 
815*; Custom (8) 
605°; 4-dr., $1,660°. 

"57 Fairlane (8) Hardtop, $1,725*, $1,- 
705°, $1,690°, $1,640°, $1,555*°, $1,- 
535°, $1,485°; Country sedan (8) sta- 
tion wagon, $1,715*, $1,700* $1,650°, 
$1,600°, $1,550°, $1, 540°: Fairlane (8) 
conv., $1,610°; 4-dr., $1,525*, $1,515, 
$1,475*; 2-dr.. $1,465*, $1,360: Cus- 
tom (8) 4-dr., $1,370°, $1,300* $1,- 
220, $1,215; 2-dr., $1,275. 

"56 Country sedan (8) station wagon, 
$1,260°, $1,060° (ps); Fairlane (8) 
Hardtop, $1,230°, $1,225*, $1,200°, $1,- 
160°, $1,140° (ps), $1,130*, $1,130*° 
(ps), $1,090°, $1,060° (ps); 4-dr., $1,- 
200°, $1, 190*, $1,150°, $1,115*; Cus- 
tom (8) 4-dr., $1,075*, $950, $880; 2- 
dr., $1,060°; Ranch Wagon (8) sta- 
tion wagon, $1,055; Main (6) 2-dr., 
$775. 

"55 Country sedan 


$1,975*; 4-dr., 
2-dr., $1,835*, 


$1,- 
$1,- 


(8) station wagon, 


$1,100°; Fairlane (8) Hardtop, $1,050*, 
$980°; 4-dr., $1,030°, $995°, $815*; 
Custom (8) 4-dr., $620. 

"54 Custom 4-dr., $585. 


"53 Ranch Wagon station wagon, $420. 
"51 Custom 2-dr., $500. 
IMPERIAL—'55 sedan. $1,040° (ps). 


MERCURY—'58 Commuter station wagon, 


$2,.720° (ps); Monterey Hardtop, $1,- 
965°. 

"57 Monterey conv., $1,715*; Hardtop, 
$1,435. 

"56 Custom station wagon, $1,090*. 

OLDSMOBILE — ‘57 (88) Holiday 4-dr., 

$1,870° (ps); (88) conmv., $1,710* (ps); 
(98) conmv., $1,820° (ps). 

"56 (88) Holiday coupe, $1,350*. 

"55 (88) Holiday coupe, $990*; (88) 
conv., $960° (ps); 2-dr.. $910. 


"54 (88) Holiday sedan, $910*. 





"57 °58 
Nov. 
to Date 


"57 7°58 
Sept. 


"87 
Oct. 


"68 
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PLYMOUTH—’57 Belvedere conv., $1,830*° 
(ps); 4-dr., $1,235*, $1,190°. 
56 Belvedere 2-dr., $875. 
"55 Savoy 4-dr., $760*; 2-dr., $705. 
"54 Savoy 4-dr. ‘3460. 


PONTIAC—'57 Chieftain coupe, $1,715*. 
"56 Chieftain 4-dr., $1,210*; Star Chief 
coupe, $1,205* (ps); 4-dr., $1,125*. 

54 Chieftain 4-dr., 
RAMBLER—’58 Ambassador 4-dr., 

(ps). 

"55 Custom station wagon, $860. 
STUDEBAKER— 54 Champion 4-dr., $340. 
MISCELLANEOUS—'58 Willys %-ton pick- 

up truck, $1,220. 

"55 Ford %-ton pickup, $700. 


CHICAGO 


Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 4. 

Market very strong. We had a iot of 
sharp cars and they all brought top dollar 


$2,155° 


at Arena. Sold 443 cars from 594 con- 

signments. 

BUICK—’58 Century Riviera 4-dr., $2,540* 
(ps); Riviera 2-dr., $2,505* (ps); Spe- 
cial Riviera 2-dr., $2,145°. 

"S57 RM conv., $2,205* ‘ps); Riviera 4- 
dr., $2,030° (ps); Riviera 2-dr., $1,- 
885° (ps); 4-dr.. $1,790° (ps); Super 
Riviera 4-dr., $1,730° (ps); Special 
4-dr., $1,645*°; Riviera 2-dr., $1,450*° 
(ps). 

"56 Century Estate wagon, $1,.475* (ps), 
$1,375* (ps), $1,300° (ps); RM 4-dr., 
$1,470° (ps); Super Riviera 4-dr.. $1,- 
425° (ps); 4-dr., $1,280° (ps), $1,225*°. 

"55 RM Riviera 2-dr., $1,075* ips); 4- 
dr., $1,025° (ps); Special Riviera 2- 
dr., $1,035*, $950*, $900° (ps); Riviera 
2-dr.. $1,010°. 


"54 Special Riviera 2-dr.. $725*. 


OADILLAC—’58 (62) sedan de Ville %. 
350° (ps), $4,125° (ps); coupe d& 
Ville, $4,100* (ps). 

*S7 (62) conv., $2,970* (ps). 

"56 (62) coupe de Ville, $2,375* (ps), 
$2,285° (ps), $2,100° (ps); sedan de 
Ville, $2,200° (ps), $2,185* (ps) $2. 
050° (ps), $1,975* (ps). 

*55 (62) coupe de Ville, $1,930*° (ps); 
sedan de Ville, $1, 695° (ps), $1,525* 
(ps), $1,500* (ps). 

"54 (60) Special 4-dr., $1,675* (ps); 
(62) sedan de Ville, $1,655*° (ps), $1,. 
525° (ps); coupe de Ville, $1,609 
(ps); qonv., $1,275* (ps). 

"563 (62) sedan de Ville, $950* (ps). 

CHEVROLET — ’'58 Impala (8) Hardtop, 
$2,300* (ps); coupe, $2,250* (ps); Im. 
pala (6) Hardtop, $2,175; Bel Air (8) 
conv., $2,220* (ps); Hardtop 4-dr., $2,. 
110°; Hardtop 2-dr., $2,035*, $2,000 
(ps), $1,860°; 2-dr., $1,825*; Brook. 
wood (8), $2,155* (ps); Biscayne (8) 
4-dr., $1,900*, $1,855*; Biscayne (6) 
2-dr., $1,785, $1,695; 4-dr., £1,735; 
Delray (6) 2-dr., $1,650, $1,635 $1,. 
630. 

’57 Bel Air (8) Hardtop 4-dr., $1,725*, 
$1,675*; Hardtop 2-dr., $1,625*, $1,. 
570°; conv., $1,595°, $1,590°; 4-dr. 
$1,375*; Two-ten (6) station wagon, 
$1,715*; 4-dr., $1,485*, $1,380°; Hard- 
oop, $1,360; Bel Air (6) Hardtop 2. 

$1,525; 2-dr., $1,220; Two-ten (8) 
ode. $1, 275°. 

"56 Corvette, $2,110; Bel Air (8) Hard. 
top 2-dr., $1,315*, $1,125*; 4-dr.. $1,- 
175*; 2-dr., $1,150°; Bel Air (6) 4 
dr., $1,210*; Two-ten (6) station wag- 
on, $1,035. 

55 Bel Air (8) 4-dr., $1,090*; Hardtop 
2-dr., $865; Bel Air (6) Hardtop 2 
dr., $1,000*°; Two-ten (8) Delray, §1,. 
015°; 4-dr.. $910°, $800; Two-ten (6) 
station wagon, $885*; 2-dr., $850*; 
Delray, $825°. 

CHRYSLER — ‘57 NY Hardtop, $2,185* 
(ps); Windsor 4-dr., $1,700* (ps). 

"55 (300) Hardtop, $1,300°; NY 4-dr., 
$1,100*; Windsor Hardtop 2-dr., §$1,- 
010° (ps). 

DeSOTO—'5S Firedome Hardtop 4-dr., §2,- 
170°. 

‘57 Firedome Hardtop 4-dr., $2,000° 
(ps). 

"56 Firedome 4-dr., $1,290*. 

‘55 Fireflite Hardtop 2-dr., $900° (ps). 

DODGE—'57 Custom Royal (8) Hardtop, 
$1,745°; 4-dr.. $1,605*; Coronet (8) 
Hardtop, $1,600°. 

"56 Coronet (8) Hardtop, $1,150*; Royal 


(8) Lancer, 
"55 Coronet 


$1,100° 
(8) station -wagon, $940*; 


Hardtop 4-dr., $915°; Hardtop 2-dr. 
$890". 

FORD—'58 Thunderbird, $3,505*; Fairlane 
(8) 500 Skyliner, $2,600* (ps), $2,390"; 
Victoria 2-dr.. $2,110° (ps), $2,025* 
(ps); conv., $2,050° (ps); Fairlane (6) 
500 sedan, $1,800. 

‘S7 Thunderbird, $2.555*; Fairlane (8) 
500 Skyliner, $2.105* (ps), $1,900" 
(ps); Victoria 2-dr. $1,905* (ps), $1,- 
750°, $1,600°, $1,560° (ps): Custom 
(8) 300 station wagon, §1,805* (ps); 
country sedan, $1,745*. $1,660*°, $1,- 
475°, $1,200°; . Fairlane (8) Victoria, 
= 425°; 2-dr. $1,150°; Custom (8) 4- 

, $1,180°; 2-dr., $1,100, $1,060; Cus- 
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COLORADO 


Denver Auto Auction 
6% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 
by Empire Auction Insurance 














Senseeee sate saSees 


LITTLETON, COLO. SOUTH DENVER 
DEALERS ONLY 
Sele Every Monday—11:00 am. 
Owners: Francis Kopter 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 

Dealers Auto Excha in our 12th r 

ja: 


Sale every Wednesday - 11:00 AM. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 11 
A.M. adipnennl Dealers only. 


North-East-South-West 





INDIANA 





SALE EVERY FRIDAY 


CARS AT 12:30 P.M. 
TRUCKS, NOV. 28th, 11 A.M. 


Checks and Titles Guaranteed 


11 years—same location—Rte. 30, 
2 miles west of Rte. 4! 


UNien 5-2361 Chicago line: REgent 1-6181 








MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 
19241 Dix—Toledo Highway—Route 25 
Just ' mile from Detroit City Limits 
MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





GRAND RAPIDS AUCTIONS, INC. 
Gn Mii=Gae Hell at wet ef Crandeitie, 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 
Phone: ARdmore 46-4720 








| $T. LOUIS AUTO 
| AUCTION BARN, INC. 
3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








NEW JERSEY 


CROSSROADS OF THE EAST 


N-A:D-E 


WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 

Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 

All Titles and Checks Guaranteed 


Ev: 





_NEW YORK _ 





NEW YORK CITY'S 


Shyline Mule Auctions. 








EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 








Thruway Auto Auction, Inc. 
Rovte 188 Buffalo, New York 
EVERY TUESDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


Flyi Dealers — Land at Buffalo Air-Park, 
miles south of Buffalo “\sunicipal Airport. 
Hard surface runway - Unicom Radio. Auction 

only five minutes away. Call us, we'll 
pick you up. 


zr°? 





LAFAYETTE—Syracuse Auto A 
Center of Empire State. Check an 
Title Protection. (Wed.). 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








LUC A D, the Dealers’ Directory 
te Leading Auto Auctions. 





OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Mendey, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 








PENNSYLVANIA 








MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


¥%& Dual Lane Selling 
%& Auction Checks 
%* Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





\ 


TENNESSEE 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


\ 








WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 
10644 E. Marginal Way Seattie 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 
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Affecting Factories and Dealers... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


More dealers are using local tele- 
yision to push new-car sales, and 
some give the medium credit for 
sending them from a so-so opera- 
tion to, in many cases, the top car- 
gelling organization in their terri- 
tory. 

Some of the dealerships that 
the highly active in sponsorship 
of live television shows, late- 
evening movies and sports events, 
are: 

Bob Jones Skyland Ford and Bob 
Jones Midway Mercury, both of| 
Denver; Riverside Motors (Olds-| 
mobile-Cadillac), Goshen, Ind.; An- 
thony Abraham Chevrolet, Miami; 
Dan Rohyans Ford, Columbus, O.; | 
Nalley Chevrolet, Atlanta; Timmers 
Chevrolet, Atlanta; Weiss Motor} 
Co. (Ford), Baltimore; Womble 
Olds-Rambler, Lubbock, Tex.; Wal-| 
ton Motor Sales (Chrysler), Chi- 
cago; Commonwealth Ford, Rich- 
mond, Va.; Empire Lincoln-Mercury, 
Spokane. Wash.; Ben Medow’s 
(Plymouth-Dodge-DeSoto -Chrysler- 
Imperial), South Bend; Courtesy 
Motors (Dodge-Plymouth), Salt 
Lake City; Lex Mayers’ Chevrolet, | 
Inc.. Columbus, O.; Li-Conn, a sub- 
sidiary of Auto Imports, Ltd. (Ren- 
auit), Hartford and New Britain, 
Conn. 

Archway Ford, Baltimore; George 
Byers Sons, Inc. (DeSoto-Plym- 
outh), Columbus, O.; Jack Ross 
Lincoln-Mercury, Phoenix, Ariz.; 
Sirv Auto Imports (Jaguar-Goliath- 
Goggomobil-Lloyd-Maico-Skoda), 
St. Louis; Daniels Motors, Inc. 
(Chevrolet-Oldsmobile), Colorado 
Springs, Colo.; Courtesy Motors 
(Ford), Chicago; Murray Vout 
(English Ford-Studebaker), Salinas, 
Calif.; Steeves Motors, Ltd. (Cadil- 
lac-Buick-P ontiac-GMC Trucks- 
Vauxhall), Moncton, New Bruns- 
wick, Canada; Moses Pontiac ‘also 
Renault-Vauxhall), Huntington, W. 
Va.. and Brand Motors (Ford), Los 
Angeles. 

In the supplier field, two heavy 
users of local television are Sun 
Motor Exchange, auto engine 
builders, Phoenix, Ariz, and 
Brodie’s Muffler Service Centers, 
Detroit. 

Auto dealers associations that 
use television on a local scale are 
the Delaware Valley Dodge Deal- 
ers, Philadelphia, and Twin City) 
District Ford Dealers, Minneapolis- | 
St. Paul. 

Municipal Auto Sales, a used-car 
dealer in Miami, also is a heavy 
user of local television. 

> . > 


Record Pages for Digest 

The November Reader’s Digest 
is the largest issue, 268 pages, 
ever published by the magazine, 
according to Fred D. Thompson, 
ad director. 

It carries 77% pages of adver- 
tising, with a volume of more 
than $2,640,000. 


Thomas Names Agency 
Perley A. Thomas Car Works, 

Inc., High Point, N. C., has retained | 

Graem Yates Advertising Agency | 

to handle its public relations and| 

advertising. Thomas manufactures 
es. 





Coy Gets Two Accounts 


The Automatic Car Wash Assn. 
and the Michigan Automobile Sales- 
men’s Assn. have selected Coy & 
Associates to handle association op- 
erations and public relations. 

Coy & Associates is a Detroit- 
based advertising, public relations 
and promotion counselling firm. 

cd * - 


Rambler Goes to College 


American Motors Corp. is mak- 
ing a bid for the college market 
with an advertising campaign in 
top college newspapers. 

Starting last week and planned 
into next May, the campaign will 
use 200- and 400-line advertise- 
ments in more than 100 student 
papers, most of them dailies. 

Among the newspapers on the 
schedule are those of the Uni- 
versity of Wisconsin, University 
of Michigan, Amherst, Columbia, 
Cornell, Harvard, Notre Dame, 





Penn State, Princeton, Purdue, 
Stanford, University of Southern 
California, Yale and Wesleyan. 


x * * 


Elephants on the Road 


Packey, the flying elephant, has 
become the official emblem of 
Highway Trailer Co., Edgerton, 
Wis. He also will be featured ex- 
tensively in the company’s advertis- 
ing. 


* * * 


New Account for Coleman 
Harry Coleman & Co., Chicago, 


has been retained as public rela-| 


tions counsel for Dupli-Color Prod- 
ucts Co., Inc., manufacturer of 
touchup products for automobile 
and household uses. 

* = = 


Personnel Changes 


John L. Beers from sales promo- 
tion manager of Chrysler Corp. to 
manager of the central division 


























Truck 





Ausco 








Looks like you’re 
going to have to pull 
the transmission. 


@ Adjustable Saddle 
moves up and down. 


@ Adjustable sides move 
in or out or form a “V”. 


@ Transmission is safely 
and securely held. 


Call your Ausco jobber and 
ask him about the conven- 
ient, safe Ausco Hydraulic 


and how well it works with 


Auscox 


AUTO SPECIALTIES MFG. CO., INC. St. Joseph, Michigan 
Other plants in Benton Harbor and Hartford, Mich. and Windsor, Ont., Can. 
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(Detroit) of Theatre Network Tele- 
vision . . . Merritt L. Smith from 
executive advisor to director of ad- 
vertising and publicity for Metal & 
Thermit Corp., New York . 


M. S. Griffin from assistant ad-| © 


vertising director to staff director 
of advertising for Thompson Prod- 
ucts division of Thompson Ramo 
Wooldridge, Inc., succeeding Fred 
R. Witt, who retired Nov. 1 after 





Fred R. Witt 


| 36 years service with Thompson... 
Frank A, Wagner from advertising 
and sales promotion director of the 
technical products department of 
RCA Service Co. to creative direc- 
| tor of Close & Patenaude, Philadel- 
|phia and Wilmington (Del). sales 
promotion agency. 










Transmission Handler 


Steel Garage Horses. 


TRUCK TRANSMISSION JOBS 
DON'T BOTHER US ANY MORE! 


Not since we got our handy Ausco Hydraulic 





An interested group pauses before one of the numerous exhibits in the Detroit 
offices of Campbell-Ewald Co. during the agency's “Media Week." Contrast between 
an early 1920 ad and modern techniques are pointed out by, from left, Colin Camp- 
bell, Campbell-Ewald executive vice-president, to H. G. Little, board chairman; W. G. 
Power, Chevrolet advertising manager; Jack Izard, Power's assistant; and Carl Georgi, 
agency media director. 






Truck Transmission Handler 






























That's 
a mighty 
handy jack for 
lots of jobs! 






Makes handling 
transmissions, carriers 
and differentials 
safer, too! 
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Auto Personnel 


©. Gregg Geiger has been pro-|ner, C. G. Spencer and W. Homer 
moted to the position of general| Thompson, director. 
sales manager, Jdhns-Manville | os © 


Dutch Brand division, Chicago. | Riordan Named Consultant 


Geiger began his career with} 5 a 
Johns-Manville in 1947 as a market| Edward D. Riordan has joined 
the Chicago Office of Stevenson, 


analyst in the Dutch Brand division 
at Chicago. He was named mer- 
chandise manager of the division in 


| relations consultant. 
July, 1950. 


| a 
Ort ent | General Shifts Ramier 
President, 3 Vice-Presidents | Don A. Ramier has been named 
Elected by Enjay Co. | to manager, passenger tire sales for 


: |the Houston division of The Gen- 
=: goad aos c= poneagee + Bh oe eral Tire & Rubber Co. Associated 


with General Tire for the past 11 
products a" Gn Ga ees (yea Ramier was formerly with 
been elected pres- | the company’s Memphis division. 
ident of Enjay/| . ° 
Co. Inc. New| M-E-L Names Coll Chief 
| Of Sales in Detroit District 


York. 
oe _ E. F. Coll has been appointed De- 
election of three troit district sales manager for 
wiees presidents. | M-E-L. He joined Ford Motor Co. 
They insinde Kari | in 1948 as a zone manager in the 
| Pittsburgh district. 
Coll will be responsible for the 


J. Nelson, Harold | 
J. Rose and A.| cic of Mercury, Edsel, Lincoln and 


Donald Green. A. 

J. E. Wood Bruce Boehm will | 
continue to serve as executive vice- 
president and director of Enjay. | 


Jordan & Harrison, Inc., as labor} 7 


| Continental cars in nearly 200 ager of development engineering 
| dealerships in all of Michigan,|from 1941 to 1952. Since then he 

Northwest Ohio and Northeast In-| served chiefly as an engineering 
| diana. | consultant with the title of project 


e 2. i» | engineer. 


Outdoor Advertising Elects 


Chief Executive Officer 


Felix W. Coste has been elected 
— president of Out- 
| » door Advertising, 

Inc., beginning 
Jan. 1, 1959, Coste 
y p retires as vice- 
E president and 
marketing direc- 
-tor of Coca-Cola 
Co. on Dec. 31. 
Coste will be 
Outdoor Adver- 
tising’s chief ex- 
ecutive officer 
Felix W. Coste and will direct 
the activities of the organization 
with the assistance of John L. 
Bricker, executive vice-president. 
= * = 


| Republic Gear Appoints 
Gordon President 


Steven S. Gordon has been ap- 
pointed president of Republic Gear 
Co., Detroit. Gordon formerly was 
vice-president and general man- 
ager, carrying out the functions of | 
president. Prior to that he was} 
sales director. 

= + > 

Borg-Warner Ups Spots 

Donald R. Spotz has been elected 
president and general manager of | 
Pesco products division and | 
Wooster division of Borg-Warner} 
Corp., Bedford, O. He previously | 
was sales vice-president for Pesco. 

* + = 


Auto-Lite Names Bardin | 
Earl M. Barden has been ap-| 


Donley Retirement Ends pointed special Detroit sales engi-| 
neer for Electric Auto-Lite Co.,| 


40-Year Career with FWD 
Toledo. He formerly was technical | 


Burt G. Donley, pioneer engineer ; ; 
in the heavy-duty truck field, has services Girector for Dated Corp. 
retired after 40 years with Four _ . . 

7 ‘a White Elects Nave 


Wheel Drive Auto Co. 
Henry J. Nave, executive vice- 


Donley, 75, joined FWD in 1919 
as chief draftsman and was man-| president of White Truck division, 


White Motor Co., 


Cleveland, hag 
been elected a director of the com- 
pany. Nave succeeds the late F’. H, 
Chapin. 

ees 
Kaiser and Wilkins Appointed 
Regional Sales Managers 

David J. Kaiser, a former district 
sales manager for Permatex Co, 
Inc., in the Rocky Mountain area, 
has been promoted to Western re- 
gional sales manager. He succeeds 
Ralph E. Wilkins who has been 
appointed Southeastern regional] 
sales manager. 

Kaiser's headquarters for the 
Western region will be Denver. 
Wilkins will make his headquarters 
in Florida. 

= = * 


Reynolds Appoints Two 
Reynolds & Reynolds Co., Day- 
ton, O., has appointed Carl Hassel 
to its Jacksonville district sales of- 
fice, and Richard Constant to its 
New York district office. 
* = ” 


Toms Succeeds Montagnet 


filliam A. Toms is the new At- 
lanta district sales manager for 
Mercury, Edsel, Lincoln and Con- 
tinental. He succeeds George P. 
Montagnet, who takes a similar 
position in Jacksonville, Fa. 


* > > 
Baker Joins Miley 
L. J. Miley Co., Chicago, has an-| = 7 
nounced the appointment of David | 
Baker as sales manager. Baker! e | 


formerly was vice-president and| 
general manager of Wyzenbeck &| 
Staff, Chicago. | 
+ > > | 

Arvey Elects Hartman 
Arvey Corp., Chicago, has an-| 
nounced the election of Milton B.| 
Hesslein as vice-president, and his | 
assignment as manager of the De- 
troit division. 


Spencer Reelected President 


Of Pioneer Finance 


Lester Spencer, Richfield, Utah, 
has been reelected president of Pi-| 
oneer Finance and Thrift Co. at the| 
firm’s annual meeting in Salt Lake | 
City. 

Other officers who were reelected 
include Fred J. Bacon, vice-presi- 
dent; T. Kay Lyman, executive) 
vice-president; T. R. Olsen, secre- | 
tary-treasurer; and Glen T. War-| 


MOTOR ey 
MIASTER 


DEFIANCE OHIO le 


a - _ eee 


KEEP SICKENING 
EXHAUST FUMES OUT 


OF YOUR GARAGE! | 


With A Standard 
NATIONAL 
EXHAUST REMOVAL KIT 


Choose from 6 overhead or underfloor 
systems. Removes exhaust fumes without 
heat loss to your shop. Complete “pack- 
aged” kit includes motor, blower, tailpipe 
adapters, ducting and flexible extension 
tubes. Installs in present or new buildings. 
Write for illustrated brochure and free 


planning service. 


THE NATIONAL SYSTEM 


OF GARAGE VENTILATION, INC. (© 
147 W. William Street 
Decatur, Illinois 
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Ford Cites Montana Dealers— 





| How Nation's Salesmen Meet... . 


Practical Problems of Selling 


| 


Presentation of Ford Motor Co.'s newest and highest dealer honor—the Ten-Year | 
*Four-Letter Award—was made to three Montana Ford dealers at the annual convention | 
Shown with their awards are Jack Ryall, | 


of the Montana Automobile Dealers Assn. 


livingston; Archie M. Cochrane, Billings, and Lester Olson, Great Falls. Others shown 
are, from left, T. J. O'Neil, member of Ford's dealer policy board, and O. G. Lund- 


i 


strum, Fargo district manager. The award also was given to a fourth Montana dealer- | 


ship, Hardin Auto Co., Hardin. 





It’s not always a direct sales 
talk which sells an automobile. 


This is the experience of Leslie 
Sprunger, sales manager for 
Moser Motor Sales, Berne, Ind. 
This veteran salesman has sold 
many cars and many sales have 
been hard. But he sold a station 
wagon the other day and it was 
one of the easiest sales he ever 
made. Yet he had no idea when 
he approached the prospect that 
a sale could be made. 

The customer needed a new 

car and he admit- 


Sales ted it. But like 
many others, he 

Case was driving the 
Histories old car until “times 


get a little better.” 

“Sprunger got wind of the fact 
that the customer might be in- 
terested in “looking around for a 
car” and decided to call on him. 
He found him at home, but in- 
stead of making a direct sales 
approach he visited with him 
first. He learned that the cus- 
tomer’s hobby, or at least one of 
his hobbies, was fishing. So the 





two talked fishing. They discus- 
sed places to fish, different ways 
to fish and other angles of fish- 
ing. 

After a while, Sprunger casu- 
ally mentioned that the car he 
wanted to sell, a station wagon, 
would provide lots of room for 
the customer to haul his equip- 
ment on fishing trips or while 
taking his family on trips and 
picnics. 

The customer appeared inter- 
ested, admitted that the station 
wagon offered a solution to some 





Rosen Elected President 


Of Chicago Ford Dealers 


CHICAGO.—Jack Rosen, Morton 
Motors, Inc., has been elected pres- 
ident of the Metropolitan Chicago 
Ford Dealers Assn, for 1959. Other 
new officers are: 

G. W. McAdam, D & M Motor 
Sales, Lemont, Ill, vice-president; 
Jack Herschbach, Herschbach Mo- 
tor Corp, Hammond, Ind., secre- 
|tary, and N. J. Kawell, Kawell- 
| Walker Motors, Inc., treasurer. 





UP TO TWICE THE TOTAL OUTPUT 


WHEN YOU REPLACE STANDARD D.C. EQUIPMENT WITH 
DELCO-REMY’S NEW SELF-RECTIFYING A.C. GENERATOR 





AMPERES OUTPUT (HOT) 





Here’s a completely new generator from Delco-Remy specifically designed to take 


care of cars and trucks with extra-heavy electrical loads under all traffic conditions 


. . . to increase battery life by eliminating deep cycling. 


Designed to mount interchangeably with most standard d.c. generators, this compact 
new unit is only 534” in diameter and weighs just 31 pounds. The a.c. design elimi- 
nates commutation problems, providing extra-long brush life . . . and the ball bearings 


are “lifetime” lubricated so that no attention is required between engine overhaul 
periods. Six specially developed silicon rectifiers built into the end frame eliminate 


the need for space-consuming external rectifier units, reducing installation time and 


cost to a minimum. 


Be sure to specify this new self-rectifying a.c. generator along with its companion 
transistor regulator (either full or transistorized model) on your new special-duty 


equipment for 1959. This all-new power team is still another example of Delco-Remy 


progressive engineering at work for you. 
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GENERAL MOTORS LEADS THE WAY—STARTING WITH Delc 


DELCO-REMY ° 


DIVISION OF GENERAL MOTORS 
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. ANDERSON, INDIANA 


| supervisor for Taunus line, 








of his “space” problems on trips. 
Sprunger pressed his advantage, 
and within a few minutes had 
the order for the station wagon. 


The man who bought the sta- 
tion wagon told Sprunger later 
that a week earlier another car 
salesman had been to see him 
but no sale was made. But re- 
sistance was easy to overcome 
when Sprunger started on a sub- 
ject—fishing—near and dear to 
his customer’s heart. 

* = *~ 


- Capitalizes on Hobbies 


“h I found out a prospect is a 
baseball fan, we talk base- 
ball for a while,” Sprunger said. 
“If he is a farmer, we talk farm- 
ing. I try to find out just what 
hobby or subpect the prospect is 
interested in and I break the ice 
by conversing with him or her 
on this particular subject until 
I feel the time is right to talk 
about automobiles.” 

Sprunger admits some sales are 
hard to make, but the sale of this 
particular station wagon one 
balmy day was unusually easy— 
because he first won the cus- 
tomer’s confidence, then sold him. 


Goodrich Retread Plant 
Starts Up in Phoenix 


PHOENIX, Ariz.—B. F. Goodrich 
Tire Co.'s new retread plant here 
has started production. 


The plant consolidates the firm’s 
retreading facilities in Phoenix to 
serve Arizona, New Mexico, Utah 
and Nevada. It can handle all sizes 
through the giant tires used on 
road-building equipment. 


Taunus for Graham 


ATLANTA. — Frank Graham Co. 
(Lincoln-Mercury), is the first 
Georgia dealership to handle 
Taunus. John Arent, national sales 
said 
two other dealerships will be set 
up in Georgia this year, with a 
total of 130 Taunus dealers expected 
throughout the country. 








More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


Send for 
free folder. 


AMER-STAGE 


805 East 134 St. 
Bronx 54, WN. Y. 













How Can 
More Customers 


. 

Be Retained? 
— The answer to 

this and count- 
less other ques- 
tions is in “The 
Automobile 
Dealer” by 
Martin H. Bury. 
This valuable 
book, now in its 
second printing, 
has been ac 
claimed the 
“bible” of its field. Order now with 
coupon. If, after 10 days, you are 
not convinced that this book merits 
being a worthwhile, permanent ref- 
erence, return it and your money 
will be refunded. Send for your 
copy now before it slips your mind. 
























PHILPENN PUBLISHING COMPANY | 
1750 N. Broad St., Philadelphia 21, Pa. 1 


Send copy (copies) of the new book, | 
“The Automobile Dealer” 


| 
| enclose check covering books at | 
$5 each. 


Send books C.O.D., plus postage 
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17 million homes will be switching to 


THE PERRY 
AND THE BIG SELL 


here’s the most powerful advertising drive 


Where's everybody on Saturday nights? You'll find 45,000,000 people tuned in on the 
NBC-TV network and The Perry Como Show*. . . one of the country’s top rated 
family entertainments. 


And starting in February, The Chemstrand Corporation will be sponsoring the 
popular Como Show and reaching this tremendous audience with dramatic com- 
mercials that drive home the extra safety, the extra durability of nylon cord tires. 
166 TV stations, coast to coast, will be carrying these compelling messages every 
other week, right through the big spring-summer selling season. And that’s not all. 


An aggressive magazine advertising campaign will be selling car owners nylon cord 
tires via a continuous stream of hard-hitting, full-page ads running in TIME 


THE CHEMSTRAND CORPORATION . GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK I, N. Y. 
DISTRICT SALES OFFICES: 350 Fifth Avenue, New York 1; 3% Overwood Road, Akron, Ohio; 197 First Avenue, Needham Heights, Mass.; 129 West Trade Street, Charlotte, 
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COMO SHOW 
NYLON CORDS 


ever put behind any tire cord! 


Magazine right through the year... selling the trucking industry on nylon cord 
tires via full-page ads appearing in the industry’s number one magazine, FORTUNE, 
plus major campaigns in FLEET OWNER and COMMERCIAL CAR JOURNAL. 


Concentrated, perfectly timed, Chemstrand’s powerful advertising pressure is bound 
to increase the growing consumer demand for nylon cord tires. Take advantage of 
this. You not only make extra profits with nylon cord, but you get a more satisfied 
customer in the bargain. Talk up nylon cords to your customers. You couldn’t 
have better reasons. 


*8-9 P.M. Eastern Time, NBC-TV, Saturday night . 7-8 P.M. Central Time, NBC-TV, Saturday night 
6-7 P.M. Mountain Time, NBC-TV, Saturday night + 8-9 P.M. Pacific Coast Time, NBC-TV, Saturday night 


[CHEMSTRAND. 


N. C.; California Office: 707 South Hill Street, Los Angeles 14 + PLANTS: CHEMSTRAND® NYLON —Pensacola, Fla.; ACRILAN® ACRYLIC FIBER— Decatur, Ala. 
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Used-Car Auction Prices 





(Continued from Page 34) 


tom (6) 300 2-dr., $1,115*; Custom 
(6) 2-dr., $995. 

56 Fairlane (8) Victoria 2-dr., $1,290° 
(ps), $1,155, $1,145*, $1,075", $1,045* 
(ps); 4-dr., $1,175*, $1,010°; country 
sedan (8), $1,120°. 

°65 Thunderbird, $1,705* (ps); 
gedan (8), $1,010; Fairlane (8) Vic- 
toria, $965*, $950*, $925° (ps); 4-dr., 
$870*; 2-dr., $740; conv., $660; Custom 
(8) 4-dr., $820*; Custom (6) 2-dr., 

. 


country 


IMPERIAL—’57 Crown Imperial 4-dr., $2,- 
655* (ps) 


LINCOLN — ‘57 Premiere 2-dr., $2,505; 
Hardtop, $2,390* (ps). 

56 Premiere 2-dr., $1,775* (ps); 4-dr., 
$1,700*; Capri 4-dr., $1,600*° (ps). 
MERCURY—’57 Montclair 4-dr., $1,895* 

(ps); Monterey 4-dr., $1,890° (ps); 


Hardtop, $1,695*; 2-dr., $1,610*; Com- 
muter, $1,875*. 

56 Montclair 2-dr., $1,080*; 
Hardtop, $990°, $840° (ps); 
(8) 2-dr., $825. 

‘55 Montclair 2-dr., $1,150° 
$905*; Monterey 4-dr., $860* 
Custom Hardtop 2-dr., $775*. 

*64 Monterey Hardtop, $730*; Custom 4- 

° 


Monterey 
Custom 


4-dr., 
(ps); 


(ps); 


dr., $630°. 
'53 Monterey 2-dr. Hardtop, $570°. 
NASH—’57 Ambassador (8) Country Club, 
680°. 


$1, 
"65 Ambassador (8) 4-dr., $895° (ps), 
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New TOW SLING 


HOLMES Universal Cor Guard Towing Sling pro- 
vides a very fast, safe method of handling all 





LOCAL 
iA 


cars, without damaging grills or scarring light 


chrome and body ports. This is made possible 
by suspension on high strength, flexible straps 
that afford a new type of cushioned safety. The 
Holmes Sling is easy to install, profitable to use. 


Send for full details. 





Ylew SCOTCH BLOCKS 


Designed to prevent or retard the sliding of a 
wrecker during a direct rear end pull. Blocks 
are 17” wide, with teeth that hold on snow, ice, 
mud, asphalt or concrete surfaces. Supplied in 
pairs for use under single or dual wheels, with 
chains and giant anchor hooks for quick attach- / 
ment to tailgate. Send TODAY for details. 





% Aerial view of HOLMES 

modern factory, located in 
Chattanooga on a beautiful, 
16-acre tract. 


WIDELY 





TO the WORLD’S MOST 
USED WRECKER 







The Ernest Holmes Company has an enviable record in the designing 
and development of Wrecker and Towing Equipment. During the past 43 
years the company has grown from a small shop such as shown in the upper 
left to the present modern factory illustrated above. 


The double boom type wrecker which was pioneered and developed 
by HOLMES, has over the years been continually improved to meet 
changing conditions in service requirements. The progress made during these 


43 years of specializing in Wrecker production has established HOLMES 


AMES 


Equipment as the most satisfactory ever built for the handling of wrecked 
and disabled motor vehicles. 


Today, HOLMES offers a wide choice of wrecker units, each varying 
in size, capacity and earning ability, all with features that are Tried, Tested 
and Proven by thousands of Satisfied Users. Send TODAY for model 
specifications, prices and details. 











ERNEST HOLMES COMPANY 


Chattanooga 7, 








Tennessee 











$1,120*. $505* (ps); (60) Special 4-dr., $690* *53 Windsor (6) club coupe, $190 
"55 Chieftain 2-dr., $705*. (ps). DeSOTO — '57 Fireflite Explorer, 52,525+ 
RAMBLER—’58 Custom (8) 4-dr., $1,910*.| °51 (62) conv., $435*; (60) Special 4-dr., (ps). 
"56 Custom (6) 4-dr., $1,205*, $835*. $265*. ’56 Firedome Seville, $1,455* (p 
55 Super (6) station wagon, $1,000*, *50 (61) coupe, $425*. °55 Firedome 4-dr., $855*. 
$890*; 4-dr., $650. "49 conv., $285*; (61) 4-dr., $110*. 52 Custom (6) 4-dr., $140°*. 
’48 (75) sedan, $135*. "51 Custom (6) 4-dr., $125*. 
LOS ANGELES °46 (62) coupe de Ville, $130*. aes ae % — 2-dr., 
, *. " 1, *; club sedan, ,435*. 
Los Angeles Dealer Auto Auction, Sale as tee onen Oe seot 5. oh = ’56 Custom Royal (8) conv., 51,299. 
every Tuesday. Prices are for sale of tosb $2 515° (pe): ook ” $2 220°: Coronet (8) club sedan, $895*. ; 
ssose Nov, 4. Brookwood (8), $2,430* (ps), $2,380%;| ;55 Coronet (8) Sierra, $1,105°. 
OLDSMOBILE—'58 (98) con v., $2,650* | BUNT 'S7, Special, Metate ree, 2a, ee ae. a eae: ‘52 Coronet (6) 2-dr.” $170.” 
. ° ; -ar., , ; ~ar., sport cou > ; 4-dr., ,200* ; ° “s y ; 
inn (88) Super Holiday 2-dr., $2,500 $1,550°. Delray rhode” $1,735, $i.700, $1,- FORD ae 58 Thunderbird, $4,100 , (Ps), 
15) fo8) Holiday 4-dr., $2,100° (ps); 2-| "56, Super Riviera 2-dr., $1,330° (ps); 450. Youn, an.eiet’ Can), BEGDO? chs) nee, 
Oe ee Sore ahs cine BO OTSE, iss) | ,, Century Riviera 2-dr., $1,250* (ps).| °57 Corvette, $2,685, $2,590; Nomad (8), ee a ee ten ee 
Seis Holiday naire $2,000" ines, $1.| °55 RM Riviera 2-dr.,’ $1,250 (ps); $1,950*; Bel Air (8) sport coupe, $1,- (8) 500 Victoria "2-dr., $2,235" tae 
800° (pe) “5 94 » Oh, Super Riviera 2-dr., $1,100* (ps), $1,- 925* (ps), $1,850* (ps), $1,800*, $1,- ‘ Ns Ge a im en bre?’ tp (ps), 
56 (98) Holiday 4-dr., $1,705* (ps), $1,- 095* (ps), $1,025* (ps), $1,025*, $940* 780*, $1,710*; sport sedan, $1,825*; 60°: , $2.150° is e (p $2,- 
670* (ps): Holiday 3-dr., $1,485* (ps); (ps), $840* (ps), $735*; Century Ri- conv., $1,585° (ps); 2-dr. $1,340;| 57° miunderbird, $2,750° ips) _ 
(88) Holiday 4-dr., $1,470* (ps), $1,- pila St ae Pen Two-ten (8) Townsman, $1,750°; Del- $2,530" (ps); Fairlane (8) 5 ‘Shy. 
5 ; , , , , ° a 1,565°* ; 'wo- -dr. - oe , c. ee 
sige? pay ny 78> FASS" C| vad MC Riviera 2-dr., $700" (we), $670°| | A8e: dr. Sogo |e Se en ae 
mmf —_ * (ps). 56 Bel Air (8) Townsman, $1,580* (ps) ; aoo° ¢ 650* oa 
Ween? (ge); teléay’ Cade Shees*s i ’53 Super Riviera 2-dr., $465*, $445*; sport coupe, $1,440*, si. 400°: Gn. oo ee’ ——_s oe then aa 
= one. ‘78)  aeae hn aioe dea) RM Estate Wagon, $375* (ps). fifty (6) 2-dr., $970*. (ps), $1,600 (ps); country sedan (8) 
oo | + $1, | "82 Special 4-dr., $220°; Riviera 2-dr.,| *85 Corvette, $1,735*; Bel Air (8) 4-dr., ie; De me a). 6use” fom 
; Sa . ‘ : 1,105*; Two-ten (8) 4-dr., $1,005*, wre ‘ ne tT gate ~ i. 
OF ode isde tloliny 2 noliday, 2° | CADILLAC—'58 (62) sedan de Ville, $4,- $025"; Delray, $795; “Bel” Air <6) ae oe oe fe 
pLymGure 60 Boteaee 8) fundies 2: 800* (ps); coupe de Ville, $4,780* 4-dr., $895. val Geunten an te bane nn, ae 
a aLGOee (oan Gaatee Gann __ {P8), $4,650° (ps), $4,500* (ps). "64 Corvette, $1,200°; Bel Air 4-dr.,| © Country sudan (8), $1,410" (ps), $1,- 
'S7 Belvedere (8) Hardtop 2-dr., $1,555* 57 (62) coupe de Ville, $3,700* (ps), $645*; Two-ten 4-dr., $600* (ps), ’ : 200°: 7 ar. ' enee*; Custos 
$1,535* (ps): Hardtop 4-dr.. §$1.430°: $3,685° (ps), $3,605° (ps); sedan de $575*, $530; 2-dr., $570*; One-fifty eo aa | Ce 
Plasa (6) 4-dr., $1,185° * ’ ; Ville, $3,550* (ps); (60) Special 4-dr., Handyman, $585. A letoria, 90GS”. ne O°: Fat 
"56 Belvedere (8) Hardtop 2-dr., $1,005* , 93,475 (ps). "53 Bel Air 2-dr., $585%, $460; 4-dr., 7 he ME) Vistorin, $1,000,’ S000 a 
$960. +, $1,005°, wa ee 2, vm, $2,700* (ps); $470, $420; Two-ten club coupe, $465; oa $836° $725; Se i 
, . *, , . 4-dr., 0. * evans. oan 5 ° tame 
“Sewer ae 2-dr., $715;| 55 (62) coupe de Ville, $2,300* (ps),| °51 Styleline Deluxe 2-dr., $305, $230°: SON, Sor) Se Snes AS), Se 
y ” $1,825° (ps), $1,725* (ps); (60) Spe- station wagon, $160*; 4-dr., $135* a ee ee a! Ce 
PONTIAO—’57 Star Chief Catalina 4-dr., cial 4-dr., $1,735* (ps). 50 Fleetline Deluxe 4-dr., $196. $185*. (8) 4-dr., $725*, $685°; 2-dr., $575. 
$1,875* (ps); conv., $1,710* (ps); "54 (62) sedan de Ville, $1,650* (ps), 49 station wagon, $245; Styeline De- he ee, ee 
ome Catalina 2-dr., $1,830* (ps), $1,495* (ps). luxe 4-dr., $215. | F > apap Fg ——y (8) 4-dr., $535°; 2 
1,640°. "53 (62) sedan de Ville, $905* (ps). CHRYSLER—’5 \. . rs , ; 
’56 Star Chief Catalina 4-dr., $1,210°| ‘'52 (62) coupe de Ville, $745" (ps); 400* (ps); qeemtens testes a + "53 Custom (8) 2-dr., $370, $330, $275*, 
(ps); Chieftain Catalina 4-dr., $1,140*, sedan de Ville, $675* (ps); conv., 100* (ps). re $175°; La (8) 2-dr., $335; Crest (8) 
conv., OS. 

"52 Crest (8) conv., $360*°; Victoria, 
$300*; Custom (8) 2-dr.. $240; 4-dr., 
$170*; Custom (6) 2-dr., $230*. 

IMPERIAL—’'57 Southampton 4-dr $2,- 
670* (ps). 

LINCOLN—'52 Cosmopolitan coupe, $310* 

MERCURY—’'57 Montclair coupe, $1,850* 
(ps). 

"56 Monterey coupe, $1,335* (ps), $1,- 
150°; Montclair coupe, $1,225* (ps); 
Custom Phaeton, $1,195* (ps); Medal- 
ist sport coupe, $1,090°*. 

"55 Montclair coupe, $1,050° (ps), $995* 
(ps); 4-dr., $925* (ps); conv., $825* 


(ps); Monterey coupe, $705°. 


"54 Monterey station wagon, $775* (ps); 
coupe, $630°; conv., $545*, $425* 

‘53 Monterey coupe, $485*. 

NASH—'55 Ambassador (8) 4-dr., $770*. 

"52 Ambassador (6) 4-dr., $140*. 

OLDSMOBILE — ‘58 (98) Holiday 4-dr., 
$2,975° (ps), $2,885* (ps); (S88) conv., 
$2,610° (ps). 

"57 (98) Holiday 2-dr., $2,045* (ps). 

"56 (98) Starfire, $1,300° ‘pe); (88) 
Holiday 4-dr.. $1,250°, $1,015*; (88) 
Super Holiday 2-dr., $1,200* (ps) 

"55 (88) Super Holiday 2-dr.. $1,250* 
(ps); (88) Holiday 4-dr., $1,130* (ps) 

"54 (88) Super 4-dr., $820° (ps); 2-dr 
$590*; (88) Holiday 2-dr., $815*; (98) 
Holiday 2-dr., $666° (ps) 

"53 (88) Holiday 2-dr., $565°; 4-dr 
$310°. 

PACKARD—’'51 (200) club sedan, $125". 

PLYMOUTH ‘58 Custom (8) suburban, 
$2,230° ‘ps), $2,200°; Belvedere (5) 
conv., $2,030°. 

"57 Sport suburban, $1,860° (ps); Fury 
(8), $1,850*; Custom (8) suburban, 
$1,785*, $1,775° ‘(ps); Belvedere (58) 
sport coupe, $1,725*; Plaza (8) club 
sedan, $1,300°; Savoy (6) 4-dr., §$1,- 
280°. 

"56 Belvedere (8) conv., $1,195*° (ps) 

"55 Savoy (8) 4-dr., $770°*. 

"54 Plaza (6) suburban, $660°; Belve- 
dere (6) station wagon, 8570*. 

PONTIAC 58 Chieftain conv., $2,250° 
(ps). 

'S7 Super Chief station wagon, $1,850*; 
Star Chief conv., $1,700° (ps). 

"56 Star Chief Catalina, $1,395° (ps); 
Chieftain Catalina 2-dr., $1,080* 

"55 Chieftain Catalina 2-dr., $995° 


$895*; Star Chief Catalina 2-dr., $990°*, 
$8s80*. 
'S4 Chieftain (8) 4-dr., $525°; 2-dr 
$425° > 
"53 Chieftain (8) Catalina 2-dr., $420*, 
$300° (ps); 4-dr., $375*, $2580° 
RAMBLER—'53 (6) club coupe, $420* 
STUDEBAKER—'55 Champion (6) coupe 
$435*. 
52 Commander (8) 4-dr., $120*. 
"50 Champion (6) Starliner, $120*. 


WILLYS—'56 station wagon, 
"53 station wagon, $475. 
MISCELLANEOUS—'57 Ford Ranchero 
$1,525° (ps), $1,450°, $1,500. 
"56 Ford ‘%-ton pickup, $995; 
$535°; Chevrolet %-ton pickup, 
o70*. 
*55 Ford %-ton pickup, $805*, $755. 
*54 Chevrolet %-ton pickup, £575; Dodge 
%-ton pickup, $560; Ford pickup, $605; 


$900°. 


courier, 
$1,- 





GMC %-ton pickup, $665*. 

’"53 Chevrolet 1%-ton furn. van, $820; 
Dodge ‘“%-ton pickup, $390; % -ton 
panel, $210; GMC %-ton pickup, $550. 

WAREHOUSE POINT, CONN. 

Southern Auto Sales, Inc. Sale every 

Wednesday. Prices are for sale of Nov. 5. 


Again this week, as in the past four or 
five weeks, prices were strong: bidding 
was brisk; consignments were light «due 
to the definite shortage of used cars 
throughout the New England area. Both 
new and used car dealers were buying. 
BUICK—’57 Super Hardtop, $1,730* (ps). 

"56 Special Hardtop, $1,160*. 

"55 Century Hardtop, $1,030*, $825* (ps); 

Super Hardtop, $900* (ps). 


"54 Special 4-dr., $665*, $610*. 
’53 Special 4-dr., $345*. 
CADILLAC — ‘51 coupe de Ville, $410", 
$170*. 
"50 (62) 4-dr., $355*. 

CHEVROLET—'57 Bel Air (8) Hardtop, 
$1,770*; Two-ten (8) 4-dr., $1,210 
’56 Two-ten (8) 4-dr., $1,040*, $1,030°; 

Two-ten (6) 4-dr., $910*, $855, $790. 
*55 Bel Air (8) 2-dr., $925*; One-fifty 
(8) 2-dr., 2 at $570. 
’54 Bel Air Hardtop, $660*, $625. 
"53 Bel Air 2-dr., $400*; Two-ten 4-<r., 
2 at $290; One-fifty 4-dr., $290, $170. 
DeSOTO—’'53 Firedome 2-dr., $150* (ps). 





DODGE— 57 Sierra station wagon, $1,63('"; 
Coronet Hardtop, $1,565* (ps). 
’54 Royal 4-dr., $385°*. 
’53 Coronet 2-dr., $165*. 
"52 Meadowbrook 4-dr., $150. 


FORD—'58 Fairlane (8) Hardtop, $2,150" 
(ps); Custom (8) station wagon, $2,- ” 
050* (ps). ~ 
’57 Fairlane (8) Hardtop, $1,475* (ps); *; 


(Continued on Page 42, Col. 3) 





MORE PROOF 
THAT THE TRIB MOVES 
THE BIG WHEEL FAMILIES!... & 


The latest Herald Tribune Home Study—on Long Island—shows that 95.7% 
of TRIB families own an automobile . . . almost half of these cars 
are 1955 models or newer . . . and one out of four TRIB families 


own two or more automobiles. These are the quality families . b 
Herald Tribune 


who can turn a profit .. . for you! You’re missing plenty 
if you don’t reach the high-powered quality market of TODAY’S WITAL NEWSPAPER! 
230 West 41st Street, New York 36, N.Y. 


the Herald Tribune. Get complete details . . . today! 


NEW YORK 
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Custom (8) 4-dr., $1,245, $1,170, $1,- 


075, $1,045. 
’56 Custom (8) station wagon, $1,225, 
3 at $925, $850, $825*. 
55 Custom (8) 2-dr., $725; 
Custom (8) Hardtop, $615*, 


$590. 
$525; 


4-dr., 


52 Custom (8) 2-dr., $280, $105, $100. 
51 Custom (8) 2-dr., $210*, $180*, $145; 
conv., $110. 
*50 Custom (8) 2-dr., $100. 
LINCOLN—’52 Capri 4-dr., 


MERCURY—’58 Montclair 
275° (ps), $2,250* (ps). 
’56 Custom station wagon, $1,120*. 
’54 Monterey 4-dr., $560. 
’53 Custom station wagon, $545*; Mon- 
terey Hardtop, $410*. 


NASH—’53 Ambassador Hardtop, $185*. 
’52 Ambassador 4-dr., $160°*. 
OLDSMOBILE—’56 (98) Hardtop, $1,450* 
(ps), $1,350* (ps); (88) Hardtop, $1,- 


$125*. 
Hardtop, §$2,- 


LARGEST AND MOST MODERN ‘55 (88) Hardtop, $875°. 


PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


1ATTANOOGA 2, TENNESSEE 


ae 


"54 (88) 2-dr., $600°, 
"63 (88) 2-dr., $250*. 
"50 (88) 2-dr., $105*; (98) 4-dr., $100*. 
PACKARD—’'53 Clipper 4-dr., $260*. 
PLYMOUTH—’58 Belvedere Hardtop, §$2,- 
000* (ps). 
57 Belvedere Hardtop, $1,350*; 
2-dr., $995; 4-dr., $935. 
*56 Savoy 4-dr., $860°*. 
"55 Suburban station wagon, $975* (ps); 
Belvedere 4-dr., $775* (ps). 
54 Belvedere 4-dr., $445, $405. 
"53 Savoy 4-dr., 2 at $335. 
PONTIAC—’57 Star Chief Hardtop, $1,- 
610°. 
’51 Chieftain (8) Hardtop, $290*, 
RAMBLER—’'56 4-dr., $970* 
"654 2-dr., 2 at $375*. 
"52 conv., $110*. 
MISCELLANEOUS—’56 Ford %-ton pick- 
up, $685. 
"52 International %-ton pickup, $185. 
"50 Chevrolet %-ton truck, $275. 


BORDENTOWN, N. J. 


National Auto Dealers’ Exchange. Sale 
every Wednesday. Prices are for sale of 
Nov. 5. The increasing number of buyers 
were anxious to purchase many more clean- 
sharp autos if they were available. Prices 
across the board were good, but the excep- 


$515* (ps). 


Savoy 


Model 2000 


Handle ALL brakes on ALL cars. Grind lining with or without 
grooves, for adjustable or non-adjustable anchors or for the 
“Center Plane” brake. Cam grind or grind to exact arc of drum 
or any oversize as required. Range includes shoes for drums 8” 
to 17”. FAST — CLEAN — EASY TO USE. 


Cures diving and pulling. Necessary ac- 

cessory for Model 2000 to grind shoes 

for Chevrolet, Oldsmobile, Nash, Pack- 

ard, Hudson, Ford, Lincoln, Edsel and 

Mercury using Bendix non-adjustable 
fr. 


Where manufacturers 

recommend grooving the 

lining down the center — 

this accessory will do the 

trick! Fits ALL Ammco 
Model 2000 “Safe Arcs.” 


PRODUCTION EQUIPMENT 

For those engaged in production brake 
shoe grinding, Ammco “Safe Arcs” are 
available with 14 or 1 h.p. motors. Also 
available, is the No. 4290 “Quick-Air” 
Shoe Clamp to provide air-powered shoe 
clamping. Fits all Ammco “Safe Arcs.” 


AMMCO TOOLS, INC. 





tional cars were bringing phenomenal 
prices. Sold 82 percent of cars out of 409 
consignments. 

BUICK—’58 Special Hardtop, $2,400* (ps). 

’57 RM Hardtop, $1,825* ‘ps), $1,770* 
(ps); Special Hardtop, $1,700*. 

"56 RM convy., $1,360* (ps); 
Hardtop, $1,300*, $1,050*; 
Hardtop, $1,175*. 

"55 Special 4-dr., $1,050* (ps), $910* 
(ps); 2-dr., $975* (ps), $830*, $750*; 
Century 2-dr., $745* (ps). 

’54 Super Hardtop, $550*. 

’53 Special 2-dr., $270; RM 4-dr., $150* 
(ps). 

CADILLAC—’56 coupe de Ville, 
(ps); (62) 2-dr., $2,210* (ps). 

"54 (60) 4-dr., $1,285* (ps). 

"53 (62) 2-dr., $640* (ps). 

*52 conv., $300* (ps). 

"51 4-dr., $490* (ps). 

CHEVROLET—’58 Impala (8) 2-dr., $2,- 
280° (ps), $2,240* (ps), $2,200* (ps), 
$2,150°; Bel Air (8) Hardtop, $2,060°, 
$1,910, $1,635* (ps); Biscayne (8) 
Hardtop, $1,650*. 

’57 Bel Air (8) station wagon, $1,710* 
(ps), $1,705*, $1,700*, $1,640*, §$1,- 
500. 

"56 Bel Air (8) 
315*; conv., $1,195*; 
dr. $1,045°*. 

'55 Bel Air (8) Hardtop, $1,075*; Two- 
ten (8) 2-dr., $970*, $785*; One-fifty 
(8) station wagon, $755. 

*54 Bel Air 2-dr., $500 

"53 Two-ten 4-dr., $610*, 
2-dr., $380; Bel Air 2-dr., 
fifty 2-dr., $230. 

*52 Deluxe 4-dr., $255; 2-dr., $240, $200°, 
$140. 
CHRYSLER 
(ps). 
"56 NY Hardtop, $1,393* (ps). 

"54 Windsor 4-dr., $600*. 

"53 4-dr., $220° 

"51 4-dr., $165*, 2 at $125°. 

DeSOTO—'56 Firedome Hardtop, 
(ps) 

"55 Firedome Hardtop, $865*. 

"54 Powermaster 4-dr., $400*. 

"52 Firedome 4-dr., $225*, $140° 

DODGE—'57 Sierra station wagon, $1,875* 
(ps); Custom Royal 4-dr.. $1,680° 
(ps); Coronet 4-dr., $1,320*°, $1,290°. 

"56 Custom Royal Hardtop, $1,250°. 

"53 Coronet 4-dr., $255°; 2-dr., $220°. 

"52 4-dr., $190°. 

EDSEL—’'58 Citation sedan, $2,000°. 

FORD ‘58 Thunderbird 2-dr., $3,400° 
(ps); Fairlane (8) Hardtop, $2,200*° 
(ps); comv., $2,120° (ps); 4-dr., $1,- 
890° 

"S57 Fairlane (8) Hardtop, $2,020° (ps), 
$1,670°, $1.645° ‘ps), $1,615*, §$1,- 
590° (ps), $1.500* (ps) 

"56 Fairlane (8) Hardtop, $1,165° (ps), 
$1,135°, $1,045*, $850; town sedan, 
$1.050°; 2-dr.. $1,030° (ps), $1,000° 
(ps); club sedan, $800°*; Sunliner (6) 


(Continued on Page 43, Col. 1) 


Used Imported 
Cars 


Albany 


MG—’'5S8 conv., $1,650. 
Volkswagen—58 2-dr., 


Special 
Century 


$2,230° 


Hardtop, $1,350*, $1,- 
Two-ten (8) 2- 


$425, $350; 
$315*; One- 


"57 Windsor Hardtop, $1,860* 


$1,320° 


$1,365. 


Atlanta, Ga. 
Hiliman—'58 Minx conv., $1,460. 


Bordentown, N. J. 


Isetta—'57 2-dr., $400. 
Metropolitan—'58 2-dr., $1,500. 
MG—’'5S conv., $1,850 
Opel—'58 2-dr., $1,525. 


Buffalo 


MG—'57 conv., $1,550. 


Chicago 


Volkswagen—'57 2-dr., $1,290. 


Detroit 


Austin—’'53 conv., $505. 
Metropolitan—'57 2-dr., $1,100. 


Daytona Beach 


MG—’'57 2-dr., $1,680. 
Triumph—'57 2-dr., $1,715. 


Los Angeles 


Austin—'55 Healey roadster, 
’54 Healey roadster, $1,100. 
Fiat—'58 Multipla bus, $1,225. 
Goliath——’57 2-dr., $435. 

Hiliman—’'57 Minx 4-dr., $1,050. 
Metrépolitan—'57 coupe, $1,080. 
"56 coupe, $900. 
MG—’'52 roadster, $600. 
Renault—'57 Dauphine 4-dr., $1,250, 
200. 
Volkswagen—'57 pickup, $1,125. 
Volve—'57 2-dr., $1,430. 
Zephyr—'53 4-dr., $355. 


Littleton, Colo. 


Volkswagen—’'58 2-dr., $1,725, 3 at $1,700, 
$1,650, $1,550, $1,420; Micro bus, $2,- 
005. 


$1,435. 


55 2-dr., $1,015, 2 at $1,025. 


Portland, Ore. 


Austin—’58 4-dr., $1,405. 
Volkswagen—'57 2-dr., $1,270. 
*56 2-dr., $1,175. 


Syracuse 
Triumph— 56 conv., $1,075. 


Warehouse Point, Conn. 


Metropolitan—’54 Hardtop, $425. 
Triumph—’ 54 2-dr., $305. 


TO YOUR 

tae82 = 

HEAD 
and 


the JOHN O. MUNN CO. 
And we'll send you the current issue o! our 


Monthly ADVERTISING and 
SALES PROMOTION SERVICE 


@ DON’T SELL just half your dealership! 
Alert dealers have profited by our 
ideas since 1919. 


@ YOUR FIRM NAME is your only 

natural monopoly. Your most valu- 
able asset, only endutbes sales tool! 
EVERY MONTH you will receive a 
file folder packed with ideas for new 
and used car sales — service and lube 
promotions - newspaper, radio and 
direct mail material. 
MUNN AUTOMOBILE NEWS- 
LETTER, authoritative digest of 
industry news is FREE with each issue 
of the marketing service! 


MOTOR IDEAS 
the JOHN O. MUNN CO. 


| FREE LOCK 
I eeccher FIRST! 


2 eee 
TT 4 oe eel 


Auto-Lock HUB 


for 4-wheel drive vehicles ; 





The Hub a Child Can Engage 


Available for: 
© Willys © Dodge © GMC 
@ international © Chevrolet 
@ Ford @ Land Rover 
® Marmon Herrington 


Simple engagement—Set ar- 
row to “in” position and walk 
away. Hub engages automati- 
cally and positively as vehicle 
moves. To Disengage, simply 





turn to “out’’. No tool ever! 
Just a light turn with the fin- 
gers. It’s simple, safe, sure! 
Fully guaranteed 1 year. 


JOBBERS—DEALERS 


FREE-LOCK hubs proven over 
millions of miles of use are 
preferred by thousands of 
owners. Write for information 
concerning your territory. 


FREE-LOCK 
CORPORATION 


Petal ro 











O. 
our 


ip! 
ur 


rly 
lu- 
ol! 





(Continued f 


conv., $875* (ps); Main (8) 2-dr., 
$700. 
‘55 Fairlane (8) Hardtop, $990*, $900, 


$650; Fairlane (6) town sedan, $695*; 
2-dr., $550*. 
54 Crest Hardtop, $590. 
HUDSON—’53 Hornet 4-dr., $180*. 
LINCOLN ’'57 Premiere Hardtop, $2,400* 
(ps) 
MERCI RY—’57 Turnpike Cruiser ae 





$2,000* (ps); Monterey Hardtop, 
395*; 2-dr., $1,365*. 

56 Montclair 4-dr., $1,330*%; Monterey 
2-dr., $1,145°. 

'55 Montclair conv., $750* (ps); Custom 
2-dr., $710. 

54 Monterey Hardtop, $505*. 

NASH—’'53 Statesman 4-dr., $265. 

OLDSMOBILE—’57 (98) Hardtop, $2,150* 
(ps); (88) Hardtop, $1,700* (ps), $1,- 
600* (ps) 

56 (98) Hardtop, $1,440* (ps), $1,400* 
(ps); (88) Hardtop, $1,360*. 

’55 (88) Hardtop, $1,170*, $1,105* (ps), 
$1,095* (ps), $1,070*, $1,050°; 2-dr., 
$985* (ps). 

54 (S88) 2-dr., 2 at $850* (ps). 

63 (98) 4-dr., $185* (ps). 

PACKARD—'56 Clipper Hardtop, $1,400° | 
(ps); 4-dr., $790° (ps). 
PLYMOUTH—'58 Plaza (8) 2-dr., $1,525°*. | 

‘57 Belvedere 4-dr., $1,390*; Savoy 4-dr., | 
$1,325°. 

56 Belvedere Hardtop, $1,260*, $1,060; 
4-dr., $1,035*, $890*, $650; Plaza 2- 
dr., $700, $575, $465; 4-dr., $650. 

55 Belvedere 2-dr., $775*; conv., $760; 
Savoy 2-dr., $715*; Plaza 2-dr., 2 at 
$510 

PONTIAC—'57 Star Chief Hardtop, $1,- 
750° (ps); Chieftain Hardtop, $1,680°; | 
conv., $1,.550* (ps) 

56 Star Chief Hardtop, $1,225° (ps), 
$1,040*, $1,000°; 4-dr.. $1,035°. 

‘55 Star Chief 4-dr., $1,100* (ps); Chief- 
tain 4-dr., $675 

7 4-dr., $555° | 

eceeens '57 Custom 4-dr., $1,820°| 
(ps) 

56 Custom 4-dr., $915°. 

'55 Cross Country station wagon, $900; 
Custom 4-dr., $700 

'h4 sedan, $465. 

STUDEBAKER - "54 Champion 4-dr., 
$395°. | 
WILLYS—'55 jeep, $540. 
"53 2-dr., $125 
"51 station wagon, $300. 
MISCELLANEOUS ‘56 Ford %-ton 
truck, $805. | 
VALDOSTA, GA. 
Tom Hewitt Auto Auction. Sale every 


Friday. Prices are for sale of Nov. 7. 
We had some real clean cars here today 
Lots of| 


that brought premium prices 
dealers, Weather was real nice, too. Sold | 
7% percent of 200 cars consigned. | 
BUICK—'58 Special 2-dr., $2,125*. 
66 RM Riviera 4-dr., $1,050°. 
"S4 Special conv., $750°. 
‘51 RM 2-dr., $280° 
CADILLAC—'57 (60) Special 4-dr., $3,- 
150°. j 
CHEVROLET—'5S Bel Air (8) 4-dr., $2,-| 
460°: Hardtop 4-dr., $2,200°; Impala) 
(8) Hardtop 2-dr., $2,000°; Brookwood | 
(8), $1,750; Biscayne (8) 4-dr., $1,585. | 
‘ST Bel Air (8) Hardtop 2-dr., $1,475°. | 
‘S56 Bel Air (8) Hardtop 4-dr., $1,120°; | 
Two-ten (8) 4-dr., $985°; 2-dr., $910. | 
'S5 Bel Air (8) station wagon, $950°;/| 
Hardtop 2-dr.. $900°; 4-dr., $800*; 
Two-ten (8) 2-dr., $735; 4-dr., $670°; 
One-fifty (6) 4-dr., $550. 
"54 Bel Air 4-dr., $560 
‘S63 Bel Air 4-dr., $430; Two-ten 4-dr., 
$360°; 2-dr., $160. j 
"52 4-dr., $145 
"51 4-dr., $175°. 
CONTINENTAL—'58 Mark III Hardtop 2- 
dr., $3,100° 
DesOTO—'55 Firedome Hardtop 2-dr., 
$890". | 
DODGE—’58 Coronet (8) 4-dr., $1,550°. 


"57 Sierra (8), $1,725° (ps). 


"55 Coronet (8) station wagon, $800; 4- 
dr., $790*; Royal (8) Hardtop, $760°. 
FORD—'58 Thunderbird, $3,300°; Fairlane 
(8) 500 4-dr., $2,010°; Custom (8) 2- 
dr., $1,590 

'S7 Fairlane (8) Hardtop, $1,475*, $1,- 
430° (ps); 4-dr., $1,460°%; Custom (8) 
300 2-dr., $1,035. 

'56 Fairlane (8) 4-dr.. $1,195°, $980; 
town sedan, $1,000*%; Custom (8) 4- 
dr., $960°; ranch wagon (8), $900°. 

"55 Fairlane (8) Crown Victoria, $1,140° 
(ps); 2-dr., $800°; 4-dr., $795; ranch 
wagon (8), $810. 

"54 Custom (8) 4-dr., $935*; Custom (6) 


2-dr., $360. 
"53 Custom (6) 4-dr. ,$330*. 
"52 Custom (8) 4-dr.. $430; 2-dr., $200°. 
"48 Custom 2-dr., $105, 
"30 Model A. $105. 
MERCURY—’56 Monterey station wagon, 





$1,305*; Hardtop, $925*; Montclair 
conv., $1,010*. 
"55 Monterey 4-dr., $775*, $730°*. 


"53 Monterey coupe, $490*. 


OLDSMOBILE—’57 (88) Super Holiday 4- 
dr., $1,860*. 
"56 (98) 4-dr., $1,300°; (88) 4-dr., $1,- 
000°. 


"53 (88) Super 2-dr., $600*. 
PLYMOUTH—’57 Belvedere (8) conv., $1,- 
485°; Hardtop 2-dr., $1,460*. 
"56 Plaza (8) 2-dr., $660. 


— Auctions in Brief — 
JENISON, MICH. 


Grand Rapids Auction, Sale every Tues- 
day (Nov. 4). Market very solid, Sharp 
Cars still bring real high dollar, Average 
and clean cars also sold well, Sold 138 
Cars from 205 consignments. 

* * * 


FLINT 
The Flint Auto Auction, Sale every 
Wednesday (Nov. 5). The usual drop ex- 
Pected this time of year hasn't occurred 
@s yet. Perhaps it will be several weeks 
before any noticeable price change, Sold 
168 cars from 253 consignments, 
* * * 


MASON CITY, IOWA 
Central States Auto Auction. Sale every 
Wednesday (Nov. 5). Demand still strong 
On sharp cars of all models. 









Used-Car Auction Prices 
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’55 Plaza (6) 4-dr., $485. 
*51 Cambridge 4-dr., $120. 
PONTIAC—’56 Star Chief Catalina 2-dr., 
$1,150* (ps). 
RAMBLER—’58 Custom (8) Cross Country, 
$2,200* (ps); 4-dr., $1,850*. 
MISCELLANEOUS—’56 Dodge pickup, 
$760. 
’55 Chevrolet %-ton pickup, $525*; Ford 
pickup, $585. 
’54 GMC 1%-ton, $650. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Nov. 
3. Weather: clear, cool and windy. There 
did not seem to be any change in car prices 
here today. Sharp, ready to sell cars selling 
higher than ever. Other grades steady with 





last week's prices. Sold 145 cars from 184 

| consignments. 

| BUICK—’57 Special Riviera 2-dr., $1,560* 
(ps); 4-dr., $1,475*. 

"56 Special 4-dr., $1,300*, $1,050*; 2-dr., 
$1,140* 

"55 Century Riviera 2-dr., $1,080*; Spe- 
cial Riviera 4-dr., $900* (ps); Riviera 
2-dr., $785*%; 2-dr., $875*, $750. 

*54 Century Riviera 2-dr., $585*. 


'52 Super 2-dr., $290*. 


CADILLAC—'58 (62) sedan de Ville, $4,- 
425* (ps). 
57 (62) conv., $3,150° (ps); sedan de 
Ville, $3,100*; coupe de Ville, $2,960* 


top dollar protection 
for pennies with 


DELCO 
SUPER 99 


heavy-duty brake fluid 


Vital parts for 
Automotive Progress 


(ps). 

"56 (62) sedan de Ville, $2,400* (ps); 
(60) Special 4-dr., $2,100* (ps). 

"52 (62) coupe de Ville, $450*. 

"51 (62) coupe de Ville, $400*. 

*50 (61) 2-dr., $200*. 

CHEVROLET — ’58 Yeamon (6), $2,250; 

Bel Air (8) 4-dr., $2,065*; Two-ten 
(8) station wagon, $1,650*. 

"57 Bel Air (8) 2-dr., $1,685*; 4-dr., 
1,625*. 

’55 Bel Air (6) 2-dr., $1,000; Two-ten 
(8) Delray, $885*; station wagon, 


$800; Two-ten (6) Hardtop, $940; One- 
fifty (6) 2-dr., $850; 4-dr., $400*; Bel 
Air (8) conv., $825*; 4-dr., $750*; 
2-dr., $735*. 





’54 Two-ten station wagon, $725, $405. 
CHRYSLER ’53 Windsor 4-dr., $200*, 
$180*; Windsor Deluxe, $210*; NY 2- 
dr., $150*. 
DeSOTO—’56 Fireflite 4-dr., $1,350*; Fire- 
dome 2-dr., $1,255* (ps). 
’55 Fireflite 2-dr., $890*. 
’54 Powermaster sedan, $220*. 


DODGE—’56 Custom Royal (8) sedan, $1,- 
190* (ps); Coronet (6) 4-dr., $550* 
’55 Coronet (8) 2-dr., $800*; 4-dr., $745*. 
"53 Meadowbrook sedan, $200*. 
EDSEL—’58 Pacer 2-dr., $1,775*. 
FORD "58 Country sedan (6), 


$2,535°* ; 
) 


Country sedan (8), $2,000* (ps Fair- 
lane (8) 500 sedan, $2,150* (ps); Cus- 
tom (6) 300 2-dr., $1,515. 

"57 Country sedan (8), $1,700*, $1,650*, 
$1,390*; Del Rio (8), $1,530*, $1,500* 
(ps); Custom (8) 300 4-dr., $1,450*; 
Fairlane (8) 500 sedan, $1,330*; Fair- 
lane (8) conv., $1,330* (ps); 2-dr., 
$1,270*; Custom (6) 2-dr., $990. 

’56 Country sedan (8), $1,350*, $1,300*, 
$1,200*; Fairlane (8) Victoria 2-dr., 
$1,110*, $1,055* (ps), $1,100*; 2-dr., 
$825*; Custom (8) #-dr., $1,100*, $1,- 
000°; Custom (6) 2-dr.. $790*. 


"55 Custom (8) 4-dr., $925*, $710*; Fair- 
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Model Breakdown 
Of Auction Averages 











Nov., 1958 Oct., Sept., 

Model To Date 1958 1958 

ee rencecsees $2,281 $2,416 $2,443 

 Crecwneveees 1,581 1,566 1,614 

ai vcwerncceve 1,100 1,122 1,192 

822 851 909 

ee 553 596 

1953... 331 354 362 

1952. 224 242 243 

Mp cceviesenceees 177 180 198 

Overall _—__- -— 

Average $ 881 $ 911 $ 945 
lane (8) conv., $920*; 4-dr., $680*; 
ranch wagon (8), $730. 

"54 Crest (8) 2-dr., $700; Custom (8) 
station wagon, $600; 2-dr., $430; 4-dr., 
$400; Main (6) 2-dr., $310. 

"53 Custom (8) country sedan, $435; 2- 
dr., $200*; Main (8) 2-dr., $280. 
LINCOLN—’57 Capri 2-dr., $2,460* (ps). 

’52 Capri 2-dr. Hardtop, $200*. 

| MERCURY—’57 Commuter, $1,690*. 
*56 Monterey 4dr., $930*. 
"54 Monterey 2-dr., $610*. 





| 
' 
j 
| 
| 
| 
| 
| 


’53 Custom 2-dr., $3 


50. 


OLDSMOBILE—’ 57 (88) Holiday 2-dr., $1,- 
770°. 

*56 (88) Super Holiday 2-dr., $1,410* 
(ps); (88) 2-dr., $1,175*. 

"55 (88) Super Holiday 2-dr., $1,160* 
(ps), $1,250* (ps); (98) Holiday 4-dr., 
$1,075* (ps); (88) Holiday 2-dr., 
$950° 


54 (98) Holiday 2-dr., $840* (ps); (88) 


HEAVY DUTY 


HYDRAULIC BRAKE FLUID 


43 


Super 4-dr., $575*. 
’53 (88) Super 2-dr., $310*; (88) 4-dr., 
. 


$310*. 
PACKARD—’ 57 Clipper 4-dr., $1,450* (ps). 
’55 Clipper 4-dr., $910*. 
’54 Clipper Super Hardtop, $490*. 
PLYMOUTH—’58 Belvedere (8) 4-dr., $1,- 


950* (ps); Plaza (8) station wagon, 
$1,850. 

"56 Savoy (8) suburban, $1,130*; 2-dr., 
$810; 4-dr., $860*%; Savoy (6) 2-dr., 
$720. 

55 Belvedere (8) conv., $760*; Belve- 
dere (6) 4-dr., $725, $685, $350; Savoy 
(6) 4-dr., $640*; Savoy (8) 4-dr., 
$610; Plaza (6) 2-dr., $455; 4-dr., 
$400. 

*53 Cranbrook 4-dr., $250; Cambridge 


suburban, $245; 2-dr., $155. 

"51 Cambridge suburban, $130. 
PONTIAC — '57 Chieftain Catalina 2-dr., 

$1,690* (ps). 

’56 Star Chief 4-dr., $1,300*. 

"54 Chieftain 4-dr., $350*. 

*53 Chieftain conv., $300*; sedan, $300. 
RAMBLER—’54 (6) station wagon, $650*. 
WILLYS—’51 station wagon, $550. 
MISCELLANEOUS—’ 57 Chevrolet 

livery sedan, $770*. 

’54 Ford (6) %-ton pickup, $400. 

"52 Chevrolet 2-ton Rack, $250. 


SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 


(8) De- 


nesday. Prices are for sale of Nov. 5. Very 
solid market condition for this time of 
year. Sold 64 cars from 95 consignments. 


BUICK—’57 Century Riviera 4-dr., $1,800* 
(ps). 
"56 Special Riviera 4-dr., $1,200* (ps); 
Riviera 2-dr., $930*. 
"55 Special conv., $950* (ps). 


*54 Special conv., $420*. 
*53 Special conv., $280*. 


(Continued on Page 46, Col. 3) 
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1G S. QUART—1/78O-4.946—33 ¥, BR FLU OUNCES 


MORAINE PRODUCTS DIVISION 


DAYTON, OnIG 





Here is broad range protection at a price your customers 
won't be able to resist and a real profit maker for you! 
Heavy-Duty Delco Super 99 is free flowing at minus 60°F. 
and exceeds the minimum boiling point set by S.A.E. 70 R1 


specifications. That’s an extra margin of safety for your 


customers that will keep them coming back. 


What's more, with Delco Super 99’s positive response, you 
can assure both your passenger and commercial vehicle 


customers of safer and surer stops . . . every time. It’s 


chemically inert, physically stable, and compatible with 
all rubber or metal brake parts as well as other quality 
brake fluids. 


Order your stock of Super 99 and watch your sales soar. 





Available in sizes ranging from 12-02. to 54-gallon drums 
through the United Motors System or through Chevrolet. 


| Moraine Products 


Division of General Motors, Dayton, Ohio 
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Newt 
on the Strength o 
in Delaware\} 





Sindlinger & Company—independent analysts of people’s actions and © 
reactions to products and media—interviewed 12,688 Delaware Valleyans 
in the course of continuing surveys used by leading manufacturers, adver- 
tising agencies and media. Among questions asked were several relating to 
newspaper reading habits here. The Inquirer asked that the raw data, still 
unprocessed, be tabulated from the Sindlinger files. The facts below were 
uncovered from the year-long study completed on March 31, 1958. 


On an average weekday in Delaware Valley: 


Daily Inquirer delivers Daily Bulletin delivers 

1,352,000 total adult readers 1,358,000 total adult readers 
720,000 adult male readers 661,000 adult male readers 
632,000 adult female readers 697,000 adult female readers 


On the same average weekday in suburban Delaware Valley: 


Daily Inquirer delivers Daily Bulletin delivers 
680,000 total adult readers 506,000 total adult readers 
350,000 adult male readers 244,000 adult male readers 


330,000 adult female readers 262,000 adult female readers 
























y Light 
\0f Newspapers 
Valley, U.S_A. 





In Delaware Valley suburbs, The Inquirer covers 62.8% of adults who read 
a major Philadelphia daily (Bulletin: 46.7%). In the suburbs, 578,000 adults 
read The Inquirer exclusively—they do not read the Bulletin. (Bulletin 
exclusively: 404,000). The suburbs account for 57% of the market’s total 
retail sales! Beyond Philadelphia’s city limits, people make more, spend 
more . . . and read The Inquirer more. Doesn’t it make sense to start 
with the newspaper whose un-duplicated readers live in the richest part 
of the market? Then your first choice in Delaware Valley must always 
be . . . The Inquirer. 


For all the facts, all the figures, send for the extract of “Phila- 
delphia Newspaper Analysis” by Sindlinger & Company, Inc. 


The Philadelphia Puguir er ont 


Good Mornings begin with The INQUIRER for 1,352,000 adult daily readers 





NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH RICHARD I. KRUG FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
842 Madison Ave. 20 N. Wacker Drive Penobscot Bldg. 155 Montgomery St. 3460 Wilshire Boulevard 


‘eno 
Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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THE REASON ... 





CADILLAC—’56 (62) sedan de Vilie, $1,- 
950°. 
54 (62) sedan de Ville, $1,260* (ps). 
’53 (62) coupe de Ville, $715*; sedan de 
| Ville, $270*. 
| CHEVROLET—’57 Two-ten (6) 4-dr., $1,- 
000. 
56 Two-ten (6) Hardtop 4-dr., $930. 
55 Bel Air (6) 2-dr., $725°*. 


| ’54 Two-ten 4-dr., $490; One-fifty station 
wagon, $400. 

’53 One-fifty station wagon, $325, $305°; 
4-dr., $210. 

’52 Deluxe 2-dr., $170*. 

’51 Deluxe station wagon, $410. 


CHRYSLER — ’57 Saratoga Hardtop, $2.,- 





000* (ps). 
| DeSOTO—’56 Firedome (8) 4-dr., $1,000*. 
DODGE—’ 54 Royal (8) 2-dr., $425°*. 

’53 Coronet (6) 4-dr., $275°*. 
EDSEL—’58 Ranger 4-dr., $1,595°*. 
FORD—’58 Fairlane (8) 500 conv., $2,140* 
| (ps) 

’57 Fairlane (8) Victoria 2-dr., $1,400*; 

Custom (8) 4-dr., $980 

56 Parklane (8), $1,215*; Fairlane (8) 
Victoria 2-dr., $995*; town sedan, $1,- 
050*: Custom (8) 2-dr.. $695*. 

’55 Fairlane (8) conv., $785*, S750*° (ps); 
Custom (8) 4-dr., $750*; country se- 
dan (8), $825; Custom (6) 2-dr 
$565°*, $570; 4-dr., $555; country se- 
dan (6), $545° 

’54 Crest (6) Victoria 2-dr., $495*; Cus- 
tom (6) ranch wagon, $475; Custom 
(8) 4-dr., $425*, $400°, $370; Main 
(8) 2-dr., $285. 

"653 Crest (8) 2-dr., $370°; 4-dr., $395 
$295; Victoria 2-dr., $250°; Custom 
(6) 2-dr., $240; 4-dr., $140; Main (6) 
4-dr., $135°. 

LINCOLN—'55 Capri 4-dr., $965". 
MERCURY—’'56- Monterey Hardtop, $1,- 
| 200°. 

’54 Monterey station wagon, $570*; Cus- 

| tom 4-dr., $445°; Hardtop, $380°. 

"52 Custom 4-dr., $275*. 
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Used-Car Auction Prices 





(Continued from Page 43) 


| NASH —54 Statesman (6) Hardtop, $450*. 
| OLDSMOBILE — '56 (88) Holiday 2-dr., | 
$1,370°. 

"54 (98) conv., $575* (ps). 

"53 (88) Super 4-dr., $330*. 

"52 (98) 4-dr., $220*°, $185*. 

PACKARD—’'56 Clipper 4-dr., $710* (ps). 
55 Clipper Hardtop, $780* (ps). 

’53 Clipper 4-dr., $200*. 

PLYMOUTH—'56 Suburban (8), $1,000*; 
Savoy (8) Hardtop, $950*; 4-dr 
765; Plaza (8) 4-dr., $645. 

’54 Plaza (6) 2-dr., $260. 

"53 Cambridge 4-dr., $220°, $210; Hard- 
top, $175; 2-dr., $130. 

PONTIAC— 57 Star Chief 4-dr., $1,575*. 
"56 Chieftain Catalina 2-dr., $1,055*. 
55 Chieftain Catalina 2-dr., $950° (ps); 

conv., $770*; 2-dr., $605. 

"53 Chieftain (6) 4-dr., $155. 

RAMBLER "51 Custom station wagon, 

$105* 

WILLYS—’53 4-dr., $100°*. 

DETROIT 

Motor City Auto Auction, Sale every 

Thursday. Prices are for sale of Oct. 30. 
Market is steady. Clean cars bringing 

top prices as usual. Sold 145 cars from 

| 257 consignments 

| BUICK—"57 Special 2-dr., $1,655*, §$1,- 
640°, $1,.575° 

656 Century 4-dr $1,210* Special 2- 
dr.. $1,145*, $1,120°; 4-dr $1,060* 

"55 Super 2-dr., $950° 

"52 Super 4-dr.. $305*, $140* 

CADILLAC—'57 Eldorado Seville, $3,400*. 
"56 (62) coupe de Ville, $2,200*. 

"55 (62) coupe de Ville. $1,460*. 

"53 (62) sedan de Ville, $367*° 

"50 (62) sedan de Ville, $205*. 

CHEVROLET—'5S Impala (8) conv., $2.,- 

085*; Yeoman (8) 2-dr., $1,887. 

"57 Bel Air (8) 4-dr., $1,600°, $1,585°; 
Two-ten (8) 2-dr.. $1,475*, $1,400*° 
$1,375". 

"56 Bel Air (8) 4-dr., $1,200°; 2-dr., 
$1.195*; Two-ten (8) 2-dr., $975*; 
Two-ten (6) 4-dr., $850; 2-dr., $765°*, 
710° 

"55 Bel Air (8) 4-dr., $850°, $770°; Two- 
ten (6) 2-dr.. 2 at $650°, $520°. 

"54 One-fifty 2-dr., $360. 

CHRYSLER—'5S7 Saratoga 2-dr.. $1,890°. 
‘55 Windsor station wagon, $1,050°; 4- 

dr.. $1,000° 

"53 Windsor 4-dr., $220°. 

DODGE—'57 Coronet 2-dr., $1,285*. 

'56 Custom Royal (8) Lancer 2-dr., $1,- 
225° 

"55 Coronet (8) 2-dr.. $825°, $700°; 
Royal (8) 4-dr., $550*° 


FORD—'SS Ranch wagon (8), $1,800; Cus- 
tom (8) 2-dr., $1,575 
"ST Fairlane (8) 2-dr.. $1,590°, $1,425°; 
4-dr., $1.410°, $1,325° 
"56 Custom (8) 2-dr., $1,050; Custom 
(6) 4-dr $695; Fairlane (6) conv., 
$850° 
'55 Ranch wagon (8) 2-dr., $915°; Fair- 
lane (6) Victoria 2-<dr $750°, 735, 
$620*: Custom (6) 2-dr., $465 
‘54 Custom (8) country sedan, $760*, 
$700° 
"63 Crest (8) Victoria 2-dr., $350°. 
LINCOLN—'56 Premiere 4-dr $1,.460°. 
"54 Cosmopolitan 4-dr., $440° 
MERCURY—'5S7 Monterey conv., $1,410°; 
2-dr., $1,550°. 
"S56 Monterey 2-dr., $1.190*°, $1,180*. 
‘S55 Monterey 2-dr.. $840°, $510*. 
"53 Monterey 2-dr., $410°. 
"48 4-dr., $105 
| NASH—'55 Ambassador (8) 4-dr., $685°. 
OLDSMOBILE—'57 (88) Super Fiesta, $2.- 
155°; (98) 4-dr., $1,930°, $1,750°; 
(88) 2-dr., $1,425. 
"55 (88) 4-dr $950*: conv $S870°; 2- 
dr ssoo* ; 
"54 (88) Holiday 2-dr., $780°. 
"53S (98) 4-dr., $300° 
PACKARD—'55 Clipper 2-dr.. $825°. 
PLYMOUTH—'57 Belvedere (8) 4-dr., $1.- 
075*: Savoy (8) Hardtop, $1,300°; 4- 
dr.. $985° 
"S55 Savoy (6) 2-dr $600, $515. 
*"S4 Plaza (6) 4-dr., $255 
"53 Cranbrook 4-dr., $300°. 
‘52 Savoy station wagon, $325. $135. 
PONTIAC—'56 Chieftain 2-dr., $740 
'S4 Star Chief (8) Catalina 2-dr., $600; 
Chieftain (6) 4-dr., $215°. 
"53 Chieftain (8) 2-dr.. $380°; Chieftain 
(6) 4-dr.. $235° 
RAMBLER ‘SS Ambassador (8) Cross 
| Country, $2,025°. 
"55 Super (6) 4-dr., $450. 
"54 Custom (6) 4-dr., $500°. 
STUDEBAKER—'53 Champion (6) Hard- 


top, $325°. 


| WELLYS—'50 conv., $500°. 


BUFFALO 


Thruway Auto Auction. Sale every Tues- 
day. Prices are for sale of Nov, 4. 
Generally good. Sharp used cars still 
bringing ‘top buck’. Older models down in 
most cases. Sold 58 cars from 96 consign- 
ments. 
BUICK—56 Special Riviera 2-dr., $1,000*. 


*55 Century 4-dr., $950° (ps); RM Rivi- 
era 2-dr., $825* (ps); Special 4-dr., | 
$785°*. 

"54 Special Riviera 2-dr., $625°*. | 

"S58 Super 2-dr., $255*. 

"52 RM Riviera 2-dr., $140* (ps). 


CADILLAC—'54 (62) coupe de Ville, $1,-| 
180° (ps). | 

OHEVROLET—'57 Bel Air (8) conv., $1,- 
400°; Two-ten (8) 2-dr.. $1,215. 


"56 One-fifty (8) 2-dr., $775. 


’55 Two-ten (8) 2-dr., $650. 
"54 Bel Air 2-dr., $580, $325; Two-ten 
2-dr., $435. 


53 Two-ten 2-dr., $230. 

*52 Bel Air 4-dr., $400*. 
OHRYSLER—'55 Windsor 4-dr., 
DODGE—’56 Coronet (8) 4-dr., 


$745°. 
$880*. 


"54 Coronet (6) station wagon, $375; 2- 
dr., $300*. 
"53 Coronet (6) 4-dr., $230*; Meadow- 


brook (6) 4-dr., $165. 
FORD—’57 Fairlane (8) 500 conv., $1,410. 
’56 Country sedan (8), $1,165; Fairlane 
(8) Victoria 2-dr., $1,080*%; Main (6) 


2-dr., $625. 

"55 Fairlane (8) 2-dr., $765*; Custom 
(8) 2-dr., $745*; Custom (8) 4-dr., 
$740* (ps); Custom (6) 4-dr., $590*; 


Main (6) 2-dr., $455. 

"51 Crest conv., $125. 
HUDSON—'54 Jet (6) 2-dr., $200* 
IMPERIAL—’54 2-dr., $650* (ps). 
LINCOLN—’53 Capri Hardtop, $175*. 


(ps). 





MERCURY—’55 Monterey 2-dr., $600. 
*53 Monterey Hardtop, $330. 
NASH—’53 Ambassador 2-dr., $150; States. 
man 2-dr., $145. 
"52 Statesman 4-dr., $150. 
| OLDSMOBILE—’56 (88) 4-dr., $1,165; 
4-dr., $1,050* (ps). 

’54 (88) 4-dr., $585* (ps). 
| PLYMOUTH—’57 Belvedere (8) » ae 
| 345* (ps). 
| '55 Savoy (6) 2-dr., $525; Plaza (6) 9. 


—. 


(98) 


4-dr 





dr., $435. | 

*53 Cranbrook 4-dr., $230*. 

| PONTIAC—’55 Star Chief conv., $730*, 

' ’54 Chieftain (8) Catalina 2-dr., $545+. 
Chieftain (6) Catalina 2-dr., $425* 

| °53 Chieftain (6) Catalina 2-dr., 

RAMBLER—’55 Cross Country (6) 
$925*. 





5°, 
$275*. 
4-dr., 


‘| LITTLETON, COLO. 


Colorado Auto Auction, Inc. Sale every 
| Monday. Prices are for sale of Nov. 3. 


BUICK — ‘56 RM Riviera 4-dr., 1,490* 
(ps), $1,310* (ps); Special Riviera 4. 
dr., $1,280°, $945°*. 

’55 Super Riviera 2-dr., 
Riviera 2-dr., $83¢*. 

’53 Super 4-dr., $390. 

"51 RM 2-dr., $150*. : 

CADILLAC—’58 (62) coupe de Ville 


(Continued on Page 53, Col. 1) 
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$975*:; Century 
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pre-wax 


LEANER 


No. 26 


No Wax 
No Silicones 
No Harsh Abrasives 
No Conflict With 
Manufacturer's 
Recommendations 


For Further Information and 
Prices, Write: Dept. 1117 


Q) Aioatnia| 


Manufacturing Chemists 
2705 ARCHER AVE. CHICAGO 8, ILLINOIS 
PHONE Victory 2-2132 




















Strengthen ce 
with Sunoco Gustom-Blending! 





Pitch 


No more complaints about engine knock or gasoline costs! 


Here’s a gasoline idea that’s like money from home 
for every new car dealer. 

When you sell a new car, recommend Sunoco’s 
new Custom-Blending. This gasoline system was 
designed to keep car-owners happy. Sunoco Custom- 
Blending offers motorists six different blends of 
gasoline... six different octane strengths...and 
six different prices...to accurately fit any car 
you sell with the exact octane it needs. 

Here’s what it means to you, pure and simple: 

If the car you sell calls for “regular” but comes 
back with knock, recommend changing to Blue 
Sunoco ‘200’—a high test gasoline higher in octane 
than most “regulars” — yet selling at “regular” 


price. If he still needs slightly more octane, the 


© 1958, SUN OIL COMPANY 


Sunoco dealer can step him up one or two grades 
. without forcing him to pay the big jump to 
“premium” priced gasoline. 

If your cars call for “premium”, only Sunoco 
Custom-Blending can fit each and every one with 
the exact octane it needs. In many cases the exact 
blend a car owner needs will cost less than ordinary 
premiums. 

That means these motorists can save as much 
as 4¢ a gallon over other premiums and still enjoy 
the lively stepping power and quick getaway that 
was built into the car. 

It’s a bright new idea in gasoline.. 
the new car dealer. Study the system... 
it can help you on the showroom floor! 


.a boon to 
see how 
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Paved and Well-Lighted— 


This paved, well-lighted used-car lot is operated by Spencer Auto Service (Dodge), 
in Wichita. The rear portion of the lot containing the sales office is elevated to give 


salesmen a good view of the lof. 





The following tmported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. 8S, excise tax 
and import duty. They do not include 
“emergency freight’”’ charges, U, 8S. trans- 
portation fees, state and local taxes or 
optional equipment, 

(Copyright, 1958, by Automotive News) 


ALFA ROMEO—Glulietta—-Spider, $3,- 
208: Super Spider, $3,686; Sprint Cpe., 
$3,784; Veloce Cpe., $4,194. 1900 Series— 


Super Sprint Cpe., $5,883. 2000 Sertes — 
4-dr. sed., $4,994; Spider roadster conv., 
$4,982. 

ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—-Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190 


AUSTIN—A-35 Deluxe 2-dr. sed., $1,- 
557; A-55 Deluxe 4-dr. sed., $2,214. 
(Heater standard.) 

AUSTIN-HEALEY — Sprite — roadster, 
$1,795. 100-Six—conv., $3,087; Deluxe 
conv., $3,389. (Heater standard on De- 
luxe.) 


AUTO UNION—"'1000" cpe, deluxe, $2,- 
495. (Heater standard.) 

BENTLEY—Series S — Standard Steel 
Saloon, $13,450. (Automatic transmission, 
power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 

BERKELEY — 32>-c.c. roadster, $1,595 
in New York ($1,695 in Los Angeles, West 
Coast is principal entry point). 

BMW — Model 502/3.2 — $6,198; Model 


503/8, $9,292. 

BMW ISETTA 300— sunroof, $1,048; 
cabriolet, $1,098. BMW (Isetta) 600—5- 
pass. sed., $1,398; sunroof sed., $1,487. 
(Heater standard on all models.) 

BORGWARD—Isabelia—2-dr. sed., $2,- 


495; stat, wag., $2,685; Touring Sport, 
$2,845: Touring Sport Coupe, $3,750. 
OTTROEN—2CV 4-dr. sunroof sed., $1,- 
ID-19—4-dr, sed., 
DS-19—4-dr. sed.. 
power 
clutch 


298 (centrifugal clutch). 
$2,795 (air suspension). 
$3,295. (Alr 
brakes, power steering, 
standard on DS-19). 
DATSUN—4-dr. sed., $1,799. 
DKW—4-dr. sed., $2.395: 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 
FACEL-VEGA — 2-dr. hardtop, $9,750; 
Excellence 4-dr. hardtop, $12,800. (Aute- 


$12,000; 2-dr. Berlinetta (light car), $12,- 
000; Conv., $14,000. “250 California’’— 


Conv., $12,600. 

FIA . sunroof, $1,- 
098. 600 Series—4-dr. stat. wag. $1,598; 
2-dr. sed., $1,298; conv., $1,360. 1100 
Series—4-dr. sed., $1,683; 4-dr. stat. wag., 
$2,069. 1200 Series—Gran Luce 4-dr. sed., 
$2,253; copes conv., $2,498. 

FORD 2- 


(England )—. 
dr.. sed., $1,442; deluxe 2-dr. sed., $1,- 
539. Prefeet—standard 4-dr. sed., $1,495; 
deluxe 4-dr. sed., $1,639. Escort—2-dr. 
stat. wagon., $1,629. Squire — 2-dr., stat. 
wag., $1. 739. Consul—4-dr. sed., $2, 012; 
conv., $2,351; 4-dr. stat. wag., $2, 750. 
Zephyr—4-dr. sed., $2,193; conv., $2,552; 
4-dr. stat. wag., $2,923. “dr. sed., 
$2,365; conv., $2,843; 4-dr. stat. wag., 
$3,127. Thames 800—Estate Bus, $2,411. 

GOGGOMOBIL—400 sed., $1,160; Florida 
Sunroof deluxe, $1,280; Step-In Van, $1,- 
460; Coupe de Ville, $1,560. (Heater stand- 
ard on all models.) 

GOLIATH—1100 Series — Standard busi- 
ness sed., $1,995; Custom 2-dr. sed., $2,- 
088.80; Custom conv., $2,395; Custom 2-dr. 
stat. wag., $2,287.80; Empress Deluxe 2-dr. 
sed., $2,481.14; Tiger sport cpe., $2,834.98. 
dard on Empress, Tiger and 


$1,699; 
$2,099; 


$1,849; conv., ; 
$1,639; 4-dr. 


wag. (Husky), 
stat. wag. (Minx), $2,299. 

JAGUAR—Mark VIII—4-dr. sed. (over- 
drive and power steering), $5,750; 4-dr. 
sed. (automatic transmission and power 
gaains). $5,835. 3.4 Liter Sedan—(over- 

and disk brakes), ain: — 

nh transmission and brakes) 
642.50. XK-150—cpe., $4,475; epe. "tanto- 
matic transmission), 
conv. (automatic transmission), 
roadster, $4,495; roadster (overdrive), #,- 
660; roadster (automatic transmission), 
$4,745; on. roadster (overdrive), $5,095. 

LANCIA — Appia —4-dr. sed., $3,298; 
conv., $4,588; coupe, $4,698. A 
conv., $5,830; sport coupe, $5,830. Flaminia 
—4-dr. sed., $7,460. 

LLOYD—600 Series—2-dr. sed., $1,395 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat. wag., $1,445; 2-dr. 


Cooke Buys Mercury Deal 


LOUISVILLE. — Thurston Cooke 
Edsel, Inc., has purchased the 
franchise and equipment of Down- 
town Mercury, Inc., at 719 W. 
Broadway. The former owner, J. 
Emmet Gerstle, will continue in 
the used-car business here. 


Port-of-Entry Prices 
On Imported Cars 








4-passenger sunroof stat. 
2-dr. 
6-passenger sunroof stat. wag., $1,730; 
2-dr, 6-passenger stat. wag. (long wheel- 
base), $1,770; 2-dr. 6-passenger sunroof 
stat. wag. (long wheelbase), $1,850. 


MAIOCO—700 Sport—2-dr. sed., $1,845. 


MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL epe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 
220-S conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL cpe., $8,905; 300-D 4-dr. 
hardtop, $10,418; 300-SL roadster, $10,928; 
300-SO conv. or roadster, $12,272. (Power 
brakes standard on 219 sed.; automatic 
transmission standard on 300-C sed, and 
300-D hardtop.) 

METROPOLITAN — 2-dr, hardtop, $1,- 
626.10; conv., $1,650.10. 

MG—MG “A’’—roadster (disk wheels), 
$2,462; roadster (wire wheels), $2,546; 
cpe. (disk wheels), $2,695; cpe. (wire 
wheels), $2,785. Magnette—4-dr. sed., $2,- 
740. (Heater standard on Magnette.) 

MORETTI-—750 Coupe, $2,495; Super 
Panoramica Sedan, $2,495; four or five- 
passenger station wagon, $2,580; six or 
seven-passenger station wagon, $2,664; 1200 
Spider conv., $4,348. 

MORGAN—‘‘Plus Four” 

MORRIS 1000—S: 

678; 2-dr. sed., $1,495; conv., 


wag., 


$1,500; 
6-passenger stat. wag., $1,665; 2-dr. 


cpe., $2,855. 
-dir. sed., $1,- 
$1,574; 2-dr. 


stat. wag., $1,798. Deluxe—4-dr. sed., $1,- 
757.95; 2-dr. sed., $1,638.95; conv., $1,- 
675.95; 2-dr. stat. wag., $1,864.95. (Heater 
standard on Deluxe models.) 

NSU PRINZ—2-dr. sed., $1,398; sunroof 
sed., $1,487. (Heater standard.) 

OPEL — Rekord—2-dr. sed., $1,987.50; 
Caravan—2-dr. stat. wag., $2,400. (Heater 
standard on both models.) 

PANHARD — 4-dr. deluxe sed., $1,995. 


(Heater standard.) 

PEUGEOT — 403 — 4-dr. 
$2,175. 

PORSCHE — Speedster — 70 horsepower, 
$3,215; 88 horsepower, oe 115-125 
horsepower (Carrera), $5,21 Coupe—70 
horsepower, $3,665; 88 A, $4,115; 
115-125 horsepower (Carrera), $5,665. 
Hardtop—70 horsepower, $3,830; 88 horse- 
power, $4,280; 115 horsepower (Carrera), 
$5,830. Convertible—70 horsepower, $3,915; 
88 horsepower, $4,365; 115 horsepower 
(Carrera), $5,915. 

RENAULT—4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 

RILEY—1.5 sed., $2,316. 
ard.) 

ROVER—90 4-dr. 
dr, sed., $3,625 
sed., $3,765 


sunroof sed., 


(Heater stand- 


sed., $3,295; 1058 4- 
(overdrive); 105R 4-dr. 
(automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 
ROLLS-ROYC 
Steel Saloon, a 750. 
steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price, 
SAAB—“93B”"’—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
matic clutch), $2,119. Granturisme 750— 
2-dr. sed., $2,568. (Heater standard on all 


models. ) 
SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super deluxe 4-dr. -ed.. $1,798; 


Chatelaine 2-dr. stat, wag., $1,963; Plein 
Ciel 2-dr. hardtop, $2,947; Oceane conv., 
$3,167. Ariane (4-cylinder)—4-dr. sed., $2,- 
102. Ariane V-8— 4-dr. sed., $2,264. 
Vedette V-8—Beaulieu 4-dr. sed., $2,501. 

SKODA—S-440 deluxe sed., $1,686; 8S- 
445 deluxe sed., $1,787; SS-450 sports 
conv., $2,395; SS Italia conv., $2,985; 
VSS Italia hardtop, $3,085. (Heater stand- 
ard on all models.) 

SUNBEAM—Rapier—2-dr. hardtop, $2,- 
499; conv., $2,649. 

TAUNUS — Standard—4-dr. sed., $2,- 
108.50; 2-dr. sed., $2,016.50; Combi-wagon, 
$2,225. Deluxe—4-dr. sed., $2,254.50; 
sed., 

TEMPO — —— 12-passenger stat. 
wag., $2,575; 9-pass. stat, wag., $2,495; 
6-pass, stat. wag., $2,425. (Heater stand- 
ard.) 

TOYOPET — Crown 4-dr. sed., $2,222. 
(Les Angeles port-of-entry price.) 

TRIUMPH—4-dr. sed., $1,699; 4-dr, stat. 
wag., $1,899. TR-3 (sports cars)—softtop, 
$2, 675: hardtop, $2,835. 

AUXHALL — Victor — 4-dr. sed., $1,- 
wag., $2,400. 
odels.) 


VOLKSWAGEN —2-dr. sed., $1,545; 2- 
dr. sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag., $2,120; de- 
wag., $2,576; deluxe camper, 

Ghia—cpe., $2,445; conv., 
$2,725. (Heater standard on all models.) 

VOLVO—2-dr, sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on bvuth 


models. } 

WARTBURG—Standard 4-dr. sed., $1,- 
688; deluxe 4-dr. sed., $1,799; coupe, §2,- 
199; sport coupe, $2,799; conv., $2,099; 
— "$1,898; 4-dr. stat. wag.,. 


Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1958, by Automotive News) 


1959 MODELS 

BUIOK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invieta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra — 4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
| top, $3,818. Electra 225—4-dr. Riviera sed. 
| (6-window hardtop), $4,300; 4-dr. hardtop, 
| $4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
| Electra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 

CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), 
top (4-window), $5,498; Coupe de Ville 2- 
| dr. hardtop, $5,252. 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 


tion Wagons—2-dr. 
571; 4-dr. 


2-seat Brookwood, 
2-seat Brookwood, $2,638; 


$2,- 
4-dr. 





Minnesota's “safety” license 
plates for automobiles have re- 
duced nighttime highway accidents, 
injuries and deaths, according to a 
study by the Minnesota State High- 
way Department. 

The plates are covered with a re- 
flective sheeting that makes them 
shine brilliantly in the headlights 
of approaching vehicles. North Da- 
kota, South Dakota, Delaware and 
Maine issue plates similar to Min- 
nesota’s. Wyoming and Louisiana 
have plates with reflective numbers 
and borders only. 


U.S. Care Called 
Short on Safety 


U. S. auto manufacturers are “not 
turning out the safest possible 
product,” Rep. Kenneth Roberts, 
Alabama Democrat, charged in a 
speech before a governor's traffic 
safety conference in Sacramento, 
Calif. 

He said he made the charge after 
his House subcommittee had stud- 
ied the traffic problem and toured 
Detroit auto plants. 

“I am tired of hearing that our 
drivers are delinquents, alcoholics 
and incompetents,” he said, adding 
that there is need for stricter law 
enforcement and more driver edu- 


cation. 
a . * 


Drivers Minus Licenses 
Biggest Offense in Ky. 

Kentuck State Police arrested 309 
motorists at 57 roadblocks set up in 
September. A summary showed 
officers also issued 335 warnings 
during the period. 

A spokesman said the largest 
number of arrests were for motor- 
ists having no operator’s license— 
153. Seventy-two were arrested for 
defective brakes and 19 for im- 
proper registration. 

>= - > 


Russell Joins ARBA 


T. Randolph Russell has resigned 
as press and research assistant to 
Senator Strom Thurmond, South 
Carolina Democrat, to become pub- 
lic relations director for the Amer- 
ican Road Builders’ Assn. He suc- 
ceeds the late Robert. L. Smith. 


Students Without ‘Cars 
Top Scholars, Study Shows 


Law-enforcement officials are 
studying results of a survey by 
Willis G. Nelson, principal of the 
Madison High School, Rexburg, Id. 
Over a four-year period, Nelson 
maintained a scholarship record of 
students who owned cars and those 
who didn’t. 

Results showed that no student 


who maintained an A average over|The modern building features an automotive service department and truck body 


the period, had the use of cars dur- 


2-dr. | 


$5,498; Sedan de Ville 4-dr. hard- | 


Eldorado—Brougham | 





3-seat 
Nomad, 
or conv. 


4-dr, 
2-seat 
cpe. 


2-seat Parkwood, $2,749; 
Kingswood, $2,852; 4-dr. 
$2,897. Corvette—hardtop 
(V-8 std.), $3,875. 

CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
wag., $3,691; 4-dr. 3-seat stat. wag., $3,- 
878. Saratoga—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr. hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; .conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E.) 

CONTINENTAL — 4-dr. 
4-dr. hardtop, $6,845.30; 
$6,598.30; conv., $7,056.20; town car, $9,- 
208; limousine, $10,230. (Tur b o-Drive, 
power steering, power brakes standard on 
all models.) 

DeSOTO—Firesweep—4-dr. sed., $2,904; 
4-dr. hardtop, $3,038; 2-dr. hardtop, $2,- 
967; conv., $3,315; 4-dr. 2-seat stat. wag., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 
Firedome—4-dr. sed., $3,234; 4-dr. hard- 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
$3,653. Firefiite—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 4-dr. 3-seat stat. wag., $4,358. Ad- 
venturer—2-dr. hardtop, $4,427; conv., $4,- 
749. (Torquefiite standard on Fireflite and 
Adventurer. Power steering and power 
brakes standard on Adventurer.) 


$6,845.30; 
2-dr. hardtop, 


sed., 


OHEVROLET — (Prices are for six- DODGE—Coronet Six—4-dr. sed., $2,- 
cylinder models. For V-8s, add $118.) | 586.50; 2-dr. sed., $2,515.50; 2-dr. hard- 
Biscayne—4-dr. sed., $2,301; 2-dr. sed.,| top, $2,643.50. Coronet V-8—4-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. | $2,707; 2-dr. sed., $2,635; 4-dr. hardtop, 
sedan., $2,440; 2-dr. sed., $2,386. Impaia— | $2,841.50; 2-dr. hardtop, $2,764; conv., 
4-dr. sed., $2,592; 4-dr. hardtop, $2,664; | $3,089. Royal—4-dr. sed., $2,934; 4-dr. 
2-dr. hardtop, $2,599; conv., $2,849. Sta- | hardtop, $3,068.50; 2-dr. hardtop, $2,990. 


Custom Royal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 


Highways & Safety 





ing school hours. Of those with B 
averages, 15 percent had the use 
of cars during school hours; 41 per- 
cent of C students drove cars to 
school, and 71 percent of D students 
had autos. Of the students who 
failed or who quit school, 83 per- 
cent had access to autos during the 
school terms. 
> > > 


Highway Users Croup 


Revises Road Glossary 


A revised edition of “The Right 
Word,” a glossary of highway 
terms, has been published by the 
National Highway Users Confer- 
ence. 


Requests for the original edi- 
tion of the reference booklet were 
so heavy that the supply was ex- 
hausted. The current edition con- 
tains additional definitions which 
have come into recent use as a 
result of fast-moving highway 
developments. 


High Court to Review 


Two Highway Cases 


The U. S. Supreme Court will 
consider at least two matters of 
importance to highway users dur- 
ing its present term. 


It has agreed to review a Fed- 
eral District Court decision that 
held the Illinois mudguard law in- 
valid as a restraint on interstate 
commerce. It also will review a 
Pennsylvania case in which a 
three-judge District Court invali- 
dated a law turning a road near 
Pittsburgh into a safe-access high- 
way. That court found that Penn- 
sylvania had made no provision to 
compensate owners of property 
abuting the road and who had been 
using it. 





oe 


conv., $3,421.50. Station Wagons-—4-dr, 2. 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3. 
318; 4-dr. 3-seat Custom Sierra, $3,438.59, 

EDSEL—(Prices are for V-8 models, 
Deduct 83.70 for six-cylinder Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 
Ranger—4-dr. sed., $2,683.50; 2-dr. sed, 
$2,629; 4-dr. hardtop, $2,755.50; 2-dr 
hardtop, $2,690.50. Corsair—4-cr. sed., §2,. 
812; 4-dr. hardtop, $2,884.50; 2-dr. hard. 
top, $2,819; conv., $3,072. Station Wagons 
—4-dr., 2-seat Villager, $2,971; 4-dr., 3. 
seat Villager, $3,054.70. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $118.) Custom 300— 
4-dr. sed., $2, 273; 2-dr. sed., $2,219; busi. 
ness sed., $2,132. Fairlane—4- dr. sed., $2,. 
411; 2-dr. sed., $2,357. Fairlane 500—4-<dr. 
sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard. 
top, $2,602; 2-dr. hardtop, $2,537; cony., 
$2,839; retractable hardtop (V-8 standard), 
$3,346. Station Wagons — 2-<dr. 2-seat 
Ranch Wagon, $2,567; 4-dr. 2-seat Ranch 
Wagon, $2,634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829. 
4-dr. 3-seat Country Squire, $2,958. Thun- 
derbird—(V-8 standard) 2-dr, hardtop, 
$3,696; conv., $3,979. 

IMPERIAL—Custom 
4-dr. hardtop, $5,016; 
909.50. Crown—4-dr. 
hardtop, $5,647; 






4-dr. 
2-dr. 


sed., $5,016; 
hardtop, $4,- 
sed., $5,647; 4-dr. 
2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
103; 4-dr. hardtop, $6,103. (Torquefiite, 
power steering, power brakes standard on 
all models.) 


LINCOLN—Lincoln—4-<dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 
902.10. Premiere—4-dr. sed., $5,594.20; 4- 


dr. hardtop, $5,594.20; 2-dr. hardtop, $5,- 
347.10. (Turbo-Drive, power steering, power 
brakes standard on all models.) 
MERCURY— Monterey —4-dr. sed. §2,- 
831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 
$2,917.50; 2-dr. hardtop, $2,853.50; conv., 
$3,149.50. Montelair—4-dr. sed., $3,308; 4- 
dr. hardtop, $3,437; 2-dr. hardtop, §3,- 
356.50. Park Lane—4-dr. hardtop, $4,031; 
2-dr. hardtop, $3,954.50; conv., $4,206. 
Station Wagons—2-dr. 2-seat Commuter, 
$3,144.50; 4-dr. 2-seat Commuter, $3,215; 
4-dr. 2-seat Voyager, $3,793; 4-dr. 2-seat 
Colony Park, $3,932. (Mere-O-Matic stand- 
ard on Montclair, Voyager, Colony Park. 
Multi-Drive, Merc-0-Matic, power steer- 
ing, power brakes standard on Park Lane.) 
OLDSMOBILE—Sertes 88—4-dr. sed., $2,- 
902; 2-dr. sed., $2,837; 4-dr. hardtop, §3,- 


036; 2-dr. hardtop, $2,958; conv., $3,286; 
4-dr. 2-seat stat. wag., $3,365. Super 88— 
4-dr. sed., $3,178; 4-dr. hardtop, $3,405; 
2-dr. hardtop, $3,328; conv., $3,595; 4-dr. 
2-seat stat. wag., $3,669. Series 98—4-<dr. 
sed., $3,890; 4-dr. hardtop, $4,162; 2-dr, 
hardtop, $4,086; conv., $4,366. (Hydra- 


Matic, power steering, power brakes stand- 
ard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 
add $119.50 for a V-8 engine). Savoy Six 
—4-dr. sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2,142.75. 
Belvedere Six—4-dr. sed., $2,439.75; 2-dr. 
sed., $2,389.25; 4-dr. hardtop, $2,524.75; 
2-dr. hardtop, $2,461.25. Station Wagon 
Six—-2-dr. 2-seat Deluxe, $2,574.25; 4-dr. 
2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth V-8—(On the follow- 
ing models, a V-8 engine is standard and 
a six-cylinder engine is not available.) 
Belvedere — conv. $2,814.25. Fury 4-dr. 


sed., $2,690.50; 4-dr. hardtop, $2,771.25; 
2-dr. hardtop, $2,714.25. Sport Fury—2-dr. 
hardtop, $2,927.25; conv., $3,125.25. Sta 
tien Wagons—2-dr. 2-seat Custom, §2,- 


814.25; 4-dr. 3-seat Custom, $2,990.75; 4- 
dr. 2-seat Sport, $3,020.75; 4-dr. 3-seat 
Sport, $3,130.50. 

PONTIAC—Catalina—4-dr. sed., $2,704; 
2-dr. sed., $2,633; 4-dr. hardtop, $2,844; 
2-dr. hardtop, $2,768; conv., $3,080; 4-dr. 
2-seat stat. wag., $3,101; 4-dr. 3-seat stat. 
wag., $3,209. Star Chief—4-dr. sed., $3,- 
005; 2-dr. sed.. $2,934; 4-dr. hardtop, $3,- 
138. Bonnevilie—4-dr. hardtop, $3,333; 2-dr. 
hardtop, $3,257; conv., $3,478; far. 2-seat 
stat. wag., $3,532. 

RAMBLER—American—2-dr. Deluxe sed., 
$1,835; 2-dr. Super sed., $1,920; 2-dr. 2- 
seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 
Super stat. wag., $2,145. Deluxe Six—4-dr. 
sed., $2,098. Super Six—4-dr. sed., $2,268; 
4-dr. hardtop, $2,343; 4-dr. 2-seat stat. 
wag., $2.562. Custom Six—4-dr. sed., $2,- 
383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 
stat. wag., $2,692; Custem—4-dr. sed., $2,- 
513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
stat. wag., $2,807. Ambassador—Super— 
4-dr. sed., $2,587; 4-dr. 2-seat stat. wag., 
$2,881. Custem—4-dr. sed., $2,732; 4-dr. 
hardtop, $2,822; 4-dr. 2-seat stat. wag.. 
$3,026; 4-dr. 2-seat hardtop stat. wag., 
$3,116. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
stat. wag., $2,295. Lark Regal Six—4-dr. 
sed., $2,175; 2-dr. hardtop, $2,275; 2-dr. 
2-seat stat. wag., $2,455. Lark Regal V-8— 
4-dr. sed., $2,310; 2-dr. hardtop, $2,410; 
2-dr., 2-seat stat. wag., $2,590. Silver 
Hawk—-six-cylinder cpe., $2,360; V-8 cpe., 
$2,495. 





Manila Motor Sesak: New Building — 
Manila Motor Works, Inc., has moved into this new building in Manila, Philippines. 


building facilities. 
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the new york 


new car 
market 


is measured in the 


new New York News study 


profile 


of the millions—2na Edition 


In the New York metropolitan area there 
are 2,860,000 households owning 3,320,000 
private cars. Of these, 1,770,000 households 
bought cars new—62%, far above the 


national average! 


This item is one of the significant facts found in the 
new Profile of the Millions—2nd Edition. There is also 
new data on car ownership by price class, model, make, 
new and used; compiled with newspaper readership, 
showing the exact share of the market each New York 
City newspaper holds. 

And the sharp upward lift in income, the trend to 
the suburbs, and the increase in home ownership shows 
that the New York area today is one of the industry’s 
best and brightest opportunities for more sales. 


Profile is not an automobile survey, but the most 
comprehensive study ever made of the whole New York 
market, based on 10,175 personal interviews conducted 
by W. R. Simmons & Associates Research, Inc., after 
consultatior. and in accordance with recommendations 
of the Advertising Research Foundation. 


A research authority of national prominence has 
described Profile as the most comprehensive, most 
authoritative, and potentially the most valuable ever 
made of the New York market. 


Profile can give better direction to your metropolitan 
marketing program, save time and effort. Presentation 
by appointment only. Call any New York News office. 


THE & NEWS, New York’s Picture Newspaper 
More than twice the circulation, daily and Sunday, of any other newspaper in America. 


News Building, 220 East 42nd St., New York 17—Tribune Tower, Tribune Square, Chicago 11—155 Montgomery St., San Francisco 4—3460 Wilshire Boulevard, Los Angeles 5— Penobscot Building, Detroit 26 






ProFiLe-2nd Edition contents: 


Major electrical appliances—Room air- 
conditioning units,automatic washing machines, 
combination washer-dryers, TV sets, etc.... 
households owning, where purchased.* 

Alcoholic beverages—Beer, ale, wine, gin, 
cordials, vodka, rum, Scotch, Canadian, other 
whiskeys... purchases by men and women.* 

Automobiles—High, medium, low priced, 
and foreign; year model owned; 2 or more cars.* 

Men’s apparel—Winter or all-year suits; 
overcoats; shoes . . . prices, where purchased. 

Women’s apparel—Street dresses, women’s 
coats, foundation garments... price range study. 

Grocery store products—Tuna fish, canned 
salmon, salad oil, shortening, packaged cheese, 
cake mix, baby food, margarine, bread* ... 

Drug store products—Cosmetics, cologne, 
toilet water, spray type fixatives, hair dressing.* 

Travel & vacation—by air, rail, ship, bus, 
auto; vacation and non-vacation travel. 

* Brand information available on request. 
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Lawsuits Affecting Dealers ... 


Court Decisions 





By Leo T. Parker | law experts as to whether the pur-| 
Attorney at Law |chaser of a defective auto can di-| 
ELDOM have the higher courts| rectly sue the manufacturer in- 
in different states rendered s0| stead of the dealer who sold the 
many outstanding et ee | car. 
ing auto dealers as were decide att Gein @ hier enust ost- 
during the past few weeks. Readers| oq’ this discussion by holding 
will do well to clip this article for| that the purchaser of a defective 
ee ae auto may sue the manufacturer. 
larly, dis’ eoetal For example, in Fentress v. Ford 
cited court cita- Motor Co., 323 Pac. (2d) 227, it was 
tions will assist; Shown that one Fentress sued Ford 
readers and their| Motor Co. for damages alleged to 
lawyers to win have been caused by negligence in 
unavoidable suits.| he manufacture of the brakes and 
Also, knowledge wheel bearings of the auto. The 
of the cause and damages were to the auto itself, in 
outcome of these #2" accident in which it was wrecked 
when the brakes failed to hold. 


new higher court 
decisions will en- The legal question presented the 





L. T. Parker 


able readers to| court was: 
prepare to avoid expensive law’ Will a suit lie against the manu- 
suits. facturer of an auto which is likely 


During the past few months vari- 
ous discussions have arisen among 


to produce injury to person or 
property for damages resulting 
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from an accident caused by the de- 
fective auto? 

This court answered this question 
in the affirmative, and said: 


* * k 


Maker More Responsible 


ERE may be many occasions 

when the liability of a retailer 
as a warrantor would not, for 
practical purposes, be as availing 
to a plaintiff (purchaser) as would Ye 
that of a manufacturer. 

“The retailer is closer to the 
plaintiff in the sense of contractual 
privity, but the manufacturer is| 
the more responsible in the sense of 
fault if, as alleged, it is his negli-| 
gence which brought about the 
loss.” 


The Dual Deal 





* * + 


Insurance Firm Liable 


AST month the higher court 
4 rendered an unusually impor- 
tant decision holding that an in-| 
surance policy held by a dealer on} 
an auto remains in force until a} - 
certificate of title is issued to a 
purchaser of the auto. 





SP i) 


“Oui, Monsieur?” 





a dealer. The dealer held an in- 
surance policy which covered 


For instance, in Cant v. Uni- autos being used by various per- 
versal Underwriters, 149 N. E. sons with the dealer’s consent. 
(2d) 166, the testimony showed Twenty-four days later, the auto, 


while being driven by Cant, was 
involved in an accident as a result 


that a man named Cant signed 
a contract to buy an auto from 





McLOUTH DOUBLES OXYGEN STEEL CAPACITY 


The vessel shown above produces 90 ton heats of 
Oxygen Steel. Two of these vessels—the largest 
producing in the world—have been added to the 
original Oxygen Steel making equipment and are a 
vital part of the expansion program at McLouth’s 
Trenton, Michigan plant. 


Ever since McLouth pioneered the first Oxygen 
Steel Process in the United States, we have con- 
tinued to expand and improve our manufacturing 
facilities to bring you better steels for the product 
you make today . . . and the product you plan 
for tomorrow. 


McLoutyw Stee. CoRPORATION petroit17, Michigan 


Manufacturers of high quality 


stainiess and carbon steels. 


of which one Bremer was injured, 
Bremer brought suit for such in 
juries against Cant. 


It is interesting to observe that 
the higher court held that as the 
dealer had not given Cant a cer. 
tificate of title, the auto was stil] 
covered by the insurance policy. 

= * * 


Insurance Firm Must Pay 


—_—, the insurance company 
was obligated to defend the 
suit filed by Bremer against Cant 
and, further, the insurance company 
must pay damages allowable by the 
court. The court said: 

“Where an automobile is sold 
by the owner, with full payment 
of the agreed price and delivery 
of possession to the purchaser 
thereof but the assignment and 
delivery of the certificate of title 
are deferred, a change in the 
ownership of the automobile is 
not consummated. 


“Coverage of such automobile by 


an insurance policy issued to the 
owner thereof continues in force 
until the consummation of the sale 


by assignment and delivery of the 
certificate of title.” 
* * * 
Must Prove Damages 
| A FEW weeks ago a higher court 


4% held that neither an auto 
| dealer nor a finance company, which 
| unlawfully repossessed an auto, can 
| be held liable for more than $10 


| damages if the auto owner fails to 
prove definitely that he suffered a 
| greater amount of damages. 





For illustration, in Manhattan 
Credit Co. Inc. v. Skirvin, 311 
S. W. (2d) 168, the testimony 


| showed facts, as follows: In April, 
| 1955, one Skirvin purchased a 
| 1955 Ford from Rebsamen Motors, 
executing a conditional sales con- 
| tract for a balance of $2,233.50, 
payable in monthly installments 
of $74.45 each. 
| The contract was assigned to a 
| finance company. After several pay- 
|} ments had been made, two install- 
;}ments became delinquent and the 
| finance company repossessed the 
| auto. 

Skirvin sued the finance company 
for heavy damages, claiming that 
an official of the finance company 
had promised him the company 
would extend the time for making 
said delinquent payments until Feb. 
24, 1956. It was not denied by either 
party that the car was repossessed 
before that date. 


a * * 


Jury Favors Owner 


HE official of the finance com- 

pany denied entering into such 
an agreement, but the jury found 
otherwise and decided that the 
official had promised Skirvin that 
the car would not be reppssessed 
before Feb. 24, 1956. 

However, since Skirvin did not 
prove the amount of damages he 
suffered, the higher court held: 

“We hold since there was a con- 
version and, consequently, an in- 
vasion of appellee’s (Skirvin’s) 


rights, he is entitled to nominal 
damages which we fix at $10.” 
= * > 


Canadian Awarded $1,500 


In Suit Against Dealer 


VANCOUVER, B. C.—Glen 
Robert Forester, Burnaby, B. C., 
was awarded $1,500 damages in a 
suit against Frank Vernon Motors, 
Ltd. The firm is no longer in bus- 
iness. 


Forester said he was allowed $1,- 
495 on a truck which he traded on 
a $1,695 car. He charged that the 
tradein figure on the order form 
was altered three times and that 
when he got the papers on the 
deal, he found he owed $1,025 in- 
stead of the $200 he had agreed 
upon, 


5 Teen Scribes 
Win Ford Awards 


DEARBORN.—Four boys and one 
girl were named last week to re- 
ceive college scholarships worth 
$13,800 awarded by Ford division 
as a result of competition among 
175 youths attending Ford’s Na- 
tional teen-age press conference. 


The top award, a four-year col- 
lege scholarship worth $8,000, went 
to Allen Terry Kouns, 16, of Long 
Beach, Calif. Kouns represented the 
Long Beach Independent Press- 
Telegram. 
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design and decorated in three 
bright colors. They have three tex- 
tured panels on the front side that 
resemble battery plate grids. The 
panels give the batteries a vertical 
motif, instead of the usual horizon- 
tal appearance, One of the three 
panels is painted a contrasting 
color from the dominant hue. 

* * * 





BEARING TOOL—A greasing tool, called 
the Wright Lubricator, has been developed 
for frictionless, sealed ball bearings. The 
Wright Lubricator consists of a hollow 
shaft on a circular base. The bearing to 
be greased is slipped down into position 
with a nut. A hand grease gun applied 
to a fitting on top of the shaft forces 
grease down the shaft into a tube in the 
base and ovt through a series of holes. 
The grease under pressure is said to push 
its way between the two sections and into 
the bearings, at the same time pushing 
the old grease out the opposite side. P-G 
Corp., 7723 Rocton Ave., Chevy Chase 15, 





WHEEL BALANCER—Bear Mfg. Co., Rock 


Island, Ill., has adapted the features of | 


its deluxe portable Golden On-A-Car 
Wheel Balancer to a streamlined “econ- 


omy™ unit especially suitable for small- 
space operations. The new “Economy” 
Golden Beor On-A-Cor Balancer is 


equipped with latest type adapters for 14- 
inch and 15-inch passenger car wheels. No 
wrench is required—the adapter locks to 
the wheel with cap screws in 15 seconds 
or less, and accurately centers itself, it is 
claimed. 





ONE-END LIFT—A 1%-ton air-operated, 
one-end lift, model $J-51, is being manv- 
factured by the Blackhawk Mfg. Co., 5325 
W. Rogers St., Milwavkee 46, Wis. The 
$J-51 lift hes a standard two-way lever 
valve thot uses either a tire inflator or 
quick coupler for ease of operation. The 
jock raises to full height in seconds, even 
wnder capacity loads, it is said. The unit 
has lifting arms that extend from 14 to 
48 inches to accommodate the many dif- 
ferent styled bumpers, tail pipes and ex- 
treme widths of mony liate mode! cors. 

> > > 





BRAKE GAUGES—Raybestos Division, 
Raybestos-Manhattan, Inc., P. O. Box 1021, 
Bridgeport, Conn., is offering its 
Travel Gauge and No-Go Lining Gauge 
as aids to dealers in uncovering needed 
broke work. The pedal gauge is designed 
to check the broke pedal travel in a mat- 
ter of seconds, it is said. The lining gauge 
can be used to determine if there is a 
sufficient thickness of lining on the brake 
shoes or if the cor's brakes should be 
relined. 





TIRE CHANGER—A tire changer, with 
upper and lower bead looseners both 
operated by air power, has been an- 
nounced by Coots Co., Fort Dodge, Ia. 
The changer, called the Twin-Air Tireman, 
is the latest in the company's line of ad- 
vanced tire changing tools for both light 
truck and car tires, Both tubeless and con- 
ventional tires, regardless of wheel-type, 
can be changed. Though specially de- 
veloped for the 14-inch tire, the machine 
handles all sizes from 12 to 21 inches in 
diameter. 






CYLINDER GAUGE—A cylinder gauge, de- 
signed to show in thousandths of an inch 
the amount of wear at any given point 
in cylinders of small engines, has been 
announced by Zim Mfg. Co., 3047 W. 
Carroll Ave., Chicago 12, Ill. A “setter” 
is furnished to preset the gauge to zero 


Batteries with Eye Appeal 
Marketed by Goodrich 


B. F. Goodrich Tire Co., Akron, 
O., has announced a new line of 
12 and 6-volt batteries it describes) q+ the original diameter of the cylinder 
as being “as stylish and colorful in|1,. be worked on. When placed in the 
appearance as the automobiles for | cylinder, any reading above zero indi- 
which they provide electrical Ppow-| cates the amount of wear, it is claimed. 








AIR CLEANER—The 1800" dry-filter air 
cleaner is designed for late model six- 
cylinder cars with low hood clearance. 


Duct arm design and construction permits | 


converting oil-bath or oil-wetted cleaners 
to the dry-type air cleaner with maximum 
unrestricted air flow, it is said. The unit 
is available for 2 5/16 and 2%-inch car- 
buretors. Badger Mfg. Corp., 1501-11 W. 
Polk St., Chicago 7, Ill. 

* * * 





TACHOMETER — Fox Valley Instrument 
Co., Cheboygan, Mich., has announced the 
production of a tachometer, model 346, 
for testing all battery ignition systems 
from six to 24 volts, inclusive, According 
to the manufacturer, the unit is essential 
fok testing idle speed adjustment, avto- 
matic transmissions and carburetors. There 
are no knobs or switches to turn. Just clip 
to the engine, and read r.p.m., it is said. 

lt is built into an 8x5x24-inch plastic 
case and has a large 44-inch squore 
clear plastic meter face. 

6 a 








NOISE DAMPENER KIT—A brake noise 
Pedal | dampener kit for use on all Chrysler Corp. 


cars has been introduced by Lee Mfg. Co., 
1218 Santa Monica Bivd., Santa Monica, 
Calif. This kit, which helps eliminate shoe 
vibration, is said to be a factory duplicate 
of the Chrysler kit recommended by Chrys- 
ler engineers for installation on all center- 
| plane brakes not equipped originally from 
| the factory. 





> * 


WW 


AIR TOOLS—A series of Keller air tools, 
designed for drilling or assembly opera- 
tions in close quarters, has been an- 
nounced by Gardner-Denver Co., Quincy, 
iil. The angle drills, nut setters and screw 
drivers are tailored for minimum clearance 
applications, it is said. The air tools, rang- 
ing in weight from 2% to 3% pounds, 
feature construction with ball bearings to 
prolong tool life. Zerol bevel gears and 
splined drives ore used. 





* 
New Cleaning Compounds 
Marketed by John Bean 


A new line of liquid detergents 
and dry compounds for steam 
cleaning has been marketed by 
Automotive Department, John Bean 
Division, Food Machinery & Chem- 








er.” The gauge, setter and two extension parts 
The batteries are streamlined in | come with instructions. 


ical Corp., Lansing 4, Mich. 
Two formulas are available in the! 
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liquid detergent—one for light-to- 
medium and the other for medium- 
to-heavy cleaning, Dry compounds 
include regular-duty and heavy- 
duty formulas. 








SPARK PLUG SOCKET—A _ magnetic 
spark plug socket designed for easier re- 
moval and installation of spark plugs has 
been introduced by Champion Spork Piug 
Co., Toledo, O. Known as the Plug-Mate, 
it is adaptable to any standard %-inch 
drive wrenches or extensions now in use, 
it is said. 





GASOLINE CAP — The G-80 push-on 
type locking gasoline cap has been an- 
nounced by Stant Mfg. Co., Inc., 1620 
Columbia Ave., Connersville, Ind. Vented 
for standard 1'-inch ID filler neck, all 
die cast construction, the G-80's replace 
the stainless steel caps and feature heavy 
electroplated finish of copper, nickel and 
chromium. G-80 fits Buick, Oldsmobile, 
Pontiac to 1956; Chrysler family to 1952, 
many Ford, Chevrolet and other car and 
truck models, it is said. 

* * + 





ENGINE HEAT ER— Heat-King Corp., 
23765 Dequindre, Hazel Park, Mich., has 
designed a heater for warming up and 
keeping warm liquid-cooled engines of the 
truck and tractor type, either gasoline 
or diesel. The heater is said to perform 
this function automatically regardless of 
whether the engine is operating or not. 
The exhaust from the heater furnishes 
heat to the engine crankcase to keep the 
lubricating oil at optimum temperatures 
for best engine operation, it is said. It 
may be used as a preheater on cold 
mornings, 


———_ 





FUEL ALARM—An audio-fuel signal 
alarm for cars has been marketed by 
Selectronic Sales, Inc., 2421 Westchester 
Ave., New York 61, N. Y. Called Gas 
Chek, the electronic unit signals the driver 
exactly when gasoline is at a dangerously 
low level by the activation of a buzzing 
sound. The buzzing sound continues until 
the ignition is turned off or until the gas 
supply is replenished. 





* * * 





SUSPENSION GAUGE —A Torsion-Aire 
Height Gauge, designed especially for use 
on all Chrysler Corp. cars equipped with 


Torsion-Aire suspension, has been an- 
nounced by Snap-on Tools Corp., 8028 
Twenty-eight Ave., Kenosha, Wis. This 


gauge consists of a metal frame 16 inches 
long, with an “arm” at each end and with 
an accurate, liquid level mounted on the 
frame between the arms. One arm is sto- 
tionary and has a “C" shaped shoe on 
top, designed to bear firmly against the 
lower edge of the ball joint nut. The op- 
posite arm has a movable sleeve, adjust- 
able to manufacturer's recommended 
height settings. A thumb screw on the 
side of the arm is used to secure the 


sleeve at the desired setting. 
.; -: - 





PORTABLE TACHOMETER — Kal-Equip 
Co., Otsego, Mich., has announced a high 
tension tachometer that is said to service 
all gasoline engines whether inboard or 
outboard type, magneto or battery igni- 
tion, two or four-cycle, regardless of volt- 
age used. In addition to performing tests 
on cars and trucks, the model M-201 can 
be used on all outboard and inboard 
marine engines, lawn mowers, airplanes 
tractors, sport and foreign cars, and indus- 


trial gas engines. 
* * 





ADDING MACHINES — National Cash 
Register Co., Dayton 9, O., has announced 
an economy line of adding machines. The 
following models are in the economy lire: 
A 10-column electric machine with addi- 
tion and subtraction; an eight-column elec- 
tric machine with addition and substrac- 
tion; an eight-column hand-operated mo- 
chine with addition and substraction, and 
a six-column straight adder with a seven- 
column total. 
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(Continued from Page 46) 


250* (ps); $4,200* (ps), $4,100* (ps). | OLDSMOBILE—’58 (88) Holiday 4-dr., $2,- 


"57 (62) sedan de Ville, $3,450* (ps); | 
coupe de Ville, $3,280* (ps). 

56 (62) coupe de Ville, $2,290* (ps). 

55 (60) Special 4-dr., $2,000* (ps). 

54 (62) coupe de Ville, $1,620* (ps), 
$1.425* (ps), $1,420° (ps). 

CHEV ROLET—'58 Impala (8) Hardtop 2- 
dr., $2,750* (ps); Biscayne (8) sta- 
tion wagon, $2,525*; 4-dr.. $2,300* 
(ps), $2,290° (ps), $2,095* (ps), 2 
at $1,950°. 

57 Bel Air (8) 2-dr., $1,885*, $1,745*, 
2 at $1,670; Two-ten (8) 2-dr., $1,- 
550°, $1,515*. 

56 Two-ten (8) 2-dr., $950. 

55 Two-ten (8) 2-dr., $845. 

‘54 Two-ten Delray, $595. 

53 Bel Air 2-dr., $405°, $360°, $145. 

51 4-dr., $190; club coupe, $160 

CHRYSLER — ‘58 Saratoga 4-dr., $2,750° 
(ps). 

PeSOTO—'57 Firesweep 4-dr., $1,435*. 

56 Firedome Seville, $1,050, $900, 

DODGE—'57 Sierra, $1,780*; Coronet (8) | 
Hardtop 2-dr., $1,650*, $1,575*, §$1,- 
450° (ps), $1,350*°, $1,295°. 

FORD—'58 Thunderbird, $3,650° (ps), $3,- 
625* (ps), 2 at $3,550* (ps); Fairlane 
(8) 500 retractable, $2,500° (ps); 2- 
dr., $2,175* (ps), $2,100* (ps), §$2,- 
025* (ps), $1,955, $1,895* (ps); conv., 
$2,025*; country sedan (8), $1,960°; | 
Custom (8) 300 2-dr., $1,675*, $1,600°*. | 

"$7 Country sedan (8), $1,665° (ps); | 
Fairlane (8) 500 Victoria 4-dr., $1,- 
640°, $1,620°, 6 at $1,540*, 3 at §$1,- 
520°, $1,505°, $1,495°; Fairlane (8) 
Victoria 2-dr., $1,605° (ps), $1,575* 
(ps), $1,285; Custom (8) 300 4-dr., 
2 at $1,175°. 

"66 Country sedan (8), $1,395* (ps); 
Fairlane (8) 2-dr., $1,080°; conv., $1,- 


050°; Custom (8) 2-dr.. $845, $77 
"65 Fairlane (8) 2-dr.. $900° (ps), $825° 


(ps); Custom (8) 2-dr., $810. 
"54 Custom (6) club coupe, $230. 
MERCURY—'5S Monterey 2-dr., $2,475*, 
$2,185*, $1.890°. 

‘S57 Montclair coupe, $1,785* (ps); Mon- 
terey 2-dr., 2 at $1,625°, $1,625° (ps), 
$1,590°. 

"56 Monterey 4-dr.. $1,175*° (ps), §$1,- 
050° 

"54 Custom 4-dr., $665. 

‘653 Monterey Hardtop 2-dr., $295*. 

"51 4-dr., $190. 

OLDSMOBILE — ‘58 (88) Holiday 4-dr., 
$2.700° (ps) 

"57 (98) 4-dr., $1,975° (ps); (88) 4-dr., 
$1,740°. 

"56 (98) Holiday 4-dr., $1,665* (ps). 

"S44 (88) Super conv., $860° (ps); 4-dr., 
$660° (ps). 

PACKARD—'52 conv., $140*° 
PLYMOUTH—'58 Belvedere (8) 4-dr., $1,- 
940° (ps). 

"ST Plaza (6) 2-dr.. $960; Belvedere (8) 
4-dr., $475. 


"66 Suburban (8) station wagon, $915. 
‘SS Plaza (6) station wagon. $560* (ps); 


Savoy (8) 4-dr., $545; Belvedere (8) 
4-dr., $475. 
PONTIAC—'56 Star Chief Catalina 4-dr., 


$1,425* (ps), $1,200°. 


"S4 Chieftain 4-dr., $555°, $455°. 
"53 Chieftain (8) 4-dr., $350, $270 
"62 Chieftain (8) Catalina 2-dr.. $275°. 
RAMBLER—'5S Ambassador (8) Cross 
Country, $2,500° (ps). 
"56 Cross Country (6), $1,250. 
MISCELLANEOUS—'5S8 Ford \%-ton pick- 


up, $1,585, $1,475. 
‘ST Dodge %-ton pickup, $915. 
"55 Chevrolet “%-ton pickup, §725 
"4 Ford 2-ton Cab and Chassis, $1,075. 
‘SO Chevrolet %-ton pickup, $430 


PORTLAND, ORE. 


400° (ps). 


‘57 (88) Holiday 2-dr., $1,950* (ps). 


| 
| *56 (88) Holiday 2-dr., $1,350* (ps). 
55 (88) Super Holiday 4-dr., $1,295* 
(ps); 4-dr., $1,130* (ps). 
| *54 (88) 4-dr., $715*. 
*52 (88) 4-dr., $350*. 
PACKARD—’53 4-dr., $340*. 
| PLYMOUTH—’57 Plaza (6) 2-dr., $1,100. 
| °56 Belvedere (8) 4-dr., $1,230*. 


PONTIAC — '57 Chieftain Catalina 2-dr., 
$1,565*. 


’56 Star Chief Safari, $1,485*; Catalina 
2-dr., $1,390° (ps). 

’53 Chieftain Deluxe (8) 4-dr., $470* 
(ps). 


RAMBLER—’55 Cross Country (6), $1,050. 
’54 Custom 2-dr. Hardtop, $700*. 
’51 Custom Hardtop 2-dr., $220*. 


WILLYS—’51 station wagon, $370*. 
| °49 station wagon, $190*. 
MISCELLANEOUS—'57 Ford %-ton pick- 


| up, $1,175. 

*56 Ford Pickup, $2,200*. 

’55 Chevrolet (8) Delivery sedan, $675. 
*54 Chevrolet %-ton pickup, $€00. 


DETROIT 


Aptco Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Nov. 5. 
BUICK—’58 Special 2-dr.. $2,200°. 
| °S7 Century 2-dr., $1,750°; Super 2-dr., 
$1,650*; Special 2-dr., $1,600*. 
| *56 Century 2-dr., $1,350*. 
’55 Super 2-dr., $1,015* (ps). 


| 
| 








Portland Auto Auction, Inc., Sale every 
Tuesday. Prices are for sale of Nov. 4 
BUICK—'57 Century Riviera 2-dr., $1,870° 
(ps); RM Riviera 4-dr.. $1,760° (ps). 

"35 Century Riviera 4-dr., $1.095° (ps); 
Special Riviera 2-dr., $1,075*; Riviera 
4-dr $1,065°; 4-dr.. $§975°, $940°; 
RM conv., $1,050*° (ps) 

"54 Special 4-dr., $670, $655. 

"53 Special 4-dr., $400; Super 4-dr., 

$390° 

"52 Super 4-dr., $190°. 

"51 RM Riviera 2-dr., $320°; Super Rivi- 

era 2-dr., $220° } 
CADILLAC--'57 (62) coupe de Ville, $3,- 
285° (ps). 
CHEVROLET—'58 Nomad (8) 4-dr., $2,- 
330° (ps); Bel Air (8) 4dr., $1,930°. 

"57 Bel Air (8) Hardtop 2-dr., $1,835° 

(ps), $1,825° (ps); Two-ten (8) sta- 
tion wagon, $1,825*; 2-dr.. $1,385; 


One-fifty (6) 2-dr., $1,525. 

"56 Bel Air (8) 4-dr., $1,335*, $1,265°; 
Two-ten (8) 4-dr., $1,230, $1,050*. 
"55 Two-ten (8) Delray, $930*; Bel Air 

(6) 4-dr., $875°. 
"53 Bel Air (8) 4-dr., $525*, $460°, $430° 
(ps). 
"51 2-dr., $200°. 
CHRYSLER—’47 4-dr., $155*. 
DeSOTO—’57 Firesweep Hardtop 2-dr., $1,- 
850° (ps). 
"53 Firedome Hardtop 2-dr., $690* (ps). 
DODGE—'55 Royal (8) Lancer 2-dr., $1,- 


080° (ps). 
"53 Coronet (8) Sierra, $585*; Hardtop 
2-dr.. $385°. 

FORD—'58 Fairlane (8) 500 Retractable, 
$2,440* (ps); Victoria 4-dr., $2,185°* 
(ps); Victoria 2-dr., $2,065*; Del Rio 
(8) ranch wagon, $2,220*. 


"57 Country sedan (8), $1,850* (ps), $1,- 


800°; Fairlane (8) Victoria 2-dr., $1,- 
: 620°; ranch wagon (8), $1,430. 
56 Parklane (8), $1,375*; Fairlane (8) 
Victoria 4-dr., $1,350* (ps); Custom 


(8) 2-dr., $1,310*; 4-dr., $870*; coun- 
try sedan (8), $1,030* (ps). 

"55 Country sedan (8), $1,165*, $1,140; 
Fairlane (8) 2-dr., $900*; 4-dr., $795*. 

"54 Crest (8) country squire, $900*, 
$765; Custom (8) ranch wagon, $800; 
Custom (6) 4-dr., $620*%; Main (8) 
4-dr., $310. 

*53 Main (8) ranch wagon, $500*, 

"49 Custom (8) 2-dr., $170. 

LINCOLN—'54 Capri conv., $900* (ps). 


MERCURY—'58 Commuter 4-dr., $2,520* 
‘51 Monterey Hardtop 4-dr., $1,865* 
*56 M Mentelais Hardtop 2-dr., $1,405* 
55 Montclair Hardtop 2-dr., $1,330* 


,.{P8), $1,100*. 
53 Monterey 2-dr., $465; 4-dr., $390°*. 
NASH—'53 Statesman (6) 4-dr., $495*. 










Available 
in pints 
and quarts 


manufactured by 


RINSHED-MASON COMPANY 


Detroit 10, Mich. 
Anaheim, Calif. 


Windsor, Ontario 
Canada 


| 





| CHRYSLER—’57 NY sedan, $2,240* 
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OCADILLAC—’57 (60) Special 4-dr., $3,415* 
(ps). 
'56 Eldorado conv., $2,615*. 
’55 (62) coupe de Ville, $1,640*, 
’49 (62) coupe de Ville, $100*. 
CHEVROLET—’58 Impala (8). conv., $2,- 
220*; Brookwood (8), $2,160*; Delray 
(8) 2-dr., $1,730*, $1,675*, $1,645. 


’57 Bel Air (8) sport coupe, $1,610*; 
conv., $1,525°*. | 
’56 Corvette, $2,075*; Two-ten (8) 2- 


dr., $960*, $785. 


’55 Two-ten (8) station wagon, $1,000*; | 


Bel Air (6) Hardtop, $710; 2-dr., $690, 
$615. 
’53 Two-ten 2-dr., $255. 
(ps). 
’55 NY sedan, $900*. 
°53 Windsor club coupe, $265*. 
DeSOTO—’57 Firesweep sedan, $1,700*. 
’56 Firedome 2-dr., $1,140*. 
*53 Firedome 2-dr., $125*. 
DODGE—’ 57 Royal (8) 2-dr., $1,800*, $1,- 


715*, $1,700*; Coronet (8) 2-dr., $1,- 
625*, $1,600*, $1,590*, $1,335°. 

FORD —’58 Thunderbird, $3,175* (ps); 
Fairlane (8) 500 Victoria 2-dr.. $2,- 
375° (ps), $2,015* (ps); 2-dr., $2,100* | 
(ps), $1,835. 


’57 Ranch wagon (8), $1,550*, $1,315°*; 
Fairlane (8) 500 conv., $1,525*, $1,470*° 
(ps), $1,450; 2-dr.. $1,470*; Custom 
(8) 2-dr., $1,285*, $1,135. 

"56 Country sedan (8), $1,230; Fairlane 
(8) 2-dr., $1,000*, $975*, $885°; Vic- 
toria 2-dr., $1,085*, $1,070*; Custom 
(8) 2-dr., $900, $710. 

55 Thunderbird, $1,550*; Fairlane 
Victoria 2-dr., $1,005*; 2-dr., 
$665; conv., $775*, $700*, $665*, $650°; 
ranch wagon (8), $790. 


54 Crest (8) club coupe, $700*. 
HUDSON—’56 Super (8) sedan, $815*. 
LINCOLN—’'56 Capri 2-dr., $1,680*. 





MERCURY—’58 Colony Park, $2,700* (ps). 
’57 Montclair 2-dr., $1,750° (ps); Mon- 
terey club coupe, $1,460. 


’55 Monterey station wagon, $920°; 2- 





(8) | 
$855°*, | 


OW AVAILABLE 


53 





dr., $850*; conv., $760*. ’56 Fireflite 2-dr., $1,275° (ps). 
OLDSMOBILE — ’57 (88) 2-dr., $1,900* | DODGE—’57 Coronet 2-dr., $1,550*; Hard- 
| (ps), $1,675*; (88) Super 2-dr., $1,- top 2-dr., $1,440*. 
| 830* (ps). ’56 Royal 4-dr., $915° (ps). 
, *. - 
| °56 (88) 2-dr., $1,360°; (88) Super 2-/| woRp 57 Fairlane (8) 500 2-dr., $1,650° 
dr., $1,460. $1,540* 


(ps); Victoria 4-dr., (ps); 
Fairlane (8) 4-dr., $1,625* (ps); coun- 
try sedan (8), $1,600° (ps), $1,475*; 
Custom (8) 2-dr., $1,015; Custom (6) 
300 2-dr., $970. 
"56 Country squire 


"55 (88) 2-dr., $860*, $825*. 


PACKARD—’56 Clipper 2-dr., $910* (ps). 
’55 Clipper 2-dr., $625*. 
’54 Clipper 2-dr., $340°*. 


PLYMOUTH—’58 Belvedere (8) 2-dr., $2,- 


(8), $1,210° (ps); 


110* (ps); Hardtop, $2,120* (ps), §2,- Fairlane (8) 4-dr., $960; Main (8) 2- 
100°. dr., $720. 
‘57 Plaza (8) 2-dr., $935. ’55 Fairlane (8) 4-dr., $950 (ps); 2- 
’56 Suburban (8) 2-dr., $1,060, $1,025* dr., $670; Main (6) 2-dr., $515, 
(ps); Belvedere (6) 2-dr., $725. | °54 Custom (8) country sedan, $650; 
| °55 Savoy (8) 2-dr., $710; Belvedere (8) | Crest (6) 2-dr., $500; Custom (6) 4- 
| conv., $535. | dr., $485*. 
PONTIAC—’57 Star Chief 2-dr., $1,880*.| MEROURY—'57 Commuter 4-dr., $1,700* 
"55 Chieftain conv., $985*; 2-dr., $780*. (ps). 
| °53 Star Chief 2-dr., $250. '55 Monterey Hardtop 2-dr., $940*. 
RAMBLER — ’58 Ambassador (8) Cross "54 Monterey 4-dr., $515* (ps). 
Country, $2,260* (ps); sedan, $1,915*. | OLDSMOBILE—’55 (88) Super Holiday 2- 


dr., $1,200° 
$1,150* (ps). 
| °54 (88) Holiday 2-dr., $750*. 
PACKARD— 52 4-dr., $120*. 
| PLYMOUTH—’57 Suburban 
Savoy (8) 2-dr., $1,400*. 
'55 Plaza (6) 2-dr., §$670*. 
"54 Belvedere conv., $425*. 
"53 Cambridge station wagon, $250. 
PONTIAC—’58 Super Chief Catalina 4- 
dr., $2,325° (ps). 


*57 Custom (8) Cross Country, $1,735*. (88) Holiday 2-dr., 


MISCELLANEOUS—’'56 Ford pickup, $775. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 4. 
Sold 61 cars from 117 consignments. 
| BUICK—’57 Century Riviera 4-dr., $1,- 
900* (ps); Special 2-dr., $1,490*. 
| "56 Special 4-dr., $1,135* (ps). 


(ps); 


(8), $1,575°; 


’53 Special Riviera 2-dr., $400*. ’57 Chieftain Catalina 2-dr., $1,340°. 

| CADILLAC—’54 (62) sedan de Ville, $1,- ’55 Chieftain 4-dr., $550°*. 
400* (ps). "53 Chieftain (6) 2-dr., $300. 

’48 (62) sedan de Ville, $350*. ’52 Chieftain (6) Catalina 2-dr., $185*. 
| CHEVROLET—’57 Bel Air (8) Hardtop 2-| RAMBLER—’56 Cross Country (6) 4-dr., 
| dr., $1,665* (ps); Hardtop 4-dr., $1,- | $1,100°. 

660°; Two-ten (8) 4-dr., $1,650* (ps), | STUDEBAKER—'56 Champion (6) 4-dr., 
$1,425°. $840". 


"51 Champion (6) 4-dr., $160. 
MISCELLANEOUS—'57 Ford \%-ton, §1,- 
035*, $920. 
"56 Ford \%-ton, $500. 
'55 Chevrolet %-ton, $715. 


"56 Bel Air (8) 4-dr., $1,175*; Two-ten 
| (8) 2-dr., $1,005. 

"51 2-dr., $185°. 
CHRYSLER—’55 NY 4-dr., $1,150* (ps). 
DeSOTO—'57 Fireflite 2-dr., $1,825* (ps). 








O REFINISHERS 





IN A COMPLETE RANGE 
OF GM ’59 CAR COLORS 


Alpha-Cryl is identically the same luxurious material 
used on General Motors original equipment. 


It is a true acrylic... not a lacquer . . . with outstanding 
gloss retention, depth of color, and overall durability 
never before achieved! 


The sensational new acrylic finish is being used on all 
GM ‘59 models. . . and Alpha-Cryl is now available in 
both pints and quarts, in the complete range of colors 
for every GM ‘59 model. 


R-M Alpha-Cryl colors, undercoats and thinners pro- 
vide positive compatibility of material when you 
refinish or repair a General Motors car. 


CALL YOUR R-M JOBBER 


RINSHED-MASON CO., 5935 Milford Ave., Detreit 10, Mich. 
[_] Rush me the name of my nearest R-M Jobber handling Alpha-Cryl. 
[_] Send me further information about Alpha-Cryl. 
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Across the Nation... 





Auto Dealer Changes 


British Motor Corp. has awarded 
franchises to 19 dealers in 12 
states. The BMC lines are Austin, 
Austin-Healey, MG, Morris and 
Riley. 


The new outlets are: C. Thomas 
Motors, 1151 South Hill, Oceanside, 
Calif.; C. Vernon, 218 W. Badillo, 
Covina, Calif.; Sawyer British Mo- 
tors, 13690 E. Fourteenth St., San 
Leandro, Calif.; John Fitch Motors, 
Lakeville, Conn.; Ridge Import 
Motors, 214 E. Central, Lake Wales, 
Fla.; Grieger Motor Sales, E. Lin- 
coln Way, Valparaiso, Ind. 

Import Motors of Mt. Carmel, 123 
W. Fourth, Mt. Carmel, Ill; Nich- 
olas Motors, Inc., Goshen Rd., Route 
17M, Middletown, N. Y.; Autosports, 
Ltd., 16 Jerusalem, Hicksville, N. 
Y.; Vandrund & Ripley, Route 5 
& 10, Waterloo, N. Y.; Foreign 
Cars of Jamestown, 1802 Washing- 
ton, Jamestown, N. Y.; British Con- 









HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 





tinental Motors, 33 Union Plaza, 
Summit, N. J. | 

Frederick Motor Co., Ltd., Sports| 
Car Division, 117 W. Patrick, Fred-| 
erick, Md.; Charles Johnson Motors, ' 
Inc., 100 N. Florissant, Ferguson 21, | 
Mo.; Adams Import Car Co., 776) 
Broadway, Beaumont, Tex.; Nance} 
Imported Cars, 1013 Texas St., El 
Paso, Tex.; Laquey Motors, 1649 
Proctor, Port -Arthur, Tex.; Bob 
Snead, Inc., 521 E. Legion Way, 
Olympia, Wash., and Demotto Mo- 
tors, Box 621, Elkins, W. Va. 


> © = 
Berriman-Graham Pontiac 
Is Purchased by Brown 


Maxwell Brown, a former Edsel | 


at 2420 Delaware and an imported- 
car dealership at 2070 Delaware. At 
the latter spot he will handle Vaux- 
hall, Volvo, DKW and Triumph. 


McMillian Outlets Merged 


Earl MeMillian, Inc. (Ford), 
Houston, has consolidated its lo- 
cation at 800 Louisiana St. with 
that at 7115 Katy Rd. The firm is 
headed by Don MeMillian. 

+ * ie 


Ostendorf to Sell Building 


Ostendorf Motor Car Corp. is 
negotiating the sale of its building 
at Main and Riley. The 72,000- 
square-foot, three-story building 
was built in 1928 by Packard and 
was purchased by Ostendorf in 
1948. 


* * * 


Gengras Adds Taunus 


Donald Gengras, a Lincoln Mer- 
cury dealer at 140 Washington, 
Hartford, Conn., has been granted a 


Taunus franchise. 


> * + 


dealer, has purchased Berriman-| $j, Dealers Are Awarded 


Graham Co., Inc. (Pontiac), 2262 


Delaware, Buffalo. He will operate| Franchises for BMC Lines 


it as Brown Motor Sales. | 


ts ” 


a 
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Six dealers have been awarded 
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HARRISON AIR CONDITIONERS, HEATERS, 
RADIATORS, OIL COOLERS, THERMOSTATS ASSURE 
YEAR-AROUND PROTECTION AND PLEASURE! 


Heat’s no problem to Harrison. And leading manufacturers of cars and 
trucks will tell you why. Harrison supplies a complete line-up 

of temperature controls . . . providing all-weather comfort for passengers 
and dependable year-around protection for engines and transmissions. 
The result of Harrison’s more than 48 years’ experience in the 
heat-control field, these quality products are engineered to assure 

you of efficient, trouble-free operation. Backed by the most complete 
research facilities in the automotive heat-transfer field, 

Harrison’s ready to give you a hand. There’s no challenge too 

big, or no problem too small! If you have a heating or 
cooling problem, look to Harrison for the answer. 


TEMPE 
ON 
S “abe To ORDE® 


AUTOMOTIVE RADIATORS © OIL COOLERS » THERMOSTATS © AIR CONDITIONERS © HEATERS ¢ DEFROSTERS 


| Corp. lines—Austin, Austin-Healey, | 
| MG, Morris and Riley. 


| Ross Motor Sales, Inc., 49 W. Main, 
Brown also heads a used-car lot! franchises for the British Motor! Sodus, N. Y.; C. H. Goss Co., 237 





North Ave., Burlington, Vt.; Leo 
Martin Motors, 1224 Fort Worth 
St, Weatherford, Tex.; Palm 
Springs Imports, 48-406 Highway 
111, Palm Springs, Calif., and Tharp 
Autos, Inc., 17264 Fontana Blvd, 
Fontana, Calif. 
* * a 


Benham Pontiac Opens 


Benham Pontiac Co. has opened 
at 211 E. Lancaster, Ardmore, Pa, 
Harry Benham, owner, formerly 
was with Pontiac division in 
Philadelphia, 


* cd * 


Mitchell Adds Simca 


O. R. Mitchell Chrysler Motors, 
San Antonio, has added a Simca 
franchise. 





A Warm Welcome— 


Dr. G. S. von Heydekampf, right, presi- 
| dent, NSU Werke AG, Neckarsulm, Ger- + ° 
many, flew to this country for the initial Pontiac Deal for Wilson 
showing of the NSU Prinz in the showroom | _. Gomer Wilson has opened a Pon- 
of Fadex Commercial Corp., New York.|tiac dealership at 1508 Broadway, 
|Here, he is being greeted by Fred R. San Antonio, under the manage- 
Oppenheimer, Fadex president. |ment of John D. Bloodsworth. 


— _ — + * * 


* * * 





Jones Ford Opens 
Jones Motor Co. (Ford) has 


| 
They are: H. K. Shearer Motors, opened at Lomas Blvd. and San 


: oane ?|Mateo, Albuquerque, N.M. The 
1200 Washington, Williamsport, Pa. company has service facilities at 


5101 S. E. Gibson Blvd. and 3226 E. 
| Central. 





* * + 


S-P Signs Deal Buick 
Deal Buick, Inc., has added 
Studebaker-Packard and Mercedes- 
Benz franchises. Walter Deal is 
president of the company. 
= = . 


Karp to Handle Renault 


Renault has granted a franchise 
to Karp Motors, Savannah, Ga. The 
former Savannah distributor for 
Renault was Foreign Sports Car 
Center. 






Gregg, Lewis Add Dodge 


‘ Lloyd Gregg and Mel Lewis have 
formed Gregg-Lewis Dodge across 
the street from their Chrysler 
Plymouth -Imperial dealership at 
Riverside Dr. and Lankershim 
Bivd., North Hollywod, Calif. A 
new building is planned for the 


new unit, 
> > . 


Grigg Motors Opens 
Grigg Motors, Inc., 810 S. Tryon, 
Charlotte, N. C., has been awarded 
a DeSoto-Plymouth franchise 
Heading the firm is F. Buford 
Grigg, formerly a used-car dealer 


> > > 


Grady Establishes Branch 


G. C. Grady II, who recently 
opened Southern Rambler Sales, 
Inc., 4116 S. Carrollton Ave., New 
Orleans, has opened a branch in 
Slidell, La., under the same name. 

7 > a 


Shanks Motors Opens 


Shanks Motors, Inc. (DeSoto- 
Plymouth), has been opened at 1440 
South Park Ave., Buffalo. Desmond 
James Shanks is president. He also 
heads the Shanks-Weigel DeSoto- 
Plymouth dealership in Hamburg, 
i A 


Aa 
ome) A 
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Woman Manages Deal 
Mary Ball has been appointed 
general manager of Alpine Motors, 
Inc. (Lincoln-Mercury-Edsel), Alex- 
andria, La. The company was 
formed through a merger of Star 
Edsel Motors, Inc. (Lincoln-Edsel), 

and Alpine Motors (Mercury). 

* > . 


Chevrolet Deal to Build 


A new building, containing 16,- 
000 square feet of floor space, will 
be erected to house South State 
Chevrolet Co., Inc., Chester, S. C., 
according to J. A. Cochran, pres- 
ident, and T. V. West, vice- 


president. 
7 > * 


Wendle Buys Out Stoddard 


Chud Wendle has purchased the 
interests of Wayne G. Stoddard in 
three Spokane firms they operated 
as partners. The firms include 
Stoddard-Wendle Ford and Edsel 
dealerships and Empire Lease Co., 
an auto leasing firm. 

* * 


Normands Take Dodge 


Normand Motor Co., 426 Second 
St., Gretna, La., has opened as &@ 
Dodge dealership. It is headed by 
Louis Normand and C. A. Normand. 

* + a 


Carmichael Gets Olds Deal 


Carmichael Motors, Hillsboro, 
Ore., has acquired the Oldsmobile 
franchise held by Earl Morley Mo- 
tors. 


Ox 
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Mail this COUPON foday!...GET THE HELP YOU NEED TO SELL UNDER... 


Price labeling law 
eC 


How will YOUR salesmen answer these questions ? 
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..... THIS FILM AND RECORD FOR YOUR FILM STRIP 
PROJECTOR WILL SOLVE YOUR PRICE LABELING PROBLEMS 
IN TWO SALES MEETINGS. Every salesman in your employ needs 


developing, and plenty of it, to handle the situation this year brought on 


i | 


) 
by the Price Labeling Law. That’s why we produced the most timely 
film in the history of the auto business ... and we're selling it at a give- 


Film and record, with discussion notes sufficient 


5 00 2%9y price to acquaint you with one phase of our “Sold As Planned” 
for two Sales Meetings . . . send your check for 35 


film series. We show you how to run a discussion sales meeting that 


will amaze you! 





READ what leading dealers say about this film... 


“rerrific film! It sure solved my 
problem: 


Dur salesmen are enthusiastic about this 

series, because it’s so realistic, and we're 
getting results” 

—Ep HALLETT, Vice-Pres., 

Don Allen Chevrolet, Buffalo, N. Y. 


Grere’s a fresh approach to successful 
car selling during this difficult readjust- 
ment period. I like it™ 
— JOHN DORSCHEL, Dorschel Buick, 
Pres.-elect, N.Y.S. Auto. Dealers Assn. 


Vu nitorm pricing requires new sell- 
ing skills, This film has the answers 
we need: 

—DAveE REESE, Dave Reese Olds, Inc. 
Pres., Pennsylvania Automobile Assn. 


—Bos BARTON, 
Bartan Oldsmobile, Inc. 












POSITIVE MONEY-BACK GUARANTEE 






“Sold As Planned” film series 
has created a sensation thruout 


the industry. Salesmen are ‘ e 
enthusiastic about it. Mail this 


Sales Managers love it! 


Coupon Toda 
ial p y 


Auto Sales Development Corporation ee 
438 Delaware Ave., Buffalo 2, N. Y. 


Rush me strip film, record and discussion notes for sales 
development under the Price Labeling Law. It is fully oe 
understood that if I am not completely satisfied, I will 
return everything within 3 days for full cash refund. = 
* i 


















...or you'll lose sale, 
after sale, 
after sale. 


AUTO SALES DEVELOPMENT, INC. 
438 Delaware Ave. Buffalo 2, N. Y. 
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Sales Conditions in Various Areas 





Auto Market Reports 


Houston 
Dealers in Houston sold 2,833 new | 
cars in October, or 12 percent more | 
than the 2,439 sold a month earlier. | 
By makes, registrations were: 
Ford, 815; Chevrolet, 678; Buick, 
279; Oldsmobile, 187; Plymouth, 176; | 
Pontiac, 108; Rambler, 74; Mer-| 
cury, 73; Dodge, 71; Cadillac, 50; 
Renault, 50; Volkswagen, 34; Stude- 
baker, 29; Chrysler, 19; English 
Ford, 19; MG, 15; Hillman, 12; 
Metropolitan, 12; Morris, 11; Willys, | 
11; Lincoln, 9; DeSoto, 9; Vaux- 
hall, 8; Opel, 8; Peugeot, 8; Citroen, | 
7; DKW, 7; Edsel, 7; Volvo, 7; 
Imperial, 6; Austin-Healey, 5; Jag- 
uar, 5, and miscellaneous, 24. 
New-truck registrations amounted | 
to 450 in October, compared with 
444 a month earlier. By makes, they 
were: Ford, 166; Chevrolet, 158; 
International, 60; GMC, 22; Dodge, 
13; Mack, 11; White, 5; Willys, 4; 
Reo, 2; Studebaker, 1, and miscel-| 
laneous, 8—(Ruby Fenoglio.) | 
* . > 


Columbus, O. 

For the first time this year, Ford | 
wrested new-car sales leadership | 
from Chevrolet in metropolitan Co- 
lumbus, O., according to October 
figures. Ford topped Chevrolet, 329) 
to 263. 

October registrations for Frank- 
lin County totalled 1,363, compared 
with 1,482 a month earlier—a de- 
cline of 8 percent. For the first 10 
months, the total was 17,208, com-| 
pared with 23,724 a year ago, a loss | 
of more than 27 percent. 

Trailing Ford and Chevrolet in | 
October were Plymouth, 137; 
Buick, 88; Oldsmobile, 67; Ram- 











bler, 63; Dodge, 56; Mercury, 50; 
Pontiac, 48; Volkswagen, 33; Ren- 
ault, 23; Cadillac, 20; Goliath, 12; 
Volvo, 10; DeSoto, 9; Chrysler, 7; 
Studebaker, 7; Edsel, 6; Fiat, 6; 
Isetta, 6; Triumph, 6; Lincoln, 5; 
MG, 5; Opel, 5; Vauxhall, 5; Met- 
ropolitan, 2; Imperial, 1, and mis- 
cellaneous, 31. 

Oc tober registrations of new 


Zeder Directs 
U-M Fund Drive 


ANN ARBOR. — James C. Zeder, 
Chrysler Corp. vice-president, has 
been named 
chairman of a 
fund-raising cam- 
paign for the Uni- 
versity of Mich- 
igan’s Memorial- 
Phoenix Project 
of research on the 
peaceful uses of 
atomic energy. 

Zeder will head 
a committee seek- 

, ing $2 million to 
J. C. Leder operate the Phoe- 
nix Project for the next five years. 

The Phoenix Project was estab- 





| lished in 1948 and has attracted in- 


ternational recognition for its scope, 
freedom and accomplishments. Sup- 
ported by gifts from students, 
alumni, industry and other friends, 
the Project has built research lab- 
oratories and a nuclear reactor, has 
supported faculty research, and has 
served as a driving force behind the 
university's instructional programs 
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trucks totalled 159, compared with 
138 a month earlier. By makes, 
they were: Ford, 52; Chevrolet, 36; 
International, 30; Dodge, 11; Volks- 
wagen, 10; GMC, 9; Mack, 3; White, 
3; Willys, 2; Divco, 1; English Ford, 
1, and Goliath, 1—(Justin Henley.) 
- * * 


Sioux City, Ia. 


October new-car registrations in 
Woodbury County (Sioux City), Ia., 
totalled 192, compared with 199 a 
month earlier. 

Chevrolet returned to first place 
with 50 registrations, trailed by 
Ford with 48. 

Other registrations were: Plym- 
outh, 22; Pontiac, 18; Rambler, 
12; Buick, 9; Oldsmobile, 8; Volks- 
wagen, 7; Chrysler, 4; Dodge, 3; 
Mercury, 3; Cadillac, 2; Opel, 2; 
Lincoln, 1, and miscellaneous, 3. 

New-truck registrations num- 
bered 42, compared with 32 in Sep- 
tember. By makes, they were: Chev- 
rolet, 15; International, 14; Ford, 
8; GMC, 3; Diamond T, 1, and 
Mack, 1. 





* * * 


Cincinnati 


A total of 1,783 new cars were 
registered in Hamilton County 
(Cincinnati), O., during October, a 
loss of 5 percent from the previous 
month’s total of 1,890. 

By makes, registrations were: 
Ford, 476; Chevrolet, 400; Plymouth, 
161; Oldsmobile, 144; Rambler, 103; 
Buick, 86; Pontiac, 79; Dodge, 63; 
Mercury, 62; Cadillac, 21; DeSoto, 
20; Lincoln,-14; Studebaker, 12; 


Used-Car Notes 





By Stephen L. Ritz 
Staff Correspondent 

YOUNGSTOWN, O.—Will trading 
stamps, the food stores’ subsidy to 
housewives, make a dent in the 
Youngstown area used-car market? 
This is what Youngstown automo- 
tive men are wondering as millions 
of trading stamps are expected to 
flood the used-car market here. 


So far only one used-car dealer 
is issuing stamps for each car 
purchase. He is Harold Fieldman, 
who operates Exchange Auto Sales, 
Girard, a Youngstown suburban 
community. 


Friedman, largest used-car dealer 
in Girard, has exclusive rights in 
his community to issue AA stamps, 
distributed by All-American Stamp 
& Premium Co., New York City. 

Friedman said he is giving each | 
customer 5,000 stamps with the pur- 
chase of any 1954 or later model. 
For the 1953 models the buyer gets | 
500 stamps. Buyers of older cars| 
are not receiving any stamps now, 
but Friedman said this policy | 
might change depending upon busi-| 
ness. 

One of the few used-car dealers | 
open on Sundays, Friedman said he 
had closed five deals on the open- 
ing stamp day, which he claimed 
was normal for his Sunday busi- 
ness. 

He said none of the buyers made 
any demands for the stamps, al- 
though the plan had been an- 
nounced in a used-car ad in the 
Youngstown Vindicator. 

a 7” 
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Auto Auction Group Meets | 


In Birmingham in 1959 
BIRMINGHAM, Ala. — Birming- 
ham has been selected as the loca-| 
tion for the 1959 convention of the | 
National Auto Auction Assn. 
The announcement was made by 








Tom Adams, president of Auction of 


Insurance Agency. Mr. Adams is 
making local arrangements. Dates 
for the convention are Sept. 25-26. 


Georgia ‘Fite Reenile 
AUGUSTA, Ga—Ballentine & 
Burson Motors, Inc., will build a 
“car supermarket” on Gordon 
Highway. R. E. Burson, president, 
said the firm will continue its pres- 

ent operation at i023, Broad St. 


Reliable Motor Co. Opens 


PONCA CITY, Okla.—L. W. Cas- 
selberry and Willard Fauchier have 





Chrysler, 11; Edsel, 7; Imperial, 3; 
Packard, 2; Willys, 2, and miscel- 
laneous, 117. 

New commercial-car registra- 
tions for the month numbered 
176, compared with 194 a month 
earlier. By makes, they were: 
Chevrolet, 55; Ford, 48; Interna- 
tional, 25; Mack, 11; Volkswagen, 
9; GMO, 5; Dodge, 5; Divco, 4; 
Diamond T, 3; White, 3; Willys, 
2; Studebaker, 1; Reo, 1, and 
miscellaneous, 4. 

A total of 3,481 used cars and 200 
used trucks were sold in October, 
compared with 3,232 cars and 216 
trucks a month earlier.— (Frank 
Kappel.) 


* + 


Washington, D. C. 


New-car sales in the National 
Capital area were pegged at 1,170 
in October, or 4 percent fewer 
than the 1,218 counted a month 
earlier. 

February was the only month} 
this year in which fewer new-car)| 
sales were tabulated. 

October sales by makes were: 
Ford, 226; Chevrolet, 202; Plym- 
outh, 167; Oldsmobile, 68; Dodge, 
66; Rambler, 49; Pontiac, 46; 
Buick, 37; Volkswagen, 36; Chrys- 
ler, 31; Mercury, 25; Renault, 23; 
Cadillac, 22; English Ford,. 20; 
Fiat, 16; Hillman, 15; Lincoln, 14; 
Mercedes-Benz, 9; Studebaker, 9; 
Volvo, 9; DeSoto, 7; Morris, 6; 
Vauxhall, 6; Triumph, 5; Im- 
perial, 4; Metropolitan, 3; Pack- 
ard, 3; Edsel, 2, and miscellaneous, | 
44, 

New-truck registrations totalled 
153 in October, compared with 175 
a month earlier. By makes, they 
were: Ford, 44; Chevrolet, 37; In- 
ternational, 24; GMC, 17; Diamond 
T, 7; Dodge, 7; White, 4; Mack, 2; 
Reo, 1; Willys, 1, and miscellaneous, 
9.—( William Ullman.) 


| 
opened a used-car firm, Reliable! 
Motor Co., at 211 S. Fourth St. 
here. They had been with Ray 
Hamlin Chevrolet Co., Blackwell, 
Okla., for more than eight years, 
Casselberry as sales manager and 
Fauchier as used- one manager. 


Dealer Builds ‘Supermarhell 


AUGUSTA, Ga.—R. E. Burson, 
president, Ballentine & Burson Mo- | 
tors, Inc., has announced the firm | 
will build a “car supermarket” | 
here. The firm will continue its 
present operation at 1442 Broad 
St., and will develop the second 
outlet to take care of expanding 
sales 





Kaufman Elected President 


Of Wisconsin U. C. Dealers 
MILWAUKEE.—P. J. Kaufman, 
P. J. Kaufman Co., Inc., has been 
elected president of the Badger 
State Auto Dealers Assn., used-car 
deal group. Other officers are: 
Robert Schlyter, Arrow Motor 
Sales, vice-president; Gilbert Hin- 
ners, Hinners Motor Sales, secre- 


| tary, and Joseph Steinberg, Mid- 


City Motor Sales, treasurer. 


Denver Dealer 
Wins Court OK 
For Building 


DENVER.—The Colorado Su- 
preme Court has held in favor of 


| Davidson Chevrolet Co. in a zoning 
|suit against the City of Denver. 


The high court said District Judge 
Edward J. Keating was without 
jurisdiction to disturb the original 
judgment in which he ruled in 
favor of the company. 

The ruling means the company 
may proceed to build on 10 acres 
S. Colorado Blvd. The decision 
was the third by the Supreme 
Court in the same manner. 

A year ago, Judge Keating ruled 
in favor of Davidson Chevrolet. 
Denver's attorneys filed an appeal 
to the Supreme Court, claiming 
Keating had not given them a 
chance to present their case. 

While that appeal was pending, 
Judge Keating vacated his own 
judgment, tried the case and held 
in favor of Denver. Denver then 
dismissed its appeal from the orig- 
inal ruling, while Davidson Chevro- 
let appealed Keating’s new ruling. 


YOUR CUSTOMERS CAN TELL THE 


DIFFERENCE 


When your customers 
change to Wotr’s Heap, 
100% — Pennsylvania, 
they | get. 
@ Lower oil consumption 
@ Fewer repair bills 
@ Smoother engine per- 
formance, longer life 
It all adds up to an im- 
portant difference to them 
. .. and to you, too, be- 
cause satisfied customers 
keep coming back for more. 
That’s why it pays to stock, 
display and sell the su- 
perior premium quality 
motor oil that makes the 
difference ... WoLr’s Heap, 
100% Pure Pennsylvania. 


<5 


HEAD OlL REFINING CO 
Oil CITY, PA 


WOLF’'S 





oats 
/ RECEPTION 
| OR 
\ MONEY 
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steer’ MV2 owners now get 
double original reception! 
Six tubes sound like 10! If 
YOU drive far from “home” 
stations — like music any- 
where, anytime — have 
mountains or few stations 
—are annoyed by limited 
selection, fading, tired re- 
ception — see your parts, 
accessory, gas or car 
dealer NOW! If not in 
stock, send his name and 
$4.95 check or money order: 
we'll y postage. FREE 
LITERATURE! 


Wren Products Corp. 
SUITE 221 
18450 LIVERNOIS 
DETROIT 21, MICHIGAN 





WESTERN 
SNOWPLOWS 


With Power Hydraulic Lift 
For All Vehicles 
WILLYS, FORD, 


DODGE, 
CHEVROLET, 
GMC 


= $295 


Ready to Install on Your Vehicle 
FOB FACTORY 


WESTERN SNOWPLOW DIV. DEPT. 7-AN 
DOUGLAS MOTORS CORP. 
1234 N. 62nd St. 





Milwaukee, Wis. 
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SCOR TALL: 


Salesman's Portfolio 


Introductory Trial Offer 


Regular price pain 
lab _ 


.-$25.70 


Special Introductory price 
including supply of forms 
—only amr? . 18.65 


eS AL ch ee Ah 


For Limited Time Only—One (1) 
ees lle 























Try it. You'll want more! 








Automotive Enterprises 
1100 North 
Birmingham, Michigan 











Woodward Avenue 






































Find costly air leaks 
in just 5 seconds! 


with 4/R-FP-usnm 
LEAK DETECTOR 









































































































Remove cap. Wipe joint with dauber. 
Watch for bubbles. In just 5 seconds 
you will know if joint leaks. 
The Modern Scientific 
Method of Leak Detection 


Quickly find leaks in compressed air 
lines to air springs, — or wind- 
shield wiper motors . . 
piping, tubing or Qntnes. 
Needed in every shop. Con- 
venient, easy, no mixing, 


lasts indefinitely. 
SAVE TIME, MONEY! 
4 ox. bottle $1.00 
Pint bottle 2.35 

| Gel. container 14.95 

| Send for literature, 






e 


order now! 


or 
Shipped prepaid. 


clean parts the easy 
way — cut costs!! 
TTL, Li ted aL 
eal 


Cuts parts cleaning 
time in half. Quickly 
adapts to top of five 
or ten gal. metal con- 
tainer. Works with 
any cold immersion 
cleaning fivid. Con- 
tinuous agitation in- 
| sures superior clean- 
ing. Cleans tools, too! 
Operates on 12 p.s.i. 
air. 
Handles 75-lb. load 
with 60 p.s.i. air. 
Automatically stops 
when lifted from can. 
Easy to use—weighs 
3 ibs. 
Has adjustable stroke 
and frequency. 
Only $23.50. Order now! 


Makers of 
AIR-PUSH Windshield Wipers 


" DEVICES, 
Ps Tu ais 




















Incentives Slated 
For Salesmen 


lees |At Chicago Show 


im 


Turkey Day Treats 





Shows Ready to Open 


In 3 Major 


By John E. Walsh 
Staff Writer 


—, of the nation’s larger 
auto shows will open this week 
in Detroit (Nov. 22-30), St. Louis 
(Nov. 21-30) and Philadelphia (Nov. 
22-30). 

The 46th annual Detroit show 
is being held two months earlier 
than usual, giving the sponsor- 
ing Detroit Auto Dealers Assn. 
an opportunity to cash in on a 
traditional attendance bonus— 
Thanksgiving Day. 

Exhibit space at the Detroit Ar- 
tillery Armory has been increased 
by more than 20 percent to accom- 
modate the biggest foreign-car dis- 
play ever seen at the show. Czecho- 
slovakia’s Skoda will be one of nine 
imports exhibited for the first time. 

= cs +” 

se of the cars will be barely 

a week from introduction, so 
| very few show visitors will have 
had a chance to see the more than 
40 makes either in dealer show-| 
rooms or on the road,” said Harold 
Johns, chairman of the show com-| 
mittee. 

Another first for a Detroit show 
is a fully draped ceiling to pro- 
vide greater eye and sound ap- | 
peal. Johns said the task required 
almost 40 miles of fabric. 

The admission price is 90 cents 
for adults and 45 cents for children 
12 or younger. From 11 a.m. to 5 
p.m. Monday through Friday there 





| will be a special rate of 25 cents 
|for children through high school 


age. 
Some of the exhibits will be seen 


DETROIT.—In line with the tra-| 
dition of making the Chicago auto 
|show a selling show, the show 
committee is planning an incentive | 
| System to reward salesmen who do} 
an outstanding job of manning ex- 
| hibits. 
Edward L. Cleary, manager of 
|the Jan. 17-25 show, told of the 
| plan at a luncheon here last week 
for auto industry, press, radio and 
advertising representatives. 

The show committee also recom- | 
mended to auto makers that they 
place price stickers on the cars in| 
their exhibits, Cleary revealed. | 

Asserting that the “more eye-| 
catching, imaginative” Chicago| 
show is “bound to provide a great 
|} sales stimulus,” Don C. Mullery, | 
president of the sponsoring Chicago 
Automobile Trade Assn., said: 

“We feel that the 1959 show is 
scheduled at a time that’s just right 
for the industry. 

“All of the manufacturers will | 
have made their announcements 
early, but the lag in production | 
means that there will not be too 
many of the new cars on the street. 

“The public will be deeply inter- 
ested in seeing all of the models in 
the same location at the same time 
for examination and comparison.” | 

Cleary said the 5ist annual show 
will exhibit more than 450 U. S. and 
foreign passenger cars and trucks, 
plus more than 50 parts, accesso- 
ries, equipment and allied displays. 


Missouri Slates 











District Parleys 


JEFFERSON CITY, Mo. — The 
Missouri Automobile Dealers Assn. 
will begin a week-long series of 
district meetings tomorrow (Nov. 
18) when District 5 members gather 
for lunch in Joplin and for dinner 
in Springfield. 

Wednesday (Nov. 19), District 6 
dealers will meet for dinner in 
Sikeston. There is a District 7 
luncheon Thursday in St. Charles 
and a District 2 dinner that evening 
in Kirksville. 

District 4 members will meet for 
dinner Friday in Jefferson City. 
The series will conclude next Tues- 
day (Nov. 25) with a District 3 
luncheon in Excelsior Springs and 
a District 1 dinner in Gallatin. 


Citi 

for the first time in Detroit, Johns 
said. They will be shipped later to 
other major shows across the land, 
he added. 

Emmett Kelly, “king of circus 
clowns” and for years a performer 
with the Ringling Brothers show, 
will headline a DeSoto presentation 
recounting high spots in the firm’s 


30 years in the auto business. 
+ * * 


PPROXIMATELY 120 U.S. cars, 

35 imports and several experi- 
mental autos will be on display at 
the 4ist annual St. Louis show at 
the Arena. 

Jonathan Winters, radio and 
TV comedian, will be the star of 
the stage show the first two days, 
according to Edgar M. Hayward, 
manager of the Greater St. Louis 
Automotive Assn., show sponsor. 


Other stars who will appear on| 


other days include Dennis Day, 
featured singer on Jack Benny 
shows, and singers Tommy Edwards 
and Tommy Sands. 


Hayward said one day is being 


set aside as Ladies Day. It will! 
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include a fashion show staged by| 


one of the city’s largest depart- 





New Movie Technique 


Bowing at Auto Shows 


DETROIT.—A new movie tech- 
nique, which permits taking and 


projecting a film on a full hemis- | 


pherical scope—180 degrees— 
with one lens, one camera, one 
projector and one screen, is hav- 
ing its public premiere as a Chev- 
rolet feature at all major auto 
shows. 

The technique was devised and 
developed by the Jam Handy 
Organization, a Detroit firm, dur- 
ing the last 10 years as a special 
training device for Navy airmen. 





ment stores, he said. 

In connection with the show’s 
theme—“Autopia, the St. Louis of 
Tomorrow”’—there will be a num- 


ber of exhibits of models of civic!) _ 


projects, Hayward said. 

The attendance this year is ex- 
pected to top the record 102,647 who 
turned out for the 40th exposition, 
Hayward said. 

* * * 
ORE than 100,000 will attend 
the Philadelphia show, pre- 
dicted Charles A. Bott, president of 
the sponsoring Philadelphia Auto- 
mobile Trade Assn. 
The 1957 affair drew more than 


88,000 despite several days of bad 


weather, he recalled. 


All American makes and a 
record number of foreign cars 
will be exhibited at Convention 
Hall, Bott said. A special preview, 
by invitation only, will be held 
Friday (Nov. 21), he added. 
Many of Philadelphia’s top radio 
and TV personalities will present 
their daily broadcasts from the hall. 
The admission price will be 94 
cents, and show hours will be from 
2 to 10 p.m. during the week and 
from 11 a.m. to 10 p.m. on both 
Saturdays and Thanksgiving Day. 
There will be no show Sunday 


(Nov. 23). 
ged SHORTS: The Memphis 

Automobile Assn. will hold its 
first show in 20 years at Ellis Audi- 
torium Jan. 8-11 ... More than 150 
autos will be displayed at the ninth 


* * * 


annual National Autorama in the} 


Connecticut State Armory, Hart- 


| ford, March 4-8. 


An “Open House Auto Show 
Week” Jan. 19-24 will be held in 
Buffalo this season instead of the 
regular auto show ... Nine deal- 
ers displayed more than $500,- 
000 in 1959 autos at a two-day 
Open Air Auto Fair sponsored by 
the St. Joseph (Mo.) Automobile 
Dealers Assn. 

Production troubles and Hallo- 


| ween parties were blamed for the 


poor response to the first open-air | 
auto show held in Hampton, Va.,| 


Oct. 31 . . . For the third straight 
year, South Dakota’s Miss Universe 
beauty contest will be held in con- 
junction with the Sioux Falls auto 
show. 


New from Chrysler— 


This is the uniform used-car sign intro- 
duced by Chrysler Corp. for its dealers. 
Looking over the 20-foot-high sign are, 
left to right, A. G. Terhune, National Ad- 


E. J. Roberts, DeSoto re- 
gional manager; B. G. Roberts, president 
of Schutz Motors, Inc., Birmingham, Mich., 
and F. M. Arnold, Chrysler Corp. national 
vsed-vehicle manager. 

* 


Uniform U.C. Sign 
Is Designed for 


Chrysler Dealers 


DETROIT.—A uniform used-car 
sign for dealers handling Chrysler 
Corp. lines has been introduced by 
the company. 

The sign, topped with the “For- 
ward Look” emblem, is available 
in two sizes and in colored enamel 
on steel or with exterior or internal 
illumination. 

Designed for easy moving at min- 
|imum cost, the sign is built to slip 
| over a supporting post and bolt to 
a concrete base, the company said. 

The sign was developed with the 
| Gi of National Advertising Co., 

Chicago, Chrysler Corp. said, and 
National will handle the sale and 
| installation. 


vertising Co.; 








READ 


“Tom Kerang 


Detroit Times 


Automotive Writer 


One of the nation’s best- 
known automotive reporters, 
Tom Kleene, keeps readers 
informed of the latest de- 
velopments throughout the 
industry. 
He has a way of translating 
engineering technicalities 
complexi- 
ties into a language the lay- 
man can easily understand. 
For a clear and precise look 
at the important and always 
changing automotive pic- 
ture, be sure to read Tom 
Kleene daily and Sunday in 


vast automobile 


and financial 


The Detroit Times. 





Profit by the Bright Difference 
in The Detroit Times 


Circulation 
400,000 Daily — 500,000 Sunday 


Represented Nationally by Hearst Advertising Service Inc. 
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Critics Have a Field Day ... 


America’s Newest 


Old Car... 


1959 
Surrey! 


SOLD ONLY THROUGH FRANCHISED 
NEW CAR DEALERS 


The Surrey Features — 
* All steel body 
% 8 HP. engine 
% Electric starter 


* 35 M.P.H.—<65 mi. per gal. 


% Directional signals 
% Sealed beam lights 
% Polished brass lamps 
*% KD kit available 


% Mfgd. by E. W. Bliss Co. (Canton, Ohio Plant) 


A Few Choice Territories Open 
Dealers’ and Distributors’ Inquiries Invited 


DYER PRODUCTS CO. 


514 Second Street, S.W. 


WHEN WILL 
BLAKE'S CAR 
BE READY? 


Phone GL 3-9161 


Canton, Ohio 





Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Name 
Fi 





EXECUTONE, INC., Dept. S-14 
415 Lexington Ave., 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 








ew York 17, N. Y. 








i ic ienticitttciontenintiieent, 
In Canada—331 Bartlett Ave., Toronto 


Oa el en eee es enen eat 





se 





'T 





Senate ‘Psychiatrists’ 
Work Over Industry 


(Continued from Page 2) 


tration of production and power 


held by GM. 

“This concentration appears 
neither compatible with nor con- 
ducive to a free market in which 
the public must buy automobiles. 


“In the general context of trying 
to preserve competition and pre-| 
it would appear 
| appropriate that the Department of 
| Justice consider following its recent 
| cases against small factors in the) 
investi- | 
gation and, if justified, a case... 
jagainst the dominant economic 
force in the industry.’ 
= = 


vent monopoly, 


industry with a thorough 


* 


| Dominance of GM 


HE majority report got right to 
the point when it said that “re- 
the 
paramount structural characteristic 
industry since 
the late 1920s has been the increas- 
ing dominance of General Motors.” 


gardiess of the causes 


of the automobile 


With other major producers 
seeing their market share decline 
and with independents all but 
vanished, the report said, con- 
sumers have a diminishing num- 
ber of alternatives and the nature 
of competition within the industry 
has changed. 

“Broadly speaking,” 


being replaced in 


model and design changes.” 


Most outstanding characteristics 
price rivalry which does 
exist, the report said, are substan- 
identity of prices among the 
Big Three at each price level and 
the exercise by GM of leadership 
“on some occasions in 
a simple form but on others in a 


of the 


tial 


in prices 


complicated and subtle manner.” 
> ° * 


H lagging price competition, 
the Big 
increasingly to 
other efforts to attract customers. 


the 
Three 


report charged, 
has turned 


In advertising, for example, Big 
Three expenditures rose from 
$61.5 million in 1950 to $195.7 mil- 
lion in 1957, the report said. 
“Models have been changed with 


increasing frequency until today 
General 
bringing out a new model 
year,” the report said. 


Motors appears to be 
every 


“Since 1950 the amount expended 


by the Big Three on the amortiza- 
tion of special tools, which are used 
largely in model and style changes, 
has also increased more than three- 
fold—from $182.3 million in 1950 to 


$762 million in 1957.” 
> > > 
Pricing Methods, Policies 


7s report continued, “Because 
of its increasingly dominant po- 
sition, the level of automobile prices 
has come to be largely determined 
by the pricing methods and policies 


of General Motors.” 

GM, it said, seeks to attain a 
20 percent rate of return on net 
worth after taxes at a predeter- 
mined standard volume. Actually, 
the report said, GM’s return from 
1948 through 1957 has averaged 
25 percent. 

The report said that the 


the report 
said, “competition in price has been 
largely altered and deemphasized, 
large part by 
various forms of nonprice compe- 
tition—principally advertising and 


| 
| 
| 
| 
| 


level | 


at which prices are established has | 
an important effect upon costs. This | 


results 


level of output. 


in part, it said, from the 
fact that overhead remains virtually 
the same in toto regardless of the 





“Thus, the smaller the number | 


“Because of the 
overhead costs to total 


the cost per car.” 
* 


” ad 
RINCIPAL determinants of the 
level of auto sales, the report 
said, have been found to be changes 
in per capita income and in price. 
While makers cannot control the 
former, the report noted, they can 
affect the level of sales by chang- 


ing their prices. 
“And because of the importance 


| of cars produced, the fewer the} 
number of units over which these 
overhead costs are spread and the 
higher the overhead costs per car. 
importance of 
costs, 
amounting to approximately $550 
per car in 1957 and perhaps $800 
in 1958, anything which changes 
significantly the level of automo- 
bile production thereby changes 


of overhead costs,” the report 
said, “the changes in output 
brought about by changes in 
price will significantly affect the 
level of costs. Thus, in this in- 


dustry, the two-way relationship | 


between costs and prices is quite 
distinct.” 
The report said that, 


added, 


price increase is even greater. 
On the other hand, the 


consumers to price changes, 


generally 
speaking, studies show that with 
every 10 percent increase in price, 
sales tend to fall by 12 to 15 per- 
cent. There is reason to believe, it 
that during an economic 
downswing the adverse effect of a 


report 
said, it has been shown that price 
reductions are capable of stimulat- 
ing auto sales. The sensitivity of 
the 
report said, admittedly is not high 
enough to preserve the present level 


—., 


of profits in the face of price cuts, 
given the current level of costs, 
However, the report charged 4 
large share of these costs are op. 
tional outlays which serve only to 
promote nonprice competition anq 
which “could readily be reduced.” 
* ok * 
_ ANNUAL expenditures for 
styling, advertising and tooling 
associated with increasingly fre. 
quent model changes by the major 
firms were compressed to their pre- 
1955 levels, substantial price reduce. 
tions could be made with no sacrij- 
fice of passenger car profits by 
the manufacturers,” the report said. 
In reviewing the history of the 
development of the auto industry, 
the report noted that in the carly 
20s a buyer could choose among 
cars ranging in price from $339 
for a Model T touring car to a 
Duesenberg sedan at $7,500. 
Today, the report said, cars are 
price-bunched between $2,000 and 
$4,000. There are deluxe offerings 
above this range, the report noted, 
but for the person who wishes to 
stay below $2,000, there is little to 
choose from. 
> = * 
Sources of Power 


aes into the sources of 
General Motors dominance of 
(Continued on Page 59, Col. 1 





Only Your Annual 


NADA CONVENTION 


AND EQUIPMENT EXHIBITION 





gives you an opportunity to get together 
with your fellow-dealers from all over 
the country ...learn how they are 
approaching the problems that are 
your problems, too... find out what’s 
new in the industry that can make 
your operation more profitable. 





Come along! Come one—come all 
Here's the big Convention call .. . 


Ideas... know how... news to swap... 


Chance to gather and talk shop... 


Ask the questions . . . get the news... 


Get the other dealer's views 


On this all-important year 


Is @ must that you be here 


Listening in and listened to 


Let us make plans now for you 


The 42nd Annual Convention of 
NADA is YOUR MEETING 


The program will be devoted 
entirely to YOUR BUSINESS 


It is beamed directly at providing 
answers FOR YOU. 


You just can’t afford to miss it! 


REGISTER TODAY 


for the big 
NADA 1959 





Convention and Equipment Exhibition 
Chicago, Illinois 
JANUARY 31st TO FEBRUARY 4TH 


NATIONAL AUTOMOBILE DEALERS ASSOCIATION 
2000 K Street, N.W. « Washington 6, D. C. 
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Industry Gets a ‘Psychoanalysis’ 


Continued from Page 58) 


the auto industry, the report noted 
that GM has: 

1.A strong dealer organization 
embracing the largest number of 
dealerships of any automobile com- 
pany in the world. 

2. Ready access to capital and 
credit. 

3. Unparalleled advertising and 
sales efforts. 

4.A reputation for producing 
cars of good quality. 

5. Greater resources, enabling 
it to exploit the novelty of fre- 
quent model and design changes 
to a greater extent than its com- 
petitors. 

6. A highly efficient operation 
which makes use of the most eco- 
nomical methods of mass produc- 
jon. 

, 7. Pioneered in important innova- 
tions. 

8 Engaged in a number of non- 
auto industries, which gives it con- 
siderable leverage in industries in 
which it is engaged. 

9. Been a leading recipient of 
Government contracts—for produc- 
tion, research and development 
which by their very nature usually 
confer important advantages upon 
the recipient. 

10. An enjoyable position in 
which the prices of GM used cars 
appear to be relatively high—a 
fact which aids dealers in selling 
new GM cars. (The report said this 
may be due in part to the manner 
in which used-car values are ar- 
rived at.) 





. . > 


I DISCUSSING price competition 
the report said, “Competition in 
the automobile industry is a matter 
of great complexity involving both 
price and nonprice forms of rivalry. 

“Although by its very nature 
the mechanical complexity of an 
automobile would seemingly pre- 
sent infinite opportunities for 
price differences, the rivalry in 
price has evolved in such a 
manner as to result in the virtual 
elimination of price differences 
among the major producers for 
comparable models. 

“Largely replacing rivalry in 
price at the manufacturer’s level 
has been a steady, and in recent 
years astonishing, increase in the 
emphasis given to the various forms 
of nonprice competition.” 

The current complexity in new- 
car prices, the report said, “appears 
to be a phenomenon tailored for 
the confusion of the amateur car 


buyer.” 
> * . 


Uniformity of Prices 
AN EXAMINATION of prices of | 
various makes shows, however, | 
“a striking uniformity of price 
among the three major manufac- 
turers,” the report said. “In some 
cases there is actual identity in 
price to the last dollar; in the ma-| 
jority of instances the companies 
are within a few dollars of each) 
other.” 
The report noted that over the 


past eight years, the role of first | _ 


announcing new-model prices | 
appears to have been about 
equally divided among General 
Motors, Ford Motor Co. and 
Chrysler Corp. This surface pic- 
ture, it said, is somewhat mis- 
leading. 

“Even where they price first, the 
basic aim of Ford and Chrysler 
is merely to anticipate the price 
actions of GM,” the report said. 

“Unlike their largest competitor, 
neither Ford nor Chrysler employs 
a cost formula as the basic deter- 
minant of its prices; each has to 
look at the competitive situation,” 
the report said. 

* ca * 
‘THE report added that there was 

_& clear implication that GM’s 
Pricing policy and the competitive 
Pricing relationship among automo- 
biles “fixing the stage’ within 
which American Motors could ma- 
neuver in setting prices. 

In summarizing its price find- 
ings, the report said evidence pre- 
sented at subcommittee hearings 
left no doubt of the importance 
of GM’s activities in setting the 
Price pattern for others in the 
industry. 

“In all of their testimony, officials 
of Ford, Chrysler and American 

otors—sometimes explicitly and 


more often implicitly—made clear 
that their basic approach to the 
pricing of their products was in 
terms of meeting the price setting 
by General Motors. 

“Of particular interest was the 
fact that this procedure involved 
no outright collusion nor indeed 
any informal trade talk among 
members of the industry. 

“For some time in the past there 
has been almost a fanatic sec- 
recy in the industry respecting new 
models and their accompanying 
prices; and this tradition has now 
been elevated into accepted trade 
practice.” 

* * * 


Star-Gazing 


“A MAJOR question, still un- 
answered, is the amount of 
star-gazing which General Motors 
feels compelled to engage in re- 
specting the pricing of its com- 
petitors’ products. Clearly, a com- 
pany which has half of the total 
business is not subjected to any- 
thing like the kinds of pressures 
felt by the smaller manufacturers.” 

As to both Chrysler and Ford, 
the report said, their avowed aim 
“is to hit upon a set of prices 
which will be acceptable to Gen- 
eral Motors.” 

Said the report, “This kind of 
complex and sophisticated guessing 
game cannot, however, minimize 
the importance of price leadership 
in the automobile industry. 

“Whether General Motors acts 
first or second is not really of 
compelling importance. In either 
instance it is General Motors’ actual 
or expected behavior which is the 


decisive factor. 
= * * 


“IN ONE case, the smaller com- 

panies simply follow the an- 
nounced lead of General Motors; 
in the other, the aim is to guess 
what the largest company will do 
and do likewise. 

“In terms of public relations, 
decided advantages accrue to 
General Motors in allowing the 
smaller companies to make 
shrewd guesses and announce in 
advance, particularly if price in- 
creases are involved. 

“And, on occasion, a prior move 
may affect slightly the last-minute 
pricing calculation of General Mo- 
tors. But this effect, where it does 
occur, is minute in the final result. 

“There can be little doubt that 
the key role in the pricing of auto- 
mobiles in the United States is 
played by General Motors; it is 
their decision which establishes 
the price level for the whole in- 
dustry.” 
. = ” 

Wa price differences all but 

obliterated, the report said, 
the buyer is left with practically 
nothing on which to base his choice 
of product but external appearance 
and the appeal exerted by adver- 
tising. 

This, said the report, has mag- 
nified the importance of style 
changes. The impetus behind this 
pressure for more frequent model 
changes has come principally 


Oldtimer Helps Out— 


This 1904 Ford revolves in this striking 
Edsel display featured by Central Motors 


(Mercury-Edsel-Lincoln) in Pueblo, Colo. 
The model is an authentic restoration, in- 
cluding Prestolight tank and kerosene tail 
and side lights. 








from GM, the report said, since 
it alone has the financial re- 
sources to play this form of non- 
price competition to the full. 

All other companies, it said, have 
good cause to be deeply alarmed 
over the future. Both Ford and 
Chrysler, the report said, are in a 
serious dilemma. 

“If they do not make substantial 
annual changes, they face the 
prospect of continued poor sales 
such as occurred with the 1958 
models. On the other hand, the 
production of new models yearly 
constitutes a staggering cost bur- 
den which, with their present vol- 
ume, they may not be able to carry 
indefinitely.” 


* * * 
HE report noted that GM 
switched from three body shells 
to one body shell with its 59 models 
and said, “This development could 
conceivably offer consumers some 
hope for price cuts, via reductions 


in unit overhead cost, but appar- 


ently price reduction is not what} 


General Motors’ 
in mind.” 

Rather, it said, there is a wide- 
spread belief that reduction in 
costs will be used “not to reduce 
price but to speed up style obso- 
lescence.” 

Later on, the report said, “It is 
evident that the model change 
policies of the major manufacturers 


management has 


have since 1950 greatly increased | 


the prices which buyers must pay 
for automobiles.” 

Once a styling race starts, the 
report said, “the most powerful 
entrant runs as fast as he can 
(and) his competitors must run 
even faster than they are capable 
of running, safely, in order to cross 
the finish line at all. 

“If the race lasts long enough, 
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| 


| 
| 


the weaker competitors fall by the) 
wayside. And if the entry fees are| 
high enough, there will be no new} 
runners to take the place of those! 


who drop out. 


“This is a very realistic prospect | 


in the automobile industry. ... ” 
* = + 


Safety in Size 


7 report noted that GM, be-| 


cause of its great sales volume, 
has an immense impact in framing 
consumer attitudes toward styling 
change. 
There is little risk element for 
GM in auto style, the report said, 
“A substantial style change, 
where a small number of units 
is involved, is a tremendous gam- 
ble,” the report said. 
“But where the vast bulk of the 
country’s automobiles incorporate 





the new design, the change—almost | 


regardless of its character — sug- 


gests to many the latest advance| 


in the art. 
“For that reason, it is only the 
most adventurous and courageous 


small company which dares to| 


break ranks with General Motors 
and step out on its own.” 

The report said that “one such 
disastrous step” was taken by 
Chrysler in the early 1950s, but 
thereafter “Chrysler fell into line, 
confining its production to bigger 


and fancier models.” 
x ok 7. 


On Advertising 


i DISCUSSING advertising, the 

report noted that in the early 
days of the auto industry, adver- 
tising performed the function of 
expanding the market. Today, it 
said, advertising is used as a com- 
petitive weapon—to lure buyers. 

The danger here, the report 
said, is that when each producer 
sells at about the same price, 
designs his cars in much the 
same way and makes the same 
type of advertising appeal, the 
victory will tend to go to the 
company with the greatest re- 
sources to spend on advertising 
and other forms of nonprice 
competition. 

“Neither Ford nor Chrysler can 
hope to outspend General Motors,” 
the report noted. 

In examining costs, demand and 
price policy, the report reviewed 
the standard-volume concept of 
pricing, then delved into the break- 
even point of the various makers. 

x oe + 
Break-Even Points 


(je 1956 unit sales as the 


yardstick, the report put GM’s 
(Continued on Page 60, Col, 1) 
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SURPRISE IN CHICAGO 


You should know these surprising facts 


about Chicago’s incomparable Drake Hotel 








before you schedule your next 


meeting—large or small... 





4. While The Drake is one of 
America’s most distinguished 
hostelries, it doesn’t cost one 
cent more than other leading 
hotels to headquarter your 
meeting here. 


2. The Drake is “alive.” Meet- 
ings go like clockwork and 
everyone enjoys the warm, 
hospitable service in a set- 
ting of luxuriant comfort. 


G. E. R. FLYNN, 
Vice President —Sales 


H, B. RICHARDSON, 
Convention Manager 





Now $8,000,000 new! No hotel 
in the midwest can match The 
Drake for unsurpassed conveni- 
ence, location, facilities. 4 major 
meeting rooms accommodating 
up to 800, plus 16 committee 
rooms for functions of 12 to 300. 
700 guest rooms. 100% air con- 
ditioned. May we tell you more? 
Phone or write for brochure. 


T he Drake 


HOTEL 


LAKE SHORE DRIVE AND UPPER MICHIGAN AVENUE 
SUPERIOR 7-2200 + TELETYPE NO. CG1586 
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Industry Gets a ‘Psychoanalysis’ 


(Continued from Page 59) 


| 


cost of depreciation nearly four 


break-even point at 48.3 percent; | times greater in 1957 than in 1950. 


Ford, 64.7 percent; Chrysler, 87.4 


percent, and American Motors, 115.9 | eee styling costs, 


percent. 
The report tended to criticize the 


* * * 

the 
report found that Ford’s “nor- 

mal” annual styling costs are $350 

million; GM’s, $500 million, and 


standard-volume concept of price| Chrysler’s, $200 million. 


because, it said, it tended to make 


“prices rigid. 


“Even when output is 50 per- 
cent greater than standard vol- 
ume,” the report explained, 


| 


“prices are still determined by | 
management's estimate of what | 


costs and profit margins would be 
at standard volume.” 

The report said that depreciation 
costs in 1950 amounted to $121.9 
million for GM, $41.3 million for 
Ford and $20 million for Chrysler, 
for a total of $183.2 million. In 1957, 
these costs had skyrocketed to 
$414.9 million for GM, $177.1 million 
for Ford and $87.8 million for 
Chrysler, for a total of $679.8 mil- 
lion. 

The report noted in pointed 
fashion that the number of vehicles 
produced was practically the same 


in both years, making the per-car 





Send for Free 





“In short,” the report said, “the 
three leading automobile produc- 
ers are together spending well 
over $1 billion a year to convince 
buyers that last year’s car models 
are obsolete.” 


In summarizing costs, the report 
broke down price components for 
an average 1957-model GM car, 
with a factory sale value of $2,213. 
The report put hourly rated labor 
cost at $300 to $400; materials and 
other direct costs at $950 to $1,050, 
and overhead at $550. 

With total cost of $1,900, this 
made GM's profit on the car $313. 

2 = = 


Why Not Price Cuts? 
"[SIRORIZING as to possible ef- 


ing and styling costs? 

“Why would it not be to their 
advantage to keep their models 
basically unchanged for a period 
of years, use the same tools and 
dies, avoid the promotional costs 
involved in introducing new 
models every year, pass those 
savings on to buyers in the form 
of lower prices and stress in 
their advertising the lower prices, 
the attainment of the real econ- 
| omies of mass production which 
their new policy makes possible 
| and the desirability of staying 
with a good model once it has 
been achieved—a practice fol- 
lowed to an extreme by such 
producers of fine cars as Rolls- 
Royce and Mercedes-Benz?” 
Auto companies, the report said 


makers’ objections as follows: 


| not interested in low-priced cars. 





: ions 
}its rates to the buyer in October,| is the first to announce new 


annual price increases to cover tool- | 


1957. 


The report noted that “it cannot | 


be said that the interests of the 
finance company and the buyer 
coincide.” 

Moreover, it said, GM, with 
captive finance company,” has a 


its 


“ 


| double incentive to maintain high 
| automobile prices. As long as new 


|the higher the price, 


cars are selling in volume, it said, 
the greater 


|the finance charge and hence the 
| greater the profitability of GMAC. 


| 
| 


have three objections to such a 
|course of action and it listed the 


2. Companies which do not make 


fects of new-car price reduc-|#"nual model changes lose out in 


tions, the report asked, “Why 
would it... 


not be to the advantage | 


| sales to those which do. 
3. GM _ would 


| 1. American buyers are basically | 





cd * * 

INANCE companies, the report 

pointed out, have not called 
their charges interest. 

“The distinction appears to be 
primarily aimed at avoiding the 
usury laws,” the report said. “If 
the extra charge to the buyer 
who cannot pay cash is called a 
‘time price differential,’ or a 
‘finance charge,’ it is, therefore, 
not legally ‘interest,’ and thus is 
exempt from the application of 
statutes which prohibit excessive 
interest. 

“This is the apparent rationale 
for the careful nomenclature.” 

The report noted that, in the case 


immediately meet| of GMAC, repossessions more than 


of Ford and Chrysler to refuse to|the lower prices of Ford or Chrys-| doubled between 1953 and 1955 and 


emulate General Motors’ policy of 
making annual model changes, with 


NEW DESIGNS joc /959 


DESIGNED FOR IMPRESSIVE SELLING! 
BUSINESS CARDS 
IN FULL COLOR 


CARDS SHOWING ‘59 MODELS 
AVAILABLE FOR FOLLOWING DEALERS 


© FORD © CHEVROLET 
© PONTIAC © OLOSMOBILE 
© BUICK 


Equolly impressive Line of cords ovoiloble for 


Sample Folder Today Dodge, DeSoto, Chrysler, Edsel ond Rombler 
deolers 
UTLEY BROTHERS, INC. 17631 FILER * DETROIT 12, MICHIGAN 
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Tew TOP AND BOTTOM ELECTROLYTIC FINISH STEEL CAPS! §& ) 


Weer 


Mel BESTE SE PF 


Heel 


Teel FERIDIUM” ANTI-ACID ANODE CATALYST! 


LEE FILTER has done it again with an entirely new kind of oil filver — 
the LEE Monolithic (one-piece) Resin-weld® Filter with Dual-Dimen- 
sion filtration — full-flow oil filtration PLUS electrolytic, anti-acid 
Feridium® filtration. IT'S THE ONLY FILTER THAT REMOVES 


Heer | vein women com rest wus 


ELECTROLYTIC STEEL FINISHED SWELL! NO PAINT 
TO DISSOLVE AND CONTAMINATE THE OIL! 


HEAT-TREATED AND CURED ACCORDION-PLEATED, 
RESINAMPREGNATED, FULL-FLOW ELEMENT! 


BOTH SLUDGE AND ACID! 


Exclusive resin-welding of all filter components makes possible for the 
first time an irreversible thermo-setting grip, more powerful than rivets 
or other metal fastening devices. The heated and cured filtering ele- 
ment is bonded or welded in the 
Resin-weld® Filter look like what it is — A FUN ; 
The LEE Resin-weld® Filter is produced with pre-determined filtering characteristics 
thereby insuring positive, predictable performance. Filter-failure caused by collapse, by- 


ler. 
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7 report complained that, for 


| doubled again between 
| 1957. 


many buyers, price increases | 


for automobiles in the 


"50s have} 


| been obscured by the gradual re-| 
|laxation of financing terms. Only | 
recently, it said, have time limits) 
been reached and the bulk of new- 
car buyers now face the full effect 


of price boosts. 

Finance company practices also 

| came in for scrutiny by the re- 
port. It noted that GMAC, which 
is owned entirely by GM, showed 
a rate of return of 17.6 percent 
im 1957. 


“Presumably,” said the report, | 


“(this) 


was not enough for Gen- 


eral Motors,” since GMAC raised) 


oT 


‘THE ONLY FILTER THAT COMPLETELY REMOVES 
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This LEE makes the 


1ONAL PART! 


pass and channelling of the contaminants has been completely eliminated! 


LEE Resin-weld® Filters conform to functional standards set by SAE, U. S. Army Pro- 
curement, Fort Belvoir Research and Development and initial equipment requirements 
of car manufacturers. Write for Catalog! 
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| monopoly 


1955 and 


: * * 
Monopoly or Not? 


7 majority report, inquiring 


into possible antitrust implica-| 


tions, said, “The pricing formula 
of GM appears to be a managed or 
administered pricing system with 
implications in which 
prices are arbitrarily set by man- 


agement without regard to the na- | 
tural competitive forces of supply 


and demand.” 

During the hearings, testimony 
was received that GM had in 
several instances loaned substan- 
tial sums to its suppliers. GM 
indicated that it loaned money to 
suppliers so they might expand 
their facilities, the report said. 
“A closer inspection indicates 


that GM may have used its vast! 


wealth to preempt raw material 
supplies,” the report said. 
It noted that GM loaned Jones 


| & Laughlin Steel Corp. $28 million 
|and agreed to take almost an extra 
|quarter of a million tons of steel 


per year, when steel was in short 
supply. 

“While there is nothing in the 
record to indicate that GM coerced 
the borrowers,” the report said, 
“the result tended to place GM in 
an advantageous position solely on 
the strength of its vast wealth.” 

> - > 

M, IT continued, buys from 26,- 

000 independent suppliers, and 
then asked the question: “Does GM, 
because of its vast purchases from 
individual suppliers, hold a power 
of coercion over them and has it 
compelled them to give it preferen- 
tial treatment to the detriment of 
its competitors?” 

It is highly possible, said the 
report, that GM might be prac- 
ticing a price squeeze on its com- 
petitors by means of its large 
conglomerate size. 

“Without alleging that GM has 
attempted to monopolize raw ma- 
terials in the sense of cornering 


|them,” the report said, “the auto 


manufacturing company may have 
misused its power by either at- 


| tempting to monopolize new pro- 


| duction through its financial plans| 


| and devices, or by coercion of sup- 


| pliers to whom it held out the bait | 


|of its large market ... 


“Testimony of Mr. George Rom- 
ney citing an example of a smaller 
company having to pay a higher 
price for steel suggests that, 
contrasted to the smaller compan- 
ies, GM also may have received an 
advantage in price.” 

z * * 
p°e= GM possess and use its 
massive power to control the 
price level of automobiles? 

The report says that prices fixed 
by GM at the beginning of the 
model year form the pattern of 
prices for the industry during that 


year. 


Ford and Chrysler’s prices, it 
said, have conformed to those of 
GM regardless of which company 


as) 








i ee 
prices for a new model year, 

“This form of price leadership by 
GM together with its ability to se 
its own prices in such a manner 
as to yield a predetermined rate 
of return (15 to 20 percent op 
capital after taxes), or more, over 
a period of years leads to the cop. 
clusion that GM has the power tp 
control the industry’s prices,” the AMER. 
report said. 

And then the report sounded its 
call to the Department of Justice 
to investigate: “A large field of 
discovery of great economic im. 
portance invites the interest of anti. 
trust enforcement agencies. 
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Send Samples you want matched 
Hundreds of factory matching colors 


Prepaid Or 
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ANY CAR or 
STATION WAGON $9.00 
ANY COLOR 

Leatherette Headlinings $15.00 Prepaid 
ALEXANDER AUTO HEADLINING CO. 
5440 Monte Vista St., Los Angeles 42, Calif. 
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When pain-in-the neck from a hold-out pros- 
pect becomes severe, simply swallow two of 
these amazing new pills and give customer 
two to swallow. Difference pills go to work 
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bring your sale to a speedy close. Tots 
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scientific Tots 
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bottles! Order today! outpu 
Editor's note: in case you don't eurlie 
believe a word of this ad, you're 

wrong. While difference pills last \ 
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phases. A good laugh on both 

sides makes it much easier to St 
finish your dealing, make the only 
sale turn 
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Staten Island, N. Y. 


Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 



































Week Week dan. 1 
Ended Same Ended Output, To 
Nov. 15, Week, Nov. 8, November Nov. 16, Nov. 15, 
1958 1957* 1958* To Date 1957* 1958 
AMER. MOTORS ** ...... 6,090 3,255 7277 = =14,485 94,278 173,662 
Rambler ........cccccceeeeees 6,090 3,255 7277 = 14,485 89,372 173,662 
CHRYSLER CORP. 6,905 22,800 18,542 28,137 1,108,917 505,547 
GA GBICR  onccecevcescecceeceveees 575 2,064 1,368 2,103 107,918 42,809 
Imperial .................. 180 698 497 677 34,510 10,719 
DOD cevcsssscrscesevesecsesseees 500 2,414 1,335 2,045 109,065 31,426 
BBEO  onn..ccccceccerscesceseesees 1,650 5,856 4,034 6,490 265,660 99,306 
Plymouth cocencenececessosssees 4,000 11,768 11,308 16,822 591,764 321,287 
FORD MOTOR*** ........ 40,320 43,269 37,663 82,673 1,666,281 969,632 
OS ee 1,320 502 1,262 2,775 51,632 16,052 
BEE sccscscoteccsnsevecsessssouseze 33,950 36,723 32,357 70,804 1,334,090 835,655 
BRGOIM  o.rccceccccccsesccevecsees 700 797 728 1,428 32,383 20,917 
MROPCUPY  «...00..0.cccscceseeees 4,350 5,247 3,316 7,666 247,732 97,008 
GENERAL MOTORS .. 65,122 71,139 958,917 123,357 2,381,593 1,703,058 
BEEN cccerevscosercscnsccsseenconse 9,140 10,946 9411 19,551 346,453 194,881 
Cadillac 3,600 3,311 3,091 7,105 133,138 100,971 
CVT ONS  .ncccccccvccesccssesce 35,500 38,945 30,411 63,820 1,277,707 995,214 
STEED scctscvecccstecvions 8,882 9,704 8,995 17,877 331,831 245,872 
ED Scceqserecccnecensosenebis 8,000 8,233 7,009 15,004 292,464 166,120 
SEP IEEE > sevsscececesscocssess | OED 1,441 2,880 6,171 66,270 38,525 
A EEE hho ae _ siesiadin’. : tleabl 4,732 1,745 | 
Studebaker .................. 2,868 1,401 2,830 6,171 61,538 36,7380 
Total Cars, U. S........... 121,305 141,904 125,279 254,823 5,317,339 3,390,424 
"Revised 
**american Motors’ totals for 1957 include Nash and Hudson production. 
**Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U0. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan, 1 
Ended Same Ended Output, To To 
Nov. 15. Week, Nov. 8, November Nov. 16, Nov. 15, 
1958 1957* 1958* To Date 1957* 1958 
GHEVROLET ................. 8,400 8,306 8422 16,822 307,447 222,680 
a 150 132 123 332 5,005 5,028 
IEE clicciniicsthsininendsnenpeusual 70 3 62 122 2,483 2,473 | 
DODGE 300 1,714 1,922 2,567 68,857 48,262 
FORD 7,250 6,053 7.231 15,104 303,966 199,208 
GMC : Lsldlianpaiieaidsinieiin, aaa 1,671 1,874 2,779 60,259 49,887 
INTERNATIONAL ...... 1,300 2,418 2,005 3,205 106,426 79,426 
Te  sccnichmeastineschenien 300 323 275 617 15,596 12,430 
STUDEBAKER . 300 108 304 650 8,418 8,413 
EE etissscentccvancsianie 405 337 419 424 16,899 15,057 
ee 2,000 1,510 2,120 5,262 53,292 77,894 
MISCELLANEOUS** .. 76 70 74 148 3,970 3,965 
Total Trucks, U.S. .... 22,956 22,645 24,831 48,032 952,618 724,723 
Total Cars, 
SE TT. siniplidtetesadnighebennciienie 144,261 164,549 150,110 302,855 6,269,957 4,115,147 
Total Cars, Trucks, 
SN os nntoaenmabiniies 8,126 8,313 8,019 16405 364,393 298,825 
Grand Total 
Cars and Trucks, 
U. S. and Canada....152,387 173,362 158,129 319,260 6,634,850 4,413,972 


"Revised 


**Miscelianeous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 


***Autocar, Freightliner, Reo and Sterling 
Mack totais. 


are included in White totals; Brockway in 


Output Holds Near Peak 
Despite Strike at Chrysler 


(Continued from Page 1) 


the seven B-O-P plants scheduling 
heavy overtime operations, showed 
the top gain of any maker. GM 
output rose from 58,917 cars a week 
earlier to an estimated 65,122 units 
last week. 

Chevrolet had seven of 10 car- 
assembly plants working six days 
and brought its calendar-year total 
to 995,214 cars. It should pass the 
one-million mark today (Monday). 

Studebaker-P ackard worked 
only five days last week and 
turned out an estimated 2,868 
Studebakers, as compared with 


Chrysler, DeSoto 
Councils to Meet 


DETROIT.—Chrysler and DeSoto 
division dealer councils will hold 
Meetings this week. 

The 23-man Chrysler council, 
headed by E. J. Craigo, of Jackson, 

., Will meet today (Nov. 17) in 
Detroit. DeSoto’s 20-member group 
and factory officials will assemble 
Tuesday and Wednesday at Ponte 
Vedra Beach, Fla. DeSoto council 
chairman is Nelson K. Mintz, of 








2,880 units a week earlier, when 
the corporation was on a six-day 
schedule. 

A mid-week strike at Interna- 
tional Harvester, coupled with the 
shutdown at Dodge, offset overtime 
operations at Chevrolet. and Ford 
and dropped truck output from 
24,831 units a week earlier to an 
estimated 22,956 units last week. 
During the week ended Nov. 16 a 
year ago, the makers turned out 
22,645 trucks. 

Vehicle production last week ex- 
ceeded the four million level for 
the calendar year. The four-mil- 
lionth vehicle of 1957 was produced 
during the week ended July 6. 

Output of car and trucks in Can- 
ada last week totalled an estimated 
8,126 units, compared with 8,019 
vehicles a week earlier. 


Estate Tops $1 Million 

SAN MATEO, Calif—The late 
Frederick W. Pabst, head of a 
Cadillac-Oldsmobile dealership in 
San Jose for many years, left an 
estate valued at $1,154,804, accord- 
ing to a court appraisal. The estate 
includes 660 shares of stock in St. 
Clair Motor Co., San Jose. 





Say Finance Men... 
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Auto Sales to Gain 


HICAGO.—A 10 to 33 percent in- 

crease in new-car sales in 1959 
is anticipated by executives of in- 
dependent sales finance companies 
here to attend the 25th annual con- 
vention of the American Finance 
Conference. 

Most estimates of sales of U. 
S.-made 1959s were between 5 
million and 5% million. Maxwell 
C. King, president of Pacific Fi- 
nance Corp., Los Angeles, said his 
firm looks for sales of imported 
cars to be near 400,000 units. 
Clarence L, Landen, president of 
Securities Acceptance Corp. 
Omaha, observed that 1958 was not 
as bad an auto year as it is often 
portrayed. 


The inventory of new cars in| 


dealers’ hands was trimmed from 
about 750,000 units at the beginning 
of the 1958 model year to about 
250,000 at the beginning of the 
current model year, he said. 

“That means a half million more 
cars were sold than were pro- 
duced,” Landen said. “It was a 
better sales year, as compared to 
production, than was 1957.” 

. + = 


IHE conference elected David D. 
Steere, president of Allied Fi-| 


nance Co., Dallas, to lead the trade 


organization for the coming year. | 


E. F. Wonderlic, president of Gen- 
eral Finance Corp., Evanston, IIL, 
was named chairman of executive 
committee. 

Concerning the auto market, 
Wonderlic said that his firm’s 


| auto financing in October ran 


ahead of the year-earlier month 


for the first time in 12 months. | 


“Most of this increase was ac- 
counted for during the last week 
or 10 days of the month,” he 
said. 


Francis J. Conway, outgoing | 


president of the conference and 
head of Thorp Finance Corp. 
Thorp, Wis., observed that the 
average length of new-car loans 


should decline in the months ahead, | 


even though about 50 percent of 
current loans are running for 36 
months. 

> >. > 


H® SAID the shorter maturities 

would result from urgings of 
finance companies plus a growing 
desire among buyers to obtain a 
larger equity sooner. 

F. R. Wills, president of Gen- 
eral Acceptance Corp., Allentown, 
Pa., said that, while loan de- 
linquencies rose sharply during 
late 1957 and early 1958, they are 
now back to normal and are no 
cause for alarm. He said the fre- 
quency of losses in bad months 
was about normal but the loss 
per unit was higher. 

Other executives attending the 
convention looked for increased use 
of installment buying and no in- 
crease in what consumers pay for 
credit during 1959. 

= aa > 
ison G. SIMS, Vincennes (Ind.) 
Ford dealer, discussed problems 
of auto retailing at the convention. 

The removal of the territory se- 
curity clause from dealers’ fran- 





Temporary Judge 
Named in Arkansas 


Dealer-Law Fight 


LITTLE ROCK.—Leon B. Catlett, 
a Little Rock attorney, has been 
appointed a temporary judge of the 
State Supreme Court to help decide 
the fate of the Arkansas Motor Ve- 
hicle Commission. 

He was appointed by Gov. Orval 
Faubus after Associate Justice dis- 
qualified himself in the case. This 
led to speculation that the other 
six judges were deadlocked. 

Late in 1957, the Pulaski Chan- 
cery Court held unconstitutional the 
act under which e commission 
was formed. It was set up to regu- 
late new-car dealerships and sales- 
men. 

The commission currently is un- 
der court injunction not to perform 
any of the duties assigned to it 
under the act. The commission 
seeks to break the injunction and 
to have the act declared valid. 





| 
| 


| 





~:|10 to 33 Pet. in “59 


chises was listed by Sims as the) 
first reason for low profits for auto 
dealers. 

“This territory security clause, | 

in my opinion, should by all 

means be reinstated and, since | 

General Motors Corp. has re- | 

cently taken a stand in favor of | 

it, there are good indications it | 
will be reinstated,” he said, 

Frederick J. Bell, NADA execu- 
tive vice-president, said that re- 
straint exercised by the Govern-| 
ment in combatting the recession | 
may have been a major factor in 
contributing to the current recov- 
ery. 

He added, “In many respects, the 
problems of controlling the economy 
on the upswing exceed those en- 
countered on the downswing.” He 
called for action to guard the na- 
tion against the threat of inflation 


61 


without “the imposition of rigid 
Government controls” of credit. 
= * * 


— convention speaker, 
Ray H. Matson, vice-president 
of First National Bank of Chicago, 
said that the past year of recession 
had proved the basic soundness of 
the sales finance business. 

He said that losses by represen- 
tative finance companies related to 
retail paper liquidated increased 
nearly 2% times in the first half of 
1958, compared to 1957 losses. 

He said these losses were at a 
nine-year high and blamed the in- 
crease on “loose selling terms initi- 
ated in 1955.” Improved general 
business conditions are making and 
should continue to make for better 
results in financing, he said. 

Dr. Raymond Rodgers, profes- 
sor of banking at New York Uni- 
versity, was another speaker who 
called for efforts to halt inflation. 
He said that fear of inflation has 
affected only the stock market 
so far. 

Inflation will become a major 
threat if fear of rising costs begin 
to push up commodity prices, cause 
undue expansion of industry and 
excessive spending by consumers. 





Dealers Face Shortages... 
Stocks at Four-Year Low 


(Continued from Page 1) 


inventory consisting of two models, 
expressed hope that customer losses 
from those who ordered early 
would be overcome by “what looks 
like a helluva selling year.” 

A year ago, dealers entered No- 
vember with nearly 450,000 units on 
hand. Fair November and Decem- 
ber sales followed, to be succeeded 
in turn by the recession months. 

Optimism for a high-selling and 

= * > 





New-Car Stocks 
In Field, In Transit 


(Comptied by Automotive News) 


Dealers 
Cars Cars In Total 
In Transit Potential 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
Jan. 1, °S0.... 251,754 188,500 440,254 
Apr. 1, "50... 276,136 158,000 434,136 
July 1, 50... 311,084 167,500 478,584 
Oct. 1, °50.... 208,367 157,800 366,167 
Jan, 1, "51... 305,888 89.900 404,788 
Apr. 1, "61... 406,541 138,500 545,041 
July 1, 51 357,606 90,700 448,306 
Oct, 1, 51... 250,762 79,500 330,262 
Jan, 1, "52... 224,968 31,000 255,968 
Apr. 1, "52... 213,391 83,000 296.391 
daly 1, "562.... 193,462 84.500 277,962 
Oct. 1, "62.... 233,556 89,000 322.556 
Jan. 1, °53.... 291,671 83,300 374,971 
Apr. 1, °63.... 445,882 89.300 535,182 
July 1, "53... 479,698 82,800 562.498 
Oct. 1, "63... 519,037 60.900 579,937 
dan, 1, "54... 428,125 36,600 464,725 
Feb. 1, "54... 466,176 60.600 526,776 
Mar. 1, '54.... 511,122 62,000 573,122 
Apr. 1, "S4.... 541,911 64,000 605,911 
May 1, ’S4.... 538,775 68,500 607,275 
Jane 1, "54... 503,219 62.500 565,719 
duly 1, "54... 445,665 62,500 508,165 
Aug. 1, "S4.... 390,854 57,000 447, B54 
Sept. 1, "54... 355,654 50,400 406.054 
Oct. 1, "4... 267,469 29,000 296.469 
Nov. 1, "54.... 120,107 37,500 157,607 
Dee, 1, 54... 203,453 61,700 265,153 
Jan. 1, °55.... 293,881 68.500 362,381 
Feb. 1, °55.... 373,573 89,100 462,673 
Mar. 1, '55.... 467,655 95,000 562.655 
Apr. 1, "56.... 544,038 99,500 643,538 
May 1, °55.... 660,341 102,700 763,¢%1 
June 1, '55.... 755,498 93,000 848,498 
July 1, °55.... 736,591 77,000 813,591 
Aug. 1, "55... 735,447 71,500 806,947 
Sept. 1, "55... 675,964 37,300 713,264 
Oct. 1, °55.... 489,475 48,900 538,375 
Nov. 1, ’55.... 481,735 87,600 569.3235 
Dec, 1, °55.... 645,707 77,400 723,107 
Jan, 1, °56.... 755,177 53,300 808,477 
Feb. 1, '56.... 801,499 68,900 870,399 
Mar, 1, °56.... 840,089 63,700 903,789 
Apr. 1, °56.... 827,977 68,100 898,669 
May 1, ’56.... 846,285 56,300 902,585 
June 1, ’56.... 746,012 52,890 798,902 
duly 1, °56.... 613,451 50,568 679,596 
Aug. 1, '56.... 551,081 53,026 588,172 
Sept. 1, °56.... 456,013 48,382 504,395 
Oct, 1, °56.... 288,103 25,900 314,003 
Nov, 1, °56.... 212,967 65,008 277,975 
Dee, 1, °56.... 318,587 79,656 398,243 
Jan, 1, ’57.... 461,850 50,168 512,018 
Feb, 1, ’57.... 561,934 68,100 630,034 
Mar, 1, ’57.... 608 68,400 733, 
Apr. 1, ’57.... 682,790 63,125 745,915 
May 1, °57.... 677,705 59,500 737,206 
June 1, ’57.... 724,329 63,420 787,749 
duly 1, ’57.... 682,121 080 745,211 
Aug. 1, ’57.... 645, 59,300 704,745 
Sept. 1, ’57.... 684,484 45,062 729,536 
Oct. 1, ’57.... 547,549 25,085 572,634 
Nov, 1, °57.... 380,740 68,300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
Jan, 1, ’58.... 597,208 55,000 652,208 
Feb. 1, ’58.... 725,003 54,100 779,103 
Mar, 1, ’58.... 821,566 44,000 865,566 
Apr. 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 176,964 
June 1, ’58.... 704,751 36,500 741,261 
July 1, ’58.... 630 45,000 5,598 
Aug. 1, ’58.... 600,656 30,000 630,656 
Sept. 1, 58.... 466,984 7,700 463,684 
Oct. 1, ’58.... 291,397 21,500 *312,897 
Nov. 1, 58.... 219,660 45,100 264,760 


+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators., . 


* Revised. 





profitable year in the auto busi- 
ness remains strong among deal- 
ers, in spite of the inventory 
drought. 

Four-fifths of the dealers sur- 
veyed anticipated increased sales. 
The pessimistic minority repre- 
sented makes whose design changes 
for 1959 were minimal. 

A Columbus (O.) Ford dealer 
predicted a 15 percent rise in 59 
sales. “Very hot” was the market 
outlook given by a Ford dealer on 
the West Coast. 

A Chevrolet dealer in Montana 
was “quite optimistic.” Buick and 
Chevrolet dealers in New England 
and Colorado were definitely bul- 
lish. An Oldsmobile Florida dealer 
used “excellent” to depict sales 
prospects. 

© 


* * 


RAMBLER dealer in the Mid- 

west forecast business “better 
than ever.” He reported October 
sales triple those in September. 


A Lincoln-Mercury dealer in the 
Far West, with introduction of ‘59 
models several weeks away, boosted 
his sales 30 percent last month. He 
prophesied improved profits and 
volume in the 59 model year. 


Plymouth dealers were divided 
in a 2-to-1 ratio on the business 
outlook. The majority said sales 
would continue the improvement 
which showed up in October. The 
minority also shared in October 
gains but forecast “much lower” 
sales for the year as a whole. 


The Nov. 1 decline in inventories 
was the eighth recorded this year. 
Dealer stocks “peaked” for 1958 last 
March 1 at 865,566 units—a level 
exceeded only by the record-high 
fun of February-May, 1956, when 
the stockpile twice crept past the 
900,000 mark. 

7 


Dayton Dealers Expect 


Shortage to End Soon 


DAYTON, O.—One of the prob- 
lems facing new-car dealers the 
past two or three weeks is begin- 
ning to work itself out, according 
to Ralph E. Caverlee, secretary- 
manager of the Montgomery County 
Automotive Dealers Assn. That’s 
the shortage of 1959 models. 

“Dealers are still short, but the 


008 | situation is improving,” he said. 


Because of strikes, some dealers 
in this area recently were selling 
from pictures of the new models. 
This situation has now generally 
worked itself out and there should 
be no shortages in the next week 
or 10 days. 


Kiwanis Motorama Pulls 


Crowds in Rhode Island 


CRANSTON, R. L—Thousands 
of Rhode Island motorists ob- 
tained their first closeups of the 
new models at a five-day Motor- 
ama sponsored by the Cranston 
Kiwanis Club with the coopera- 
tion of more than a score of 
dealers. 



















eh ee Se 


at Laat 2 


aR 





George D. Sills, 57; 
Dealer Relations Chief 


DETROIT.—George D. Sills, 57, 
executive assistant for dealer rela- 
tions to the Cadillac general man- 
ager, was found dead Nov. 11 in his 
car in the garage 
at his home, The 
engine was run- 
ning and both 
garage doors 
were closed. 

Mr. Sills joined 
GM in 1930 after 
working six years 
for Packard Mo- 
tor Co. With Cad- 
illac since 1937, 
he had served in 
the merchandis- 
ing department and as district 
manager and manager of the or- 
ganization and analysis department. 

* . * 


Frank B. Litwiller 
PORTLAND, Ore.—Frank B. Litwiller, 
40, general manager of Hollywood Ford 


of Portland, = of a heart attack. 
* * 


Charles A. Dailey 
ERIE, Pa.—cCharies A. Dailey, 57, Chev- 


rolet dealer here since 1926, died of a 
heart attack Nov. 8. Operator of Dailey's 


G. D. Silis 


Chevrolet, he had served as a member of 
the GM alers Council. 
* * * 
K, L. Sigler 


L. Sigler, 56, 
died of a heart 


OAK GROVE, Kans.—K. 
owner of Sigler Chevrolet, 
ailment Nov. 8. 


> > > 
Harold W. Stahr 


PORTSMOUTH, 0O.—Harold W. Stahr, 
51, Portsmouth auto dealer, died of a 
heart attack Nov. 5. 

* * * 


N. Louis Tetreault 

PAWTUCKET, R. IL—N. Louis Tetre- 
ault, a former state senator ind a 25-year 
automotive veteran, died Nov. 6. Mr 
Tetreault, 45, operated Central Auto Sales 
(used cars) and was a member of the 
Rhode Island Automobile Dealers Assn. 
and the Rhode Isiand Used Car Dealers 


Assn. 
* * . 


Robert M. Brand 
WAYNESBORO, Va Robert Moffett 
Brand, 84, president of Brand-Chevrolet, 


5.5 Million Cars 
Could Be Built in 
59, Donner Says 


BOSTON. — Frederic G. Donner, 
chairman of General Motors, said 
production of American-built cars 
could reach 5,500,000 during 1959. 

Donner answered questions for 
some 300 New England newsmen at 
a news conference preceding the 
opening of the GM Motorama of 
1959 at Commonwealth Armory. 

Donner said acceptance of GM's 
1959 cars has been outstanding. Due 
to strikes at local plants, however, 
production is just now returning to 
normal, he added. 

He said GM has no plans to in- 
crease its car-production capacity. | 

“Our assembly-plant capacity 
seems to be well 
mand,” Donner said. 

He reiterated that GM has “no 
plans at the present time” to pro- 
duce a small car in the U. S., al- 
though he emphasized the corpora- 





in line with de-| 


Obituaries 








tion is continuing its studies of the 


small-car market. 





January Debut 
Due for Checker 


Passenger Car 
KALAMAZOO, Mich. 


— Checker | 


Motors Corp. has announced it is) 


producing prototypes of its new 


passenger car, the Superba, for} 


public demonstration. 


Morris Markin, president of the | 


firm, which makes Checker taxi- 
cabs, said the car is scheduled to 
reach the market in January. 


The firm’s production facilities | 


will be turned over to Superba 
manufacture after its taxicab quota 


has been reached, he said. Checker | 
expects to build at least 12,000 Su-| 


perbas in 1959, he added. 

The car is expected to be 200 
inches long—two feet longer than 
the Studebaker Lark, shortest U. S.- 
made car—61 inches high and 76 
inches wide. 

The Superba will have a six- 
cylinder, overhead-valve engine of 
about 140 horsepower and is ex- 
pected to sell for about $2,500, with 
power steering and brakes and au- 
tomatic transmission. 


Inc. 

of the firm since it was organized in 1933. 

Previously he had 

dealership here for 17 years. 
= 


a onetime Durant and Austin dealer, 
Nov. 8. 
some 20 years ago. 
death, 
Craig Co., 
facturer’s 
equipment firm. 


president of H. B. Leary Jr. & Bros., 
(Chrysler-Pliymoiuth), 
a member of the Automotive Trade Assn. 
—National Capital Area and the Washing- 
ton Board of Trade. 


Keller, 44, 
part owner of Conn Plymouth, 
Nov. 3 
Arizona last August. 


the 
Chrysler Corp., 
46, was president of Chrysler-Zeder Corp., 
a business 
a vice-president of the auto company from 
1937 to 1953 and had 
the board of directors since April, 
* 


retired president 
Plymouth Co., 


dent of County Motor Co 
Mr. 
Motor Co. 


died Nov. 5. He had been president 
been with the Ford 


* * 


O. Graham Pickrell 
LOUISVILLE.—O. Graham Pickrell, 72, 
died 
sold his dealership 
At the time of his 
director of Pickrell & 
food brokers, and was a manu- 
representative for a _ lighting- 


Mr. Pickrell 


he was a 


* * + 


Harry B. Leary Jr. 
WASHINGTON.—Harry B. Leary jr., 71 
Inc. 


died Nov, 6. He was 


* * * 


William H. Keller 
CUYAHOGA FALLS, 0. — William H. 
former general manager and a 
Inc., died 
He moved to 


in Phoenix, Ariz. 


Ld * * 


Jack F. Chrysler 
YORK.—Jack F. Chrysler, son of 
late Walter P. Chrysler, founder of 
died Nov. 7. Mr. Chrysler, 


NEW 


development concern, 


been a member of 
1956. 
* * 


Samuel P. Bobst 
LOS ANGELES.—Samuel P. Bobst, 
of Paul 
is dead. 
* * * 


John M. Coble 
GRAHAM, N. C.—John M. Coble, 
(Ford), 


presi- 


Coble also 
(Ford), Burlington, N. C. 
* * 


John T. Clower 
McGEHEE, Ark—John T. Clower, 61, who 


operated Chevrolet dealerships at McGehee, 
Dumas and 
hospital at Houston. 


Star City, Ark., died in a 


William C. Cunningham 


JOLIET, Ill.—William C. Cunningham. 
65, a dealer in the Joliet area for 42 
years, died Nov. 2. 


Classified Want Ads 


HELP WANTED 





AUT TO SALES MANAGER. Southern “Cali- 


fornia dealer will employ 
tween Dec. 15th and Jan. 
35-45 years old, married, 
has five years’ experience like position. 
Must be good closer, aggressive and 
handle job as if he were senior partner. 
Good salary and, if satisfactory. could 
share profits. Please send phcto and 
complete resume. confidential, to Box 
__ 8658, ¢/o Automotive News, Detroit | 7. 


manager, be- 
15th, who is 
children and 


SALES REPRESENTATIVES—$7,000 plus 


to start. Leading automobile direct mail 
concern. High caliber, car necessary. Ex- 
clusive territory, excellent future. Box 
8666, c/o Automotive News, Detroit 7. 


Prospectin' For Gold! 


Stake Your Claim for a Franchise 
Bonanza with 
Automotive Institute 


In just two weeks, franchises for West 
Coast (Cal. Ariz. Nev.) and Northeast 
(N. Y., N. J. New Eng.) were staked out. 
We now place franchises for the rest of 
the country on the open market for the 
most revolutionary, profit making innova- 
- for new car dealers since the intro 

“buying on time.’ 

We're looking for nine wise men with 
the sweet smell of success to take over as 
our exclusive sales franchisees for remain- 
ing territories. In a few short months we 
launch “Operation Bonanza” with national 
advertising and sales promotion. Every- 
body who knows about our program wants 
in, But we ain't selling. 

We're interested only in an all-star 
team—the top nine (9) men in the auto- 
motive field—proven money makers to 


organize overnight and train hard- hitting 
sales forces to follow up and cash in on 
our ads and sales promotion when the 
lid is off this explosive package. If you've 
made the grade as a dealer, 


gen. mgr., 
sales mgr., factory rep.. or in advertising, 
Promotion or merchandising: if you want 
in on the ground floor of a long-term, 
once-in-a-lifetime deal, and u're not 
adverse to making in the big five figures 
—YOU SELL US! 

Write (airmail, special 
about yourself, background, experience, 
qualifications, everything there is to know 
—it’s confidential. We'll screen all pros- 
pects for the cream and set up interviews. 
We either fly you to New York at our 
expense or we ship one of our excess 
Vice Presidents to your home base to 
close a deal. 


We're pushing the deadline date when 
our advertising agency breaks the national 
campaign. So, if you want in. get on the 
ball and sell yourself in that opening 
letter. Write to the Office of the Execu- 
tive Vice-President, 


delivery) 


NEXT AVAILABLE FRANCHISE: 
MICHIGAN—INDIANA—KENTUCKY 
INTERVIEWS IN INDIANAPOLIS 


AUTOMOTIVE INSTITUTE 


285 Madison Ave., New York 17, N. Y. 





He was) 


69, | 
Bobst Chrysler- | 





is dead. | 
was a partner in Atwater | 


EIGHTEEN 





AVAILABLE—Truck 
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HELP WANTED 


COMPTROLLER: 


Leading Colorado dealer 
needs man with 8-10 years’ experience | 
standardized account system for 
accountant-office manager. Salary com- 
mensurate with ability. Security, 
Broadway, Denver 3, Colorado. 


Experienced Warranty 
Men Wanted 


You owe it to yourself to look into 


this once-in-a-lifetime opportunity 
with the most experienced leading 
nationwide warranty company. Send 
short resume. 

SURE-CAR OF AMERICA, INC. 


DEPT. E 
SEA CLIFF, NEW YORK 





GENERAL MANAGER—Successful work- 
ing experience in all departments—Can 
prove ability and accomplishments. Not 


an ex-dealer but a trained dealer's man- 
ager. Last employer left over one-half 
million in his will, Only interested in 
dealer who knows what he wants—lI'll 
get it for you or you need a miracie 
Box 8662, c/o Automotive News, De- 
troit 7. 

EXPERIENCE as 
manager in 
Handled 


YEARS’ 
sales manager and general 
operating quality dealerships. 
five hundred new cars annually. 


and Pontiac. Finest references. 
but willing 
Automotive | 


Chevrolet 
Residing in New York area, 
to relocate. Box 8663, c/o 
News, Detroit 7. 


dealer representative 
or sales manager. Highly qualified with 
years of experience, heavy 
and used, dealer management. Can hire, 
train, supervise and maintain a produc- 
tive sales organization. Interested in 
permanent connection. Phone: EM 8-0857 


manager or service sales connection with 
new car dealer—Lincoin-Mercury, Ford 
and Nash experience. Fourteen years’ ex- 
perience all phases service and selling 
operation. Age 35 with family. Excellent 


references. Wish to relocate in southern 
California. v7 8667, c/o Automotive 
News, Detroit 7 


DEALERSHIP MANAGEMENT | PROB- 


LEMS? Is this your problem? I have 
several years’ experience as general man- 
ager with proven record in Ford, Gen- 
eral Motors and Chrysler dealerships. 
Consider any location with potential of 
high earnings. Not looking for gravy 
train, fancy salary or guarantee. I want 
to participate in net earnings. Can fur- 
nish all necessary dealership man power 
where needed. Why wait. Act now. You 
know your problems—Let me straighten 
them out. Box 8656, c/o Automotive 
News, Detroit 7. 


SERVICE MANAGER—Record of proven 


ability. Managed service department of 
25 productive mechanics average 
monthly labor sales $28,500. Can pro- 
vide references of ability, honesty, and 
stand strictest check. Experience as 
former general manager and new and 
used car sales manager. No position too 
large or too small. Will answer all cor- 
respondence. Box 8659, c/o Automotive 
News, Detroit 7. 





GENERAL SA L E 8 MANAGER —_ Eight 


years’ experience automotive sales and 
management. Am fully capable of direct- 
ing entire new-used franchise. Buy-in 
option desirable, but not necessary. No 
special factory preference. I am 28 years 
of age, college graduate, and can furnish 
top management and dealer references 
in New York. Location desired—Long 
Island or Westchester County. Have 
active following. Presently employed. 
Resident Long Island. Box 8660, c/o 
Automotive News, Detroit 7. 


ACCOUNTANT—Business Manager, 18 


years’ Buick and Chevrolet dealership 
experience. Would consider relocating if 
position warrants it. Box 8661, c/o 
Automotive News, Detroit 7. 


YOUNG GM DISTRICT MANAGER de- 


sires dealership general manager position. 
Five years combined successful retail 
and wholesale experience, Accounting 
background. Poor but ambitious, honest 
and capable of sound, aggressive man- 
agement. High recommendations, Hours 
or location no object. Box 8655, c/o 
Automotive News, Detroit 7. 


Entire | 
time devoted to Cadillac and Oldsmobiles, | 


chief | 


1312 | 


| 











| 


| 
| 
| 
i 


duty—new | 


| 


or write my residence: 2832 Fondren | 
Dr., Dallas 5, Texas. 
SERVICE MANAGER, assistant service 





| DEALERSHIP FOR SALE handling Buick, | 








POSITION WANTED | DEALERSHIP WANTED 











USED CAR MANAGER. Young, aggressive | CHEVROLET OR BUICK, 100-200 e@ 
and profit minded, now employed large dealership wanted, east coast of Florida 
GM dealership handling Cadillac, wishes preferred or in that vicinity. Will pay 
to relocate with reliable dealer for cash and can obtain factory spproval 
permanent position. No operation too Replies will be held strictly confidentiaj, 
large—can assure you top-flight used- Box 8626, c/o Automotive News, De- | 
car operation, I love hard work and troit 7. Teele cl 
responsibility, but no family deals or| DEALERSHIP WANTED—600 to i2@ 






unethical practices please. All correspon- | car Ford or Chevrolet deal in western 
dence confidential. Box 8664, ¢/o Auto- | New York area. Cash and factory ap. 
motive News, Detroit 7. | proval assured. Box 8665, c/o Autome 






FORMER DEALER with years of experi-| _ ‘tive News, Detroit 17. 
ence and the best references, desires | DEALER SERVICES 
manager or sales manager position with Te — 
potentially profitable Florida dealership 
with buy-in or buy-out agreement, Box | 
8647, c/o Automotive News, Detroit 7. 


_ DEALERSHIPS AVAILABLE 






















Mr. BIG DEALER 


ANYWHERE 









MID- “AMERICA 
CORPORATION 


DISTRIBUTORS FOR 
HILLMAN - SUNBEAM 


“Britain's Finest" 


ARE YOU HURTING FOR 
MAN AGEMENT? 


NOW HAS A LIMITED NUMBER OF 
DEALERSHIPS AVAILABLE IN 


| ARKANSAS - LOUISIANA | 
oe - NEW MEXICO | 
| OKLAHOMA - TEXAS 


_WRITETO MID-AMERICA 
CORPORATION 


P.O. BOX 9103 
HOUSTON 11, TEXAS 


If you are, don't hesitate one minute. 
Drop a letter in the mail today. | have 
available well trained personnel to 
This 


is not a fee or prescription to corre 


handle your poarticulor problems. 


spondence letters. You can't lose on 








our proposition because we only work 


on a percentage of your net profits. 


DON'T WAIT, 
WRITE NOW. 


central Virginia. Nice, growing town with 
many industries, large payrolls every 
week. Modern building, used car lot and 
office. No used cars or accounts receiv- | 
able, priced reasonably for quick sale. 
Check location and price for a real op- 
portunity. Box 8634, c/o Automotive 
News, Detroit 7. 


DUAL HANDLING | GM “AND TWO foreign 
car franchises—Northern New England. 
Two hundred car potential. Excellent | 










Box 8657, 
c/o Automotive News, 
Detroit 7, Michigan 


equipment and facilities. No real estate. | 
Ideal location. Factory approval neces- | 
sary. Box 8654, c/o Automotive News, 
Detroit 7. 





DEALERS WANTED 


for Let Us Be Your 


Turner Sports Eastern Warehouse 
Roadster Located in New York City. Now ware 
oe z housing for large automotive accessory 
0 ee ae =" manufacturer. Daily shipments by common 
New York, New Jersey and carrier to all points—Maine to Florida 
Connecticut |to Midwest. We handle only automotive 
items. We'll pack, ship, invoice — you 


Phone, wire or write 


NEMET IMPORTED CARS 


|name it, we'll do it, Box 8608, c/o Avulo 


153-19 Hillside Ave., motive News, Detroit 7. 
Phone 


Jamaica, 
: JAmoica 3-5858 





NEW CAR AGENCY FACILITY FOR 
LEASE. New building, fast-growing 
area, profitable business, nice climate. 


MILITARY BUSINESS 








Write: 1211 Saviers Rd., Oxnard, Cali- — Got Your Share? — 
fornia. one a 
- — ——-- ——| Military people will want to: 
DEALERSHIP FOR SALE: Handling Finance for 30 to 36 months. 


Chevrolet and Cadillac; 300 cars a year; 
located in prosperous farming area in| 
central Kansas. Owner wishes to retire. 


Register and Title car out of state. 
Take car overseas without refinancing. 


Check location and terms with O. S&S. : 3 rates. 
Gunn, 6230 Troost, Kansas City, Mis- Get low, aerey soreng, financing 
souri. Take immediate delivery. 


We specialize in such transactions on a sim 


NEW ENGLAND - — - JAPANESE MIDGET plified, no trouble, without recourse basis 


T RUC K—some dealerships available. 

Most economical utility delivery truck officers and enlisted personnel of pay grade 
yet developed, the Daihatsu ‘‘Midget’’. > 

Factory 51 years in business, first time TARY ACCEPTANCE CORP. 
in U. 8. Write today. Tri-Wheelers In- P. O. Box 2166, San Antonio, Texas 
corporated (Exclusive N. E. Distribu- CApitol 6-268! 

tors), Box 387, New Bedford, Mass. 





“Worldwide eine for Military 
MAKE MONEY FASTER with the new Per P 
Alma Trailer dealer franchise. Many 
profitable territories still open, with 
guaranteed sales areas. Minimum invest- 
ment, immediate deliveries. Completely 
new line with sensational, features, new 
lower prices for fast sales. Write for 
catalog or phone 920 Alma, Michigan 
and ask Ken Mitchell about the new 
deal for Alma Trailer dealers. 


DEALERSHIP WANTED 

FORD OR GENERAL MOTORS line dealer- 
ship wanted by former dealer, Prefer 
Florida or California, but will consider 
small fringe dealership near metropolitan 
market; 300 to 500 cars per year poten- 
tial desired, Jimmy Vann, 4448 El Mar 
Drive, Lauderdale-by-the-Sea, Florida. 
(LOgan 4-3422). 








Air Force Cadets 








We handle all branches of the service, tech. 
sgts. and officers, No dealer liability. Caf 
may be taken overseas. 


Write, Wire or Phone 


SERVICE TRUST & SAVINGS 


CA 3-6356 2625 Broadway 
San Antonio, Texas 


——— eo 
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DEALER SERVICES 


Design for Selling 


Salesman's Portfolio 


The most dynamic sales tool yet of- 
fered. A Training Manual, Work Or- 
gonizer, Prospecting System, and Per- 
monent Follow-up System, all in one 
compact powerhouse for selling, that 
can be carried under the salesman's 
arm. Contains fifteen fingertip con- 
trolled sections with everything needed 
for a sales-packed work day. 













Introductory Trial Offer 


ular price including 
2 cocseensvevessssseconsensesesese $25.70 


ial Introductory price 
including supply of 
forms—only 1 8.65 


SAVINGS  ......0..-00s-e0-ee0 7.05 
For Limited Time Only—One (1) 
to a dealership. 


Mall Your Check for Your Sample Now! 


Automotive Enterprises 


1100 North Woodward Avenue, 
Birmingham, Michigan 
































Is Your Dealership 
Losing Money? 


If so, we can help youl We have 
available the finest specialists who 
will determine whether or not your 
dealership has a profit potential. 
if it does, for a nominal fee, we 
will convert your deolership into a 
profitable operation—No Gimmicks 
—No Razzle-Dazzle. Call or write 
for details today. 


Fred Ritter 


Dealership Management 
Service 
18450 Livernois 
Detroit 21, Michigan 
Tel: UNiversity 2-2111 






















®@ © TWO ESSENTIAL SERVICES ® ® 
INVENTORY SERVICE 
Parts, accessories and similar goods. 
APPRAISAL SERVICE 
furniture, equipment, machinery and tools. 
For Buy/Sell s | 
Annual Fiscal Reports 
Tex, Banking and Insurance 
@ @ Call or Write for Details @ @ 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigen 
WeEbster 34445 





STOP LOSING NEW CAR SALES! Dis-| 
cover how much your competitors’ cars 
really cost. The book, “AUTO COSTS,”’ | 
gives you the factory invoice prices of | 
all 1959 American cars, 21 foreign cars, 
4 American trucks and all their | 
ment. Used by dealers and banks nation- | 
wide. Order your ‘59 edition today for) 
only $10—three year subscription $18 














REWARD—$100 will be paid by us to the 
first person giving information leading to 
the recovery of the following stolen car: 
*58 Cadillac Coupe de Ville, Serial No. 
583110990; color: white over taupe; 
equipment: RHATPSEW2WS, Please call 
collect, Los Angeles Auto Auction, 8001 
East Garvey, South San Gabriel, Cali- 


fornia. ATlantic 0-3733 or CUmberland 


3-4141. 


LEASING 
MR. RAMBLER DEALER: Don't pass the | 
opportunity at your door in leasing your | 
economical high-resale product. We are 
anxious to buy your leases on qualified 


credits in all eleven western states. Write | 
to: Ridgway, Courtesy Credit, 2838 N. | 


E, Sandy, Portiand 12, Oregon. 
CARS FOR SALE 
SALE SE a 





ATTENTION 
NEW AND USED CAR 
DEALERS 


We are now replacing our 1957 and 1958 
Chevrolets, Fords and Plymouths—four-door 
sedans, in your territory. 


Most of these cars have automatic trans- 
missions, two-tone paint, heaters and turn 
signals, and are in excellent condition. 
These are all one-owner cars. 


If you are interested in buying these de- 
sirable cars, send your company name 
and address and the name of your buyer, 
and we will have our driver salesmen 
stop and show you the cars. 


MODERN AUTO LEASING 
CORP. 


1330 Belmont Avenue, Philadelphia 4, Pa. 





VOLKSWAGENS 


1959s 1958s 


GHIAS AND 
CONVERTIBLES 


Lowest prices — Immediate Delivery — 
50 cars always in stock. Arrangements 
made for shipments direct to ports near- 
est you. 


Call, write or wire 


Underwood Motors, Inc. 


1860 Broadway New York 23, N. Y. 
JUdson 2-5930 


24 hour service Best bank references 





UTO 
Costs ‘Box’ S24." Dept 32, New York} RAMBLERS - RAMBLERS 


IN. Y. 


H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile hornes, tractors, trucks, Fast, daily 
service Cherry Point, Fort Bragg, Camp 
Lejeune, N. C., and beaches 

Carolinas, Write P. O. Box 862 or phone 
BR 2-2034, BR 5-3757, Greensboro, N. C. 


NEW LINES WANTED 


NATIONAL SALES ORGANIZATION 
AVAILABLE for manufacturers of Auto- 
motive and Marine equipment who want 
the services of an experienced executive 
with a national sales organization, calling 





on automotive equipment jobbers, marine 
jobbers and volume buyers. If you have 
items of merit and can produce in vol- 
ume, write us today. C. D. Scarlett Co., 
P. O. Box 5202, Lansing 5, Michigan. 


MANUFACTURERS’ REPRESENTATIVE 


PROFITABLE TERRITORIES OPEN to 
aggressive salesmen now calling on auto- 
motive trade for establishing dealership 
for new Surrey, America’s newest old 
car. For details write: Dyer Products 
a eens, 514 2nd St., 8S. W., Canton, 

io. 





DECAL TRANSFERS 
ie a 
TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples, Allied Decals 8356 Hough, 
Cleveland 3, Ohio. 


. ime, 


We'll make authorized leasing co. or 
fleet deliveries on ‘59 Ramblers—for fac- 
tory D & H plus $25.00. In metropolitan 
New York, Jersey and Connecticut areas. 


RAMBLER DIVISION 


MONARCH MOTORS CO., 
INC. 
mM. C. “Joe” Gale, President 
300 Great Neck Rd., Great Neck, New York 
(35 Minutes from Midtown New York City) 
Call HUnter 2-3630 
Ask for Mr. Bella or Mr. Gale 














VOLKSWAGENS 


1959s 1958s 
ALL AMERICANIZED MODELS 
Sedans — Sunroofs — Convertibles 
Karmann Ghias 


Also direct and prompt delivery to 
southeastern and connecting states 
from conveniently located ports of 
orrival. 

IT PAYS TO WRITE, 

PHONE OR WIRE: 


GERAMER CORPORATION 
132 Nassau St. New York 38, N. Y. 
BArclay 7-0919 











































CARS FOR SALE 


VOLKSWAGENS 
TRIUMPHS TR3 


1959 AND 1958 
EXPORT MODELS 


CONTINUOUS 
DIRECT SHIPMENTS 


ON GUARANTEED DELIVERY BASIS 
WITH OFFICIAL INSPECTION ON 
ARRIVAL BY WORLD'S LARGEST 
INSPECTION AGENCY 







































Play safe and avoid disappointments— 
place your orders with us. Up to 
1,000 cars monthly available. Ship- 
ments direct from Germany to all 
American ports, freight prepaid duty- 
paid. SOME EXCLUSIVE TERRITORIES 
STILL OPEN. 


Highest bank credentials. 
Forty years’ of import experience. 
Wire or phone: 
LONG SUPPLY COMPANY, 
ALFRED HORN 


55 Mile Square Road, Yonkers, N. Y. 
Phone: Yonkers, New York 5-1038 
















































DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1959s,-1958s,-1957s,-1956s. 
Sedans—Convertibles—Karmanns 


Shipped by the 
‘World's Largest Independent 
Volkswagen Operation 


All Cars Selected, Serviced, Cleaned 


Lyndhurst, New Jersey 

Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 

Know Your Supplier) 

Also Supplyi: Station Wagons, 

Panels, Pick-ups, Buses, Etc. 

EXPORT INDUSTRIAL CORP., S. A., 

Ponama, R. P. 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 
power steering, radio, heater, padded 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 
whitewall tires— 


These are clean low mileage cars for 
sale in small lots—available for inspec- 
tion in heated inside storage at 9 W. 
Kinzie, Chicago. 


For information call, write or wire 


HERTZ RENT-A-CAR 


9 W. Kinzie 
Chicago, Illinois 
DElaware 7-7272 Don Miller 








CARS WANTED 








Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories 
—Call the largest import dealer in the mid- 
west. No stock too small or too large for 
us to handle. Send for free wholesale list. 
Write or call Bernie Gay. 


JAN ROSS MOTOR CO. 
Import Division, 380 E. Broad St., 
Columbus, Ohio 
CApitol 8-4514—CApitol 8-6607 





PARTS FOR SALE 

BORGWARD PARTS AND TOOLS. We 
have on hand at distributor cost $1,- 
561.73 in parts and $406.07 in new, un- 
used tools. Will sell complete for $1,000. 
Will furnish list to bona tide buyer. 
Herbert Jones Motors, 323 Cross S&t., 
Little Rock, Arkansas. 


PARTS WANTED 





MR. CHEVROLET DEALER 


CASH BUYER 
Send us your lists of Chevrolet parts that 
may be obsolete or slow moving with you. 
We = send you our orders from your list 
at on 
3 FREEMAN AUTO PARTS 
492 Main St. Fort Lee, N. J. 
Windsor 7-2189 





AUTOMOTIVE NEWS, NOVEMBER 17, 1958 


We have mailed your parts manager a long 
list of obsolete and slow moving parts that | 
we will purchase for cash. Have your parts 
manager check our list for any parts he wants 
to move. Mail your invoices and ship as soon 
as possible. C.O.D. For any parts that you! 
want to move that don't appear on our list, 
send us your list at once for our orders. 


492 Main St. Fort Lee, N. J. 


WANTED: Chevrolet and Ford obsolete | 


WANTED—Good used school buses, 36-60 


Michigan. Phone: EDgewood 2-5814. 


WASHMOBILE, Model FSE, with soaper, 


PARTS WANTED 





MR. FORD & MERCURY DEALER 
MAKE ROOM FOR YOUR 
1959 PARTS 





BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 


Four San eos Hook-U 
DEALERS’ SPECIAL (F.O Fess Net) 


$44.85 Fed. fas Included 


Liberal Quantity Discounts 
To Distributors 


B, FREEMAN AUTO PARTS 
Phone: Windsor 7-2189 | 

















parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, N. J, Phone: 
wane 3- 6666. 







_ BUSES w ANTED 











passenger. Price must be reasonable. | 
Linn-Baker Equipment Co., Lansing 3, 











SHOP EQUIPMENT FOR SALE _ 


heater, pressure tank. Cost $1.000—will 
sell for $450. Ford oval sign, $50; three 
Lincoln merchandising cabinets, all three 
$100. Ken Gardner Ford, 930 Lapeer, 
Port Huron, Michigan. Yukon 5-7113. 








1927 NASH COUPE — Perfect condition. 





ANTIQUE CARS FOR SALE Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canedian Distributors 


FIVE WHEELS, LTD. 


599 Y St. 
Toronto, 


Green mohair interior. $570. Phillip | 
Engle, 240 Franklin, Tiffin, Ohio. Phone: 
25. 





MISC CELLANE :0U Ss 


- | 






The “ORIGINAL YELLOW" 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 


WITH THE UNIVERSAL 
“WRIST ACTION" $5145 
Incldg. BRAKE HOOK-UP 


















































































































TowKinG -.0:3,°45°| row BARS 


TRAIL-KING $37.50 


Fast Pickup & Deli The Famous 


Saini, rts 2" Ball! “BLACK BEAUTY” 


WE STOCK PARTS FOR 
RED ARROW TOW BARS Fits them all 


te 4 os oe $2. 25 ok sees Buy Direct and Save 


Tow Bar Sal | THE MARION 
sales ¢ Co | MANUFACTURING CO. 


Exclusive Factory 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 | Marion, Ohio Phone: 2-7594 


40 So. Clinton St., Chicago 6, Ill. 





CARS FOR SALE 





° FOR IMMEDIATE DELIVERY eee 
WHOLESALE ONLY 
1957 - 1958 MODELS 

AUTOMATICS — TAXICABS — STANDARD SHIFT 


FORDS ... ee 
CHEVROLETS . <a 
DODGES .. . a 


- $325—$450 
- $325—$450 
+ $325—$450 
PLYMOUTHS . - $250—$350 
CHECKERS . . + $175—$275 


(FORDS 1956 . $225—$250) 
REASONABLE TRANSPORTATION WILL BE ARRANGED 


JOHN T. BOGART 


AUTO DEALERS UNLIMITED, INC. 
PENINSULA BLVD., HEMPSTEAD, L. I. N. Y. 
PARTS FOR ABOVE CARS AVAILABLE—CALL [Vanhoe 1-6688-9 














Order your subscription NOW, 
and avoid increase in price to 


Ferree eeealieneiameanee tinea nace 


be announced soon. 


sain am caspian sikh edi epelaendaasianeceninammippiasin ih oe 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


ne 444d eWsnbesesesavabheneeaewecatacess aineneeenaddenesenaseeeeaae he 
ND: RN ss vas 000 ns demeeenks demee beens ° co SeRe Nescccecsee 
Gitksesxecettnhsoeddeds tensions osvaakense 00: MRORERY Kectceann onene 


TRADE CONNECTION: 


Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [1] Financial [] Supplier [] 

Make of Car............ Sars occccddaseesecadpad Olscceescese<eaceasaa™ 

11-17-58 








Sa mm ee ee ee 


The Elmer A. Sperry Award for 1958 was presented to Dr. Heinz Nordhoff, 
President of Volkswagenwerk, at a joint meeting of the SAE and the ASME in New York City 
on November 13, 1958. The award citation, presented to the workers of Volkswagen, reads: 
66 To Dr. Ferdinand Porsche (in memoriam), Dr. Heinz Nordhoff, and their co-workers 
in Volkswagenwerk for the development of the Volkswagen automobile which, in concept, engineering design 
and production, has made available to the world an automobile of small size for multiple uses, 
with unique attributes of universality; of low initial and operating costs; of simplicity of design 
having ease of maintenance; comfort with adequate performance; and suitable for rural and urban use.?? 
The Board of Award, composed of representatives from the American Society of Mechanical Engineers, 
American Institute of Electrical Engineers, Society of Automotive Engineers and the Society of Naval Architects 
and Marine Engineers chose Volkswagen as best fitting the requirements for the award which state 
it must be made in recognition of a distinguished engineering contribution which, through application, proved 


in actual service, has advanced the art of transportation whether by land, sea or air. 


The people of Volkswagen—here and abroad—are very proud to have been so honored. 
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